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ACME’S new low cost 
passageway door hardware 
designed for fast installation 


Insert only four screws to install both hangers, then 
lift door onto track. That’s all there is to it. No drill- 
ing, sawing, cutting, mortising or adjustments neces- 
sary. Cannot get out of adjustment 
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No. 54 track 


made of heavy zinc coated steel. No. 53 hangers 


UNIQUE TRACK DESIGN—PREVENTS DOORS FROM cadmium plated steel, 

JUMPING TRACK large solid nylon wheel. 

A specially designed ridge running half the length 

of the track prevents doors from jumping track in WHY NON-ADJUSTABLE HARDWARE? 

pocket. Doors can be lifted on and off easily, before Pre-fit doors hung in precision manufactured frames 

finish stops are installed. rarely require adjustment. Acme’s No. 53 non- 
adjustable hangers with large nylon wheels are 
designed for this type of installation. Adjustments, if 


needed, can be made with shims supplied. 


HARDWARE GUARANTEED FOR THE LIFE OF THE BUILDING. 


COMPLETELY PACKAGED 

Acme frames are manufactured 
only by mills dealing directly with 
the factory. They come 

completely packaged including face 
jamb, split jamb, and hardware. 





QUICKLY ASSEMBLED 
Three parts only — easily put together 
on the job and set in rough stud wall. 


STRONG FRAME d SERIES wl 
Heavy gauge angle iron stiffeners 
guarantee rigidity of split jamb. Strong F F 
galvanized steel track has already ; CTAN i a 
Me) f ‘ al a >) | "] 4 | : 
lseets instidiel-at- Go ell. : FOR STANDARD 4 JO WALL 


For complete details of frame write to: eax s 
ACME APPLIANCE MANUFACTURING COMPANY 











35 South Raymond Avenue 
Pasadena, California 
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MASONITE 


is tracking down 
EXTRA SALES for you! 


The Masonite Man is out looking for the men who can 

send business your way. He is making regular calls on 

architects, builders and contractors ... selling them on 
Masonite Presdwood and its many advantages. 


The better acquainted these influential men become with 
the reasons for using Presdwood®, the oftener they will 
call for it. And the oftener they call for it, the more you will 
enjoy a steadily growing volume and profit from 
Presdwood products. 





Do YOU have enough Presdwood on hand? 
You'll need a balanced inventory 


to meet the increasing demand. 


NATURALLY STRONGER WITH LIGNIN 


omo| MASONITE 


MCcORPORATION 


Dept. AL-712, Box 777, Chicago 90, lil. 


“Masonite” signifies that Masonite Corporation is the source of the product 
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YOU CAN SUPPLY 
YOUR BUILDER CUSTOMERS 
WITH THIS NEW BOOK 





This complete step-by-step guide shows exactly how to install Truscon 
series 138 Double-Hung Steel Windows. Clear pictures and 
explanation are easy to follow. Every step is detailed for proper 
installation in frame, brick veneer, masonry, or concrete block 
construction, It is written to help assure builder satisfaction with 

the Truscon series 138 windows you sell. Offer it to operative 
builders, and to the carpenter and mason sub-contractors you supply. 
It’s another Truscon service to help dealers sell. Send coupon 

today for the quantities you need. 


TRUSCON STEEL DIVISION, joss 

REPUBLIC STEEL YOUNGSTOWN 1, OHIO TRUSCON STEEL DIVISION 
Please send me [) copies of your new book, “It's Easy To Install 

Truscon Double-Hung Steel indows, Series 138,"’ for distribu- R E P U B L | Cc ST E E L 


tion to my builder customers. 
1058 Albert St., Youngstown 1, Ohio 
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(Truscon reserves the right to limit quantities.) 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


LUMBER STRIKE NEWS COVERAGE. The overall strike situation is presented in the 
general news section that follows this newsletter. For detailed stories 
from Seattle and other key centers turn to the lumber market pages. 

HOW LONG WILL THE STRIKE LAST? When the last story on the strike had been sent 
to the printer, Al our office boy asked this vital question. We wish 
we could give you a dependable answer. It could be settled before you 
receive this issue--it could last two months or more. A fast settle- 
ment is what we'd all like to see. There are serious ramifications to 
this strike and a casual point of view just isn't possible. 

IT'S A STRIKE THAT'S LARGELY IGNORED. The public as a whole hardly knows the 
lumber strike exists. Steel, cval and the auto industry gets the 
headlines, stirs the man on the street. It typifys our position 
public-relations wise that this strike involving over 100,000 men 
directly and indirectly over 500,000 in the building trades is on the 
back pages of the average newspaper. It's little satisfaction to us 
knowing that a long strike would affect the nation's economy. 

IKE'S BATTERED HOUSING BILL. There probably will be little resemblance between 


President Eisenhower's omnibus Housing bill for 1954 and the final 
version approved by the House and Senate. Ike's clean, intelligent 


program has been chopped and compromised by restrictions largely 
inspired by the FHA investigations. As this is written there are 150- 
odd differences between the Senate and House housing bills. 

TIMETABLE FOR THE HOUSING LEGISLATION. In spite of the differences there's a 
good chance the new housing bill will be passed by the time you read 
this. Mid-July is the target date for approval. We base this comment 
on the organized pressure now being exerted on congressmen...for once 
they are really being sold on the importance of the construction 
industry. 

FOUR GROUPS INVESTIGATING FHA. The Senate Banking Committee, HHFA Administrator 
Cole, the Department of Justice and Sen. Byrd's Committee are all 
bearing down on the FHA with the energy of a TV private eye. Look 
for the investigations now in progress to continue for three or four 
months. Several committees plan field junkets to California and other 
"hot" states. So far there has been no proof of wrong doing--in the 
legal sense--but plenty indicating doubtful ethics. 

IMPROVEMENT ASSOCIATIONS BEING FORMED. The FHA scandals under Title I are 
encouraging reliable home improvement contractors to setup new 
associations to maintain standards. Houston contractors, for example, 
led the way in 1953 with a association pledged to a code of ethics 
and performance on home improvement jobs. There's a similar associa- 
tion in Los Angeles and others are being formed in many other cities. 
The Houston contractors give homeowners a detailed contract, submit 
references and seem to be a good model for others to follow. 

THE MORTGAGE MARKET. Most of the VA's 4% government guaranteed loans which 
last year were selling at a discount, are now back to par. The trend 
to a lower interest rate seems to have run its course. 


continued on page 9 
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Bruce Prefinished Flooring cuts out 
two expensive operations for builders 


AND GIVES YOU EXTRA PROFIT 


Sanding and finishing on the job are completely eliminated 
with Bruce Prefinished Flooring. Builders say this saves 
them 3 to 5 days in getting homes ready for the market. 
It also cuts floor costs because factory-finishing costs less 
than on-the-job finishing. 







. Owners get a more beautiful, longer-lasting, easier-to- 
| : maintain floor ...a floor that’s sanded on modern machines 
and finished with a penetrating seal finish baked under 


wm infra-red lights. 
pr 


: 
Ting 


And you, Mr. Dealer, make more profit on Bruce Pre- 
 ——_«~©;, ¢ : ; ‘ B 
finished Flooring than on unfinished flooring. You get your 
regular flooring profit plus a substantial extra profit on the 
4 : factory-finish. 


: p Bruce helps you sell this prefinished flooring through 
’ 4 ; dominant advertising to builders, architects and home buy- 
J ers. Write today for complete information and sales helps. 


Bruce PREFINISHED 
Hardwood Floors 


By the world’s largest maker 
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of hardwood flooring 


E. L. BRUCE CO., MEMPHIS 1, TENN 
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With the majority of the fir mills 
in western Oregon and Washing- 
ton on strike the price of Douglas 
fir lumber has climbed rapidly. 
Seattle, for example, reports green 
fir up from $18 to $24 a thousand 
and from every market center the 
common refrain is, “the highest 
offer gets the lumber.” Complete 
details on prices may be found on 
the market pages. 

Most of the logging, lumber and 
fir plywood industry in California, 
Oregon and Washington is now 
shutdown tight, with about 103,000 
workers on strike. The strike cov- 
ers fir belt operations in Oregon 
and Washington and redwood mills 
in California. It also has affected 
the pine industry in Nevada and 
California. 

At issue is a demand of the AFL 
Lumber & Sawmill Workers union 
and the CIO International Wood- 
workers union for a 12!4¢ hourly 
pay increase, a hike of about 5% 
over the $2.16 average hourly wage 
now paid in the fir belt. Employers 
contend no increase is warranted 
this year. The walkout came after 
more than four months of unfruit- 
ful negotiations. 

Following the start of the strike 
a number of the smaller operators 
offered wage increases. Most of 
the big plants were holding firm. 
Not all plants were closed, how- 
ever Kenneth Davis, AFL execu- 
tive secretary, said that about 70 
fir operators in western Oregon 
and Washington worked as usual 
while negotiations continued. 

Some of the operating mills al- 
ready are reported suffering from 
a log shortage as their supply is 
cut off by the strike in the logging 
camps. The prices have risen so 
fast that some other mills hold 
orders taken when the market was 
$15 lower than it is today and 
they’re still committed to fill them. 


Dealers Say Stocks 
Will Run Out in Month 


An American Lumbermen 32-city 
check of retailers late in June indi- 
cated that the strike will begin to 
pinch most dealers in a month or 
less, although a few retailers say 
they can hold out somewhat longer. 

Dealers in 22 cities said they 
could supply their customers with 
needed lumber items for about 30 
days. Five dealers reported they 
had an inventory for about 45-60 
days. Four had only enough lumber 
for 15 days and one dealer said he 
would be all out in seven days. 

If the strike is not settled the 
typical dealer will be high and dry 
for western lumber sometime dur- 
ing the week of July 19. When set- 
tlement does come many dealers 


Fir Prices Rise as Strike Stalls Mills 
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anticipate annoying delays before 
new lumber arrives in their yards. 

The AL & BPM survey revealed 
that many dealers anticipated the 
strike and increased their inven- 
tories in recent weeks. Nearly half 
of the dealers querried reported 
their inventories were above the 
same period last year when the 
strike began. 

Certain boards and dimension 
lumber was already running short 
when AL & BPM made its survey. 
Lumber for long joists, sheathing 
boards and KD fir were frequently 
mentioned as “nearly gone.” In 
some areas fir plywood stocks were 
very short. 

The big question concerning 
many dealers was a new source of 
lumber during the strike period. 
Producers of southern pine seemed 
little interested in expanding their 
production by opening marginal 
mills for what might be a limited 
period. The last report of the 
Southern Pine Association showed 
first line mills with orders 35% 
above production as the strike be- 
gan. Many dealers felt their best 
bet for more lumber was from 
Canadian mills and they began 
closing required long-term con- 
tracts. 


Stop-Gap Bill Extends 
Present Housing Law 


The Senate passed and sent to 
the House a bill to extend for one- 
month certain provisions of the 
present Housing Law which ex- 
pired June 30. 

The stop-gap action was neces- 
sary because House-Senate con- 
ferees on the new housing bill 
couldn’t get their work done before 
the old law died. 

The House is expected to act 
promptly on the extension bill. 

Its most important provision 
continues for one month the life of 
the Federel National Mortgage 
Association, the Government’s sec- 
ondary mortgage facility. Although 
a housing agency, FNMA gets its 
powers from the Reconstruction 
Finance Corp. Act, which techni- 
cally expired June 30. Provision 
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for a one-year extension of 
FNMA is contained in the new 
housing bill. 


See Peace Necrer 
In Cement Plant Strike 


Officials of struck cement-mak- 
ing firms on the eastern seaboard 
expressed guarded optimism that a 
six-week strike might be settled 
this week. 

The strike, of some 4,000 mem- 
bers of the A.F.L. Cement, Lime 
and Gypsum Workers Union, at its 
peak idled 15 plants of five major 
cement makers, shutting off pro- 
duction of about 50,000 barrels of 
cement daily. 

Hardest hit has been big Lehigh 
Portland Cement Co., headquart- 
ered at Allentown, Pa. Six of its 
15 plants have been struck, one in 
New York since May 2 and five in 
Pennsylvania, Maryland and Vir- 
ginia since May 12. 


See Housing Boom 
For Growing Canada 


A huge housing program will 
have to be carried out in Canada 
during the next 10 years to provide 
enough homes for this country’s 
fast-growing population, Raymond 
Brunet, president of the Canadian 
Construction Association, said at 
opening of 33rd annual Quebec 
Union of Municipalities convention 
at Murray Bay, P.Q., Brunet esti- 
mated that the annual minimum 
requirements from now until 1964 
could be set at 125,000 units, or a 
10-year total of 1,250,000. 

“Even the record 104,000 new 
units completed last year were 
insufficient to comply with the de- 
mand for new dwellings,” Mr. Bru- 
net stated. “More births and active 
immigration program are responsi- 
ble for the heavy increase in popu- 
lation.” 

The most efficient weapon 
against communism or similar sub- 
versive doctrines, he said, is to of- 
fer good homes to as many Cana- 
dians as possible. 


Lu-Re-Co Panel System 
Approved by the FHA 


The Lu-Re-Co panel system de- 
veloped by the Lumber Dealers Re- 
search Council to combat prefabs 
has been given the green light by 
the FHA in Washington. 

The FHA will shortly issue an 
engineering Yulletin to all insuring 
offices that will indicate the “struc- 
tural acceptability of this special 
method on construction.” 

Until the bulletin is printed the 
FHA will advise interested field 
offices by letter of the approval to 
be incorporated for the system in 
the engineering bulletin. 
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$36 Billion Construction Outlays Forecast g.orcf'Pacinc, was developed 


New construction expenditures 
are expected to reach a record high 
of $36 billion in 1954, 2% above the 
1953 record level of $35.3 billion, 
according to revised outlook esti- 
mates prepared jointly by the De- 
partment of Commerce Building 
Materials and Construction Divi- 
sion and the Labor Department 
Bureau of Labor Statistics. 

The revised estimate is $2 billion 
higher than the $34 billion level 
projected for 1954 by these agen- 
cies last November. Present expec- 
tations of a 2% increase in 1954 
construction activity over 1953 
contrasts with a 2% decline antici- 
pated by the Commerce and Labor 
Departments last November. 


Home Building Increases 

The more optimistic construc- 
tion outlook at the present time 
results largely from a higher level 
of new home building so far this 
year than was expected last No- 
vember. Most other types of civil- 
ian construction also are showing 
greater activity than previously 
anticipated and are expected to 
reach record or near-record levels. 

Current indications are that 1,- 
080,000 new private non-farm 
dwelling units will be started this 
year; it was anticipated earlier 
that there would be less than a 
million starts during 1954, On a 
seasonally-adjusted basis, private 
starts have been at an annual rate 
well above 1,100,000 for the first 
third of the year. 


May Housing Starts 
Fell 4°% Below April 


Non-farm housing starts in May 
fell 4% below the April level to 
106,000, the Bureau of Labor Sta- 
tistics reported. 

They declined 4,000 from April’s 
110,000, although non-farm starts 
usually rise in the April-May pe- 
riod. 

Most sections of the country 
shared in the drop, the B.L.S. said. 
The agency blamed “an abnormal 
amount of inclement weather 
which prevailed in many states 
during May.” 

Furthermore, the B.L.S. added, 
“some delay may have resulted 
from scattered work stoppages, al- 
though these were not as numerous 
or as large as a year ago when both 
weather and strikes contributed to 
the first April-May decline since 
the beginning of World War II.” 

Private starts of non-farm 
homes dropped to 105,500 units in 
May from a 8'“-year high of 109,- 
100 in April. 

Beginning with the June figures 
and thereafter, the B.L.S. estimate 
of housing starts will be based on 
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revised techniques and sampling 
methods aimed at increasing cover- 
age of the survey and improving its 
accuracy. The new survey will 
cover more localities that issue 
building permits and will include 
the results of field surveys of areas 
that do not require permits. 


Lifetime Guarantee 
With New Plywood 


A new plywood sheathing, guar- 
anteed for the life of any house 
and made possible by the develop- 
ment of a new formula phenol- 
formaldehyde glue, GP-77, is avail- 
able from Georgia-Pacific Plywood 
Co., one of the country’s largest 
producers and distributors of ply- 
wood. 


eorgia-Pacific, was developed 
through extensive research, experi- 
ment and testing by their plywood 
engineers and gives superior 
strength and durability to plywood 
sheathing. It has been tested and 
proven for many months and is 
now available in dependable quan- 
ities from retail lumber dealers. 

The new sheathing not only uti- 
lizes a glue of unusual water, 
weather and mold resistance, but 
as additional protection, the edges 
are sealed which completely en- 
closes the panel at its most vulner- 
able points. The sheathing comes 
in packages strapped for easy han- 
dling, a new labor-saving feature 
which reduces handling costs and 
will be welcomed by retail lumber 
dealers. 

Despite its advantages the 
new sheathing will be available at 
no extra cost in 4x 8 panels, rang- 
ing in thickness from 5/16” to 34" 


MAXIMUM SHADE will ease the burden on the air conditioning system in this 
contemporary home. The roof overhang is very wide and the roofed-over carport 
acts as a buffer to prevent hot sun from beating in on the air conditioned living 


quarters 





More 
Flooring 


Wood flooring can be merchandised 
more easily today than 10 years ago. 
The do-it-yourself market alone has 
created a new demand. The July 26th 
issue will tell you how dealers are 
merchandising flooring as never be- 
fore. This story is the tenth in Amer- 
ican Lumberman’s exclusive series of 
“how -to-sell-it” articles. 


This is a typical home in the Austin experiment 


Air Conditioning 
Research at Austin 

One of the most significant re- 
search projects yet undertaken in 
the housing field is now underway 
in Austin, Tex., where 22 homes 
are serving as a “live” laboratory 
for the study of costs and other 
factors involved in the use of year- 
round residential air conditioning. 

Sponsored by the National As- 
sociation of Home Builders in co- 
operation with more than 70 manu- 
facturers of air conditioning 
equipment and housing materials, 
the research study will continue 
until June 1955. 

Both water and air-cooled con- 
densers were used in the air con- 
ditioning systems—which com- 
prised 22 different systems pro- 
duced by the country’s leading air 
conditioning manufacturers—and 
the builders employed every type 
of air distributing system in com- 
mon use today, 
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rnamental 


GATE 
HARDWARE 





Designed to add a 
Dutch doors, or Rumpus Rooms! 
hinges are finished in antique’ 
cadmium plate. Constructed of heavy wrought 
steel, the strap is one piece wrap-around 
with loose pin for use on left 


or right hand gates, 


ORNAMENTAL TEE HINGE 


834” overall length. 
8” strap for use on 
narrow post fences. 


ORNAMENTAL STRAP HINGE 


1134” overall length. 
8” strap for use on 
wide post fences. 


ORNAMENTAL MASONRY HINGE 
1514” overall length. 


8” strap for use on Dummy hinge straps for the back 
brick or concrete walls. side of gates or doors; slide bolts and gate 
pulls are also available. Write for 

information on the complete set. 


»ARROWSMITH> TOOL AND DIE CORPORATION 


9700 Bellanca Ave., Los Angeles 45, California 


BuiLpiInG Propucts MERCHANDISER (To obtain more data on advertised products see page 136) 





Report from 


Washington, July 9. 


Following is a composite ar- 
rangement of questions asked in 
Washington by people in the light 
construction industry. 


Q. What is the Federal govern- 
ment doing, in these days of war 
uneasiness, about standy-by con- 
trols? 


A. Let’s divide these things into 
two groups. First, priorities and al- 
locations; second, regulation of 
prices, wages and rents. Authority 
to set up priorities and allocations 
has already been written into law; 
but further legislation will have to 
be fixed up by Congress before 
controls can be set going in the 
price-wage-rent field. 


Q. Are materials actually under 
control now? 


A. An extension of the Defense 
Production Act last year gave the 
President authority to set up pri- 
ority and allocation rules. The 
regulations now in force are 
sketchy and lack much of covering 
the field. But they’re the real thing 
and could be expanded, but fast, 
if the cold war began to heat on 
the hills. 


Q. Have business men reason to 
be uneasy about these controls? 


A. Not at present. Few people 
know, from personal experience, 
that such controls even exist. The 
first materials to come under regu- 
lation, in a military crisis, would 
be metals. As of now the metals 
most needed are in large supply, 
and this supply is backed by large 
production capacity. They could 
meet a right big increase in de- 
mand for war materials without 
any regulation. 

This page is told that titanium is 
the only item now completely un- 
der allocation. The President has 
asked Congress for an added ap- 
propriation of $300 million, with 
which to stockpile strategic and 
critical materials; and if this is 
done in time it’ll hold off materials 
regulation, perhaps indefinitely. 
That of course is a guess; but it’s 
well to remember that the Adminis- 
tration doesn’t want to use con- 
trols and will not do so unless it 
simply can’t be avoided. 


Q. Why stand-by legislation for 
materials and not for prices? 


A. While actual use of materials 
controls is pretty tough, the basic 
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law itself is rather simple; and no 
one has thought up any shining 
improvements in its fundamental 
principles. Under the law, produc- 
ers of strategic materials are di- 
rected to set aside certain amounts 
of their output, to be allocated to 
defense contractors and civilian 
goods manufacturers under gradu- 
ated priorities. A law creating the 
authority to do these things could 
be enacted at any time, with confi- 
dence that it would fit any future 
emergency. It’s been done. 

Some Senators suggested a 
stand-by price-wage-rent law; but 
the President held that such a law 
must be tailored exactly to fit the 
special emergency with which it is 
supposed to deal. No one can guess 
in detail just what a future emer- 
gency of the kind would be like; so 
a stand-by law probably would 
miss the target. It wasn’t enacted. 


Q. Is the government doing any- 
thing about prices and wages? 


A. These things are being han- 
dled on the planning level, by the 
Office of Defense Mobilization; 
which has a small staff constantly 
drafting and redrafting proposed 
control legislation. 

Two bills, in draft form, must 
interest business men. 

The first would give the Presi- 
dent power to put a 90-day freeze 
on prices and wages and to name 
the control date. Some men in our 
industry who are now selling at 
close prices bézause of hard com- 
petition get tie fidgets over this 
one. Such a law is to give Congress 
a little time to think up something 
better. But a temporary law, like 
a temporary Washington office 
building,. sometimes becomes prac- 
tically immortal; and those low, 
frozen prices continue on and on. 

The second is a long-term stabil- 
ization bill; largely a modification 
of the Defense Production Act of 
1950. It deals not only with wages 
and prices but also with credit con- 
trols, defense loans and the like. 


Q. Are these two bills likely to 
be enacted right away if we get 
into a war crisis? 


A. That’s a guess; depending 
upon the seriousness of the crisis. 
They might both be enacted and 
still kept on a stand-by basis. The 
best clue to such a situation is the 
fact that the President doesn’t like 
controls and hopes to meet any 
economic troubles by less direct 
measures. 


Q. What about unemployment 
and rising wage rates. 


A. It’s an odd situation. Unem- 
ployment has gone well above the 
figure named by the Council of 
Economic Advisers as the point of 
“serious concern to the nation;” 
and yet the ninth round of post- 
war wage increases goes cheer- 
fully along. Out of 1370 wage 
agreements reached recently, more 
than 90% carried wage raises. 

The reason may be that, despite 
the tough stuff we’ve been falling 
over lately, there’s a general belief 
that 1954 has a chance to be one of 
the really high-flying business 
years of the nation’s history. Some 
analysts are rating it as number 
two. 

As usual, our industry is pretty 
will up in front; both in its own 
actual volume and in the business 
of supporting the rest of the na- 
tional economy. Commerce and 
Labor have estimated the dollar 
volume of all construction for this 
year at $36 billion. Some leaders in 
our industry think ’54 may weigh 
in with 100,000 more housing 
starts than 1953 did. These admit- 
tedly are rosy views. 

Credit is expected to get easier. 
For example, the Federal Reserve 
announces a reduction in member- 
bank reserve requirements. This 
may well be in part to give the 
Treasury a hand in its problem of 
finding something more than $10 
billion in new money for Federal 
financing; but it’ll also aid busi- 
ness in private financing. 


Q. Any new information about 
the kind of houses the customers 
want? 


A. Well, metropolitan Washing- 
ton, D. C., is a fairly representative 
middle-income city; so here are 
some things borrowed from a re- 
cent survey of prospective home 
owners in the national capital: 

Price preference of the largest 
group, $15,000 to $20,000; of the 
next largest group, $12,000 to $15,- 
600; of the third largest group, 
over $20,000. Most desired type of 
house, a rambler with basement 
and attic. Everybody wants a gar- 
age or car port. More than half the 
prospects want three bedrooms. Al- 
most half ask for one and a half 
baths; and more than twice as 
many want two baths as would be 
content with one. More than three- 
quarters want a heating system 
that can be converted to air con- 
ditioning. 


R. Y. Kerr 
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Man-hours down- 


Volume up- 


Prices down- 
Profits Up- 


“Immediate results of mechanizing our yard sev- 
eral years back were: 
e reduced payroll—more work with fewer men 


@ increased volume 25% 


e better service at lower prices—ccst-cuts 
passed along to customers 


@ and we made more money 


“All handling—from unloading truck shipments 
and storing the material, to loading orders on dump 
trucks for delivery—is by Clark-Ross machines: 
one carrier and two fork trucks. Steel strapping 
makes easy-to-handle units and cuts waste. 


‘“These efficiencies win friends in both directions: 
good service pleases customers and modern 


BuILpING Propucts MERCHANDISER 
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thanks to Clark-Ross 
mechanization 


Robert F. McLellan, Vice President 
Stembler & Ford, Inc., Capitol Heights, Md. 


methods appeal to our suppliers. That spells 
three-way price advantages and faster turnover— 


we bill over 12 million feet on an average inventory 
of only 7,000,000 feet.”’ 


That’s nice business—and there seems no reason 
why your own yard can’t enjoy the same benefits. 
Happily, it’s easy and costs nothing to find out; 


just. talk it over with your Clark dealer—tlisted in 
the Yellow Pages. 


} ROSS CARRIER LINE 
C iG RK Industrial Truck Division 
CLARK EQUIPMENT 
Sia pe COMPANY 


Battle Creek 40, Michigan 
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—l_/FITS-ALL NO. 5 


Gracefully designed, yet fully adjust- 
able for nearly all wood or metal doors! 
Made of silvery-satin Alacrome that 
will not rust or tarnish. Patented holder 
makes installing easy!Surface clamps 
for fastening grille to outside of 
door included. 


Attractive Display Carton 
Shows "em and Sells ‘em! 
Each grille packed in individual, color- 
ful carton with complete instructions 
™ for installing and suggestions for 
arranging scrolls. Really an eye-catch- 
ing display! 


Beautifies Soveen Doors iam | 
PROTECTS THEM, TOO!.. 
FITS-ALL no. i Instantly adjustable to all screen 


doors. Accordion-like action permits expansion from 16” to 
30344" in width between stiles and from 4014” to 3034" high. 
Squared up size is 3034” x 3034". Packed 12 to carton—screws 
furnished. Made of Alacrome—silvery-satin finish. 


FITS-ALL nO. 2 For doors with divided sections. 


Each side adjusts from 13” wide and 1934” high to 1414” wide 
and 1714" high. Will not rust or tarnish. Packed 12 pairs to 
carton 


FITS-ALL nO. 3 For lower section of door with 


cross-bar. Fully adjustable from 14” wide and 3214” high be- 
tween stiles to 25” wide and 25” high between stiles.Silvery-satin 
Alacrome finish. Packed 12 to carton 


FITS-ALL nO. a For upper section of doors. Ad- 


justs from 1914” wide and 34” high between stiles to 334" wide 
and 2034" high between stiles, Will not rust or tarnish. Packed 
12 to carton 


FITS-ALL nO. 7 Adjusts from 18” wide to 32 


high between stiles to 2444” wide to 27” high. Squares up at 
26" x 26". Packed 12 to carton 








: ‘\ 
ORDER TODAY! Your order will be shipped same daSvreceived! 
MACKLANBURG-DUNCAN CX. 


OKLAHOMA CITY, OKLAHOMA 





will not rust 
cosa ag ore in individual 
carton. 


NGWAY 


Nu-WAY PUSH 
GRILLE—4” high, 
made of silvery-satin 
Alacrome. 32” fits 
openings from 24” to 
26” wide and a fits 

stiles from 
28 to 30". Packed 
12 to carton. 








wh 


qunncmnens eaapnens 
—Iceal for trellises and other —_ 
orative uses. Comes 16 wee ene 
7’ high. casily sawed. Silvery- 
finish will not rust - oe. 
Packed in individual display c. 







































































NO. FS — Fits full- 





' DELUXE 
Nu-WAY — For 
pus w 
ny eh, inde 
for 32” or i doors. 
Silvery-satin finish, 
will not rust or tar- 
nish! Packed 12 to 
carton. 

















Brand New! 
FITS-ALL 
GRILLE MONOGRAM 


AR? 
GRILLE ORNAMENTS 


Attaches to 


Screen door grilles. Made 
Of cast alumj 


YOUR INITIAL 
GOES HERE 
[UKE THIS 


Nearly all 


minum with 
ining. Comes 
envelope with 
» Clamps and 


&— aie 


colorful out] 
In individual 
Instructions 
bolts. 


i 


BRONCO 


SEA GULL 


with screws ; 
Attractive, y 


SAILFISH 


A 


mm 


MAILBOX 
PANCHO 


‘ 
4 


PEDRO 


SCREEN DOOR GRILLE 
SAILBOAT 


SQUIRREL 














ALCO 
Architectural 


(uality 
Redwood 














INHERENTLY INTEGRATED TO DESIGN 
.+. for exterior or interior finishes 





Rich natural color and grain of Palco Architectural Quality Redwood PALCO Redwood is tops 
accent or blend with a host of materials. It is far more than a raw in ALL these qualities 
material—it is a finished product with the inherent qualities that stand 
alone or combine most effectively in finely integrated design. 
Dimensional stability, ease of workability, durability, and high Low Swelling and Shrinkage 
paint retention give redwood unexcelled versatility. And Palco 
Architectural Quality Redwood offers extra value at no higher 
premium, for its uniformity of quality and grade assures full S Ry 
utilization. For the finest in functional beauty and design, specify Good Workability 
Palco Architectural Quality. 


W High Dimensional Stability 


Finest Paint Retention 


Y/ Glve-holding Ability 





ye THE PACIFIC LUMBER COMPANY 


The best in Redwood—Since 1869 
Mills at Scotia, California 


100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 + 2185 Huntington Drive, San Marino 9, Calif. 





MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 
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and 
Moisture Resistance 


Sell FLINTKOTE's 


Stalwart’ Insulation 
Sheathing Board 


...it’s both 
Asphalt Coated and Impregnated 





To protect insulation sheathing board from rain and 
moisture—in transit or on the job site, prior to and during 
application—it is desirable to have both the core im- 
pregnated and the surface coated with asphalt. 


So, why sell a sheathing board that is only coated... or 
only impregnated... when for the same price, you can 
feature Flintkote’s Stalwart Insulation Sheathing Board 
that is both impregnated and coated. Even though treated 
in this manner, Stalwart is not a vapor barrier—an im- 
portant consideration in good construction. 

Stalwart Sheathing adds structural strength to the house 
itself. It is ‘etd ae high racking strength. The 4’ widths And don’t forget FLINTKOTE Insulation Lath 
in the 25/32” thickness applied to studding 16” on centers 
and nailed according to specifications can be used without 
corner bracing. 





An ideal plaster base and insulation combined. Its use 
reduces redecorating costs by preventing lath marks. The 
V-W joint on the long edges provides uninterrupted insula- 

This superior Flintkote sheathing provides 2 to 3 times tion; its resiliency cushions movement or distortion in the 
more insulation value than ordinary wood sheathing and, frame of the building. 
in most cases, more resistance to strain and stress than 
horizontally applied wood sheathing. 



































Flintkote Insuiation Board Products 


are carefully controlled from raw material to 
finished board. The fibers for these boards come 


Stalwart is available in two thicknesses—1/2” and 
25/32”, and in the following sizes: 













Size Thickness a . 
4x8’. 814'. 9’. 10’. 12! “ae from selected trees in Flintkote’s own forests... 
: O'R! he and 25/32" and the processing is closely supervised through 
4’x8’. 9’. 10’ and 12’ 95/39!" laboratory and plant for top performance on 


the job. 









The long edges of the handy 2x8’ boards havea modified 
tongue-and-groove joint, making a tighter wall—no cracks, 
holes or open joints allow air infiltration. 

*T.M. Reg. U.S. Pat. Off, 


Write today for full information about Flintkote 
Stalwart Insulation Sheathing Board, Flintkote 
Insulation Lath and other Flintkote building 
board products. 











The Flintkote Company, Building Materials 
Division, 30 Rockefeller Plaza, New York 20, N. Y. 
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For well over 50 years Northern Woods nave seen recognized for their high quality. The 
Northern Lumber Mills are better equippea tcacy than ever peiore tc serve you with well- 


manutacturea, accurateiy-craaea Northern 
requirements in Northern Wooas 


*+Holt Hardwood Co. 


Maple, Birch, Beech, Oak Flooring. 
Herringbone, Parquetry types; all types 


. « « Oconto, Wis. 
Strip, Assembled Block. 
Heavy Duty Flooring. 


“td. W. Wells Lumber Co, Menominee, Mich. 
Hard Maple and Oak Flooring. Strip, Herringbone, Block patterns. 


Custom kiln drying. Upper grades Hard Maple and Birch lumber, 
rough. 


Edward Hines Lumber Co. ap. EERE 


Mill at on land, Michiga 
Sales Oifice—77 Washington r be —Chicago 
Hardwoods, Hemlock and White Pine. Planing Mill _s tons Kilns 


“Boehm-Madisen Lumber Co. . =. Milwaukee 3, Wis. 


Mill: Lake Linden, Mich. Mirs. Hardwoods. L.C.L. . “wm kiln 
dried hardwoods from stock at Thiensville, > 


Cadillac-Soo Lumber Co. Sault Ste. Marie, Mich. 


Northern Hardwoods, Hard Maple a Specialty. Hemlock, White Pine. 
Medern Dry Kilns. Facilities for Surfacing, Resawing, etc. 


*Abbott Fox Lumber Co. iron Mountain, Mich. 


Manufacturers and Concentrators of Hardwoods, Hemlock and White 
Pine. Planing Mills. Dry Kilns. 


Schneider Bros. Lumber Co. . . . . Marquette, Mich. 


Northern Hardwoods and Hemlock, Hardwood Dimensions. Rough 
Hardwood Turnings. ee 4 Tee size. Planing Mill and 
ns 


tMember Maple Flooring Mfrs. Assn. 


S 


s. Consuit the fi 


cs 


firms on this page for your 


“C. M. Christiansen Co. . . . =. =.) ~~~ Phelps, Wis. 


An outstanding Wisconsin | — Hardwood, White 
Pine, Hemlock + Cedar Products. 


h 4 


ate 





“Wm. Bonifas Lumber CO. ( yo. Mien, ) doves Neenah, Wis. 


Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


Goodman, Wis. 


woods, Hemlock, White Pine, Basswood, Hardwood 
Planing Mill, Dry Kilns. Rotary Cut Veneers. 


“Goodman Lumber Company . . ss. 


Northern Hard 
Dimension. 


“Michigan Pole&TieCo. . . . Newberry, Mich. 


Northern Hardwood Lumber, Old Faithful Hemlock. NORTHERN 
WHITE PINE, NORWAY PINE and Piling. Excellent Transit Mill- 
working Facilities. 


*Roddis Plywood Corporation . Marshfield & Park Falls, Wis. 
Roddis Lumber & Veneer o of ‘Suu Ste. 


Roddis Lbr. & Veneer Co., 
Complete stock N. Hdwds., Hemlocie 
Birch, Fig. Hdwd. Ven’r’d ‘Doors. Plywd. } Dry Kiln facil 


“Ahonen Lumber Co. . . =. =. ~~.) =~. Uronwood, Mich. 
Northern Hardwoods, Hemlock, White Pine, 


Planing Mill 
—Modern Dry Kilns. Sales agents fcr the Be A” brand MPMA 
Hardwood Flooring. 


“Copeland LumberCo. 2. 2... Chicago, Ill. 
Mills — Marquette and Cusino, 


an 
Sales Office — CHICAGO — 135 ry St. 
Hardweods, White Pine and Hemlock 


*Member Northern Hemlock & Hardwood Mfrs. Assn. 
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This Builder Ad Shows You Why 
Dealers Like to Sell Fenestra Door Units! 


The ad above ran in 
tical Builder. It tells of the sales fe 
make Fenestra* 


American Builder and Prac- 


& Gardens, have aroused the 
atures that 
Residential Type Door-Frame- 
Units and Fenestra Metal 
Closet Doors so popular with builde 
in consumer publications, 


interest of millions 

of homeowners. To you, all of this means high 

turnover and good profits w 

Hardware Sliding packaged units. For details, 
rs. And ads 


ith easy-to-stock, 
such as Better Homes 


please write to 
Detroit Steel Products Company, Dept. AL-7, 

2246 East Grand Blvd., Detroit 
MERCHANDISER 


11,Michigan. 4» 
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All new mixers are Jaegers 


in this 3l-mixer fleet 


R. H. Wright & Son, Inc., Ft. Lauder- 
dale, Fla., is a well integrated, well 
managed operation producing its own 
aggregates, Its fleet of 31 mixers 
serves a wide list of customers, includ- 
ing the U. S. Engineers and Florida 
State Highway Dept. 


Vice President George Ford, general 
manager of the company’s ready 
mixed division, weighed all the factors 
when he recently bought 13 new truck 
mixers, Eight of these are 614 yd. 
size, three are 514 yds., two are 3 yds. 

all are the latest model Jaeger 
Mix-Plus truck mixers equipped with 
sealed end loaders. 


“Two factors particularly influenced 
our choice,” says George Ford. “We 
wanted to be able to dry-batch on a 
15 seconds-per-yard schedule. The 
Jaegers proved that they could take 
this fast-charge without blow-back. 
We also supply concrete for the U.S. 
Engineers and other low slump speci- 
fication work. The ability of Jaeger 
truck mixers to handle this 11/> inch 
slump material fast and clean is of 
real advantage to us.” 


Wherever time studies are made, 
Jaeger “Mix Plus” truck mixers are 
shown to be measureably faster than 
others, not only in charging and dis- 
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- 
~ a Rh, 
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trucks; the smaller units are on T-800 Fords 





\ RH.WRIGHT&S 


GEORGE FORD, Vice President & General Manager 
“We wanted ...to dry-batch on a 15 seconds- 
per-yard schedule.” 


charging, but in speed of water dis- 
tribution and placement of material 
by chute. The result of these time- 
savings is a higher average number 
of payload trips per day. Ask your 
Jaeger distributor to prove this to 
you — or send for Catalog. 


THE JAEGER MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 


COMPRESSORS ° 
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PUMPS * CONCRETE MIXERS 


PAVING MACHINES 
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PUTS YOU 
IN POSITION TO MAKE 


BIG PROFITS 


er THE ONLY WINDOW. anowant with A oo 


5 YEAR — 


_ UNCONDITIONAL GUARANTEE AGAINST ANY DEFECT 
~~ iN WORKMANSHIP OR MATERIALS 


Exclusive Air-Vue features: 


@ Heavy-duty aluminum hardware—never rusts, 
reduces maintenance costs. 

@ Each piece precision made and pre-fitted at the 
factory—easily attached to any jamb in 
minutes... no cutting or drilling required. 


@ 4 ft. high window needs only 6 screws for 
complete hardware attachment. 


@ Component wood parts always available, it desired. 


Air-Vue Double-Seal, Self-Locking 

aluminum hardware for wood awning windows 
is a product of AIR-VUE INDUSTRIES INC. 
—backed by over a quarter-century of 
manufacturing and engineering experience. 


3649 N.W. SOth St., Miami, 


BuiLpinc Propucts MERCHANDISER 
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Exclusive DOUBLE-SEAL, 
SeLr-LockiNG hardware with 
concealed vinyl plastic 
weatherstripping ...com- 
pletely seals our cold, wind 
and rain—helps eliminate 
condensation. 


Each vent automatically locks 
at any desired position. 


GET THE FACTS TODAY! WRITE — WIRE 


(To obtain more data on advertised products see page 
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AIR-VUE INDUSTRIES INC. AL-7 | 


3649 N.W. 50th Street, Miami 42, Florida 
Send me facts on AIR-VUE aluminum awning 
window hardware. 
Check one: 


} DISTRIBUTOR (_] DEALER 





ADDRESS 


a Cl 


! 
| 
NAME - - f 
! 
= 
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Heres proof of the kind of special 
service Long-Bell customers get... 


Sibley Lumber Company Inc 
‘Lave mth Sibhey 


WAT As Rertand hee ARVEY LIONS 
Phmmat Marway (300 1901 INhenmcwnn 8 9699 


March 4, 199% 


Long-Be)] Lumber mpany 
; Michigan Avenue 
efo, lllinots 


ent lemer 


jur yerd foremen passes om the word thet the present 
method employed by you in losding cars is ebsoluteiy “Perfect” 
and sends his congretuletions, 


The management of the Sibley Lumber Company wants to 
ks for the grand way you came to our assistance 
re. The repiéd shipment in this emergency 
. We 40 eppreciete it and want to 
nvolved, 


Ower the eeny years we heave been buying quality luaber 
from your company, we have always been 1004 setisfied, It 
is « pleesure to do business with you, 


This letter is unsolicited end our true feelings. 
hope to continue to favor you with our orders for the next 
twenty years just es we have in the last two decades, 


Sincerely, 


when they order 
mixed cars! 


For Handling and Loading stock, Long-Bell has the most 
complete facilities available—housed in acres of cov- 
ered sheds. This highly efficient setup is the result of 
79 years of experience in serving lumber needs of deal- 
ers across the nation. 


Well-Balanced Stocks available to buyers through Long- 
Bell include the following: 


SOUTH—Oak Flooring, Hardwoods, Southern Pine, Cedar 
Closet Lining, Threshold, Treated Products. 
CALIFORNIA—Ponderosa Pine, California, Douglas and 
White Fir, Knotty Pine Paneling, Fir Plywood, Lath, 
Treated Products. 


NORTHWEST—Douglas Fir and West Coast Hemlock Lum- 


ber, Timber and Lath—Western Red Cedar Shingles and 
Siding — Plywood — Flakewood — Kitchen Cabinets -— Cut 
Stock and Other Factory Products—Treated Products— 
Timber Fabrication. 


For the Answer to Your supply problems, contact the 
Long-Bell sales representative nearest you! 


SIBLEY LUMBER COMPANY, INC, 


Sitar 


Morris Cohen, President 


Sidney Cohen, Menerer 


ralal Mt) mad \mant | 
From , MOdernpaNnt 4 





provides a dependable supply 
of Quality Wood Products — 


LUMBER: West Coast Fir, Hemlock and Cedar, Ponderosa Pine, California Douglas and 
White Fir, Southern Pine and Hardwoods 

MILLWORK AND FACTORY PRODUCTS: DOUGLAS FIR—Quality Frames, Industrial Cut 
Stock, Doors, Kitchen Cabinets, Unpainted Furniture, Prefabricated Building Stock. 


PONDEROSA PINE: Quality Frames, Industrial Cut Stock, Sash and Doors, Glazed Sash, 
Box Shook . . . Varied Products. 


PLYWOOD: Douglas Fir and Ponderosa Pine. 
LONG-BELL FLAKEWOOD 
4, OAK FLOORING 
t PRESERVATIVE TREATED PRODUCTS: Lumber, Posts, Poles and Piling treated with 
Creosote and Standard Salt Preservatives. 
TIMBER FABRICATION 


The Jon 


EASTERN DIVISION — KANSAS CITY, MO. 


eLL Jumber (ompany 


Established 1875 — Kansas City 6, Mo. 





DIVISIONAL OFFICES 
WESTERN DIVISION — LONGVIEW, WASH. 
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to millions of your customers through national advertising 


ADVERTISED IN “To Ty ADVERTISED IN 
aft 0, 
L, 


* Guaranteed by % 


Good Housekeeping }. POST 
“a ad?) Ly i, = 
at® 


a 
45 ADVERTISED 


The Saturday Evening 


now in LACQUERS 


- Black, White and Clear 


ral 


as well as 156 ENAMEL COLORS 


NOW...there are both...lacquers as well as enamels 
in FAST SELLING QUIK-SPRAY! BLACK... 
WHITE AND CLEAR LACQUER...to add EVEN 
MORE to your volume on this spray paint that is 
the talk of the nation. Feature it... promote it... 
YOUR CUSTOMERS WANT IT! 


Sheffield cxonz: PAINT CORP. «x Cleveland 19, Ohio 
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the dealer’s salesman said: 
“TRINITY WHITE 

would look good on 

that job...” 











TRINITY WHITE 


TRINITY WHITE A like white ... just for the same 


reason your wife likes white household 
WITE linens . . . or you like a white shirt. 
TR INIT Y WwW And it’s the same way with Trinity White 
d —the whitest white cement. And by far 
the best cement for color jobs. * So put 
in a stock of Trinity White and suggest 
it to householders, builders, contractors 
—it won’t stay in stock very long! 
Trinity White is a true portland 
cement. It meets all Federal and ASTM 
specifications. * Let Trinity White 
build sales and profits for you. Widely 
advertised to architects, contractors 


and the building trades for many years! 


a 
jum t 
Meets all Federal and 


A.S.T.M. specifications 


A Product of GENERAL PORTLAND CEMENT CO. @ Chicago © Dallas © Chattanooga © Tampa ® Los Angeles 
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In all 19 Shakertown 


If you're not selling Shakertowns now, 
why not get all the interesting facts 
today. Consult the Yellow Pages of 
your phone book under “Shingles,” 
or write to the address at right... 


S : First Name in Cedar Shakes 


ertown 


THE PERMA PRODUCTS CO. 


5455 Broadway, Cleveland 27, 0. 








“You can tell 
by the way she snaps!” || 


Says DONA BROULLETTE of 

LUCKS & CLARKE CORPORATION 

(Hardware, Building Supplies, Millwork) 
WALLINGFORD, CONN. 








Mr. Broullette’s been cutting glass for over 40 
years. But L’O’F’s “Blindfold ‘Test’? was a 





new one on him. He ran several cuts on four 
well-known brands of single-strength window 
glass. Each piece was marked A, B, C or D 
He didn’t know which was which until after 
he’d pi ked the one that was easiest to cut. 

He pic ked “D every time. “D” was 
L’O:F. 28 out of the 30 dealers who took this 
test picked L’O'l 

**T didn’t have to take this test to know that 
L:O'F Window Glass is easiest to cut,’’ said 
Mr. Broullette. “The cutter runs free without 
any strain on me or the glass. She snaps clean 
and quick.” 

L:O-F Window Glass is easiest to cut into 
big pieces or little pieces. It’s easiest to cut 
into angled or curved pieces. You can even 
cut off narrow strips with a light, easy stroke. 

L’O-F cuts easiest because it is annealed 
more slowly, more patiently, That makes it 
less brittle and more “‘even’”’ in structure—so 


it’s a safer buy for your customers, too. 


Try the Cut L-O-F first, last, or in-between the der “Glass” in the yellow pages of 
other brands. Run any kind of a cut phone books in many principal cities 


ry Ww you want. You'll see why you have throughout the country. And send for 
Bi j nd fo | d Te st fewer bad cuts, less waste and more _—your free booklet—'‘For Greater Profits 
profit with L-O-F., in Window Glass”. 


You rself! Call your nearest L-O-F Distributor. Write Libbey-Owens-Ford Glass Co., 
These local businessmen are listed un- 608 Madison Ave., Toledo 3, Ohio. 


coe ee CU 
ee ees cere ee cee ee ee ee ee ee ee 


0, LIBBEY-OWENS-FORD the easy-to-cut WINDOW GLASS 
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NEW MICARTA UNITOP... 


Biggest kitchen development 
in years! 


The completely new MICARTA Unitop is one of the 
most significant developments in kitchen counter 
history. This is a beautifully constructed, one-piece 
top of 46” MICARTA mounted on 4” Weldwood 
Plywood, which combines top and backsplash with- 
out joints or molding of any kind. Made in three 
standard lengths plusaninterchangeable left or right- 
hand corner unit, MICARTA Unitops make it simple 
and economical to provide for practically any instal- 
lation—whether straight-line, L-shaped, or U-shaped. 

For builders and contractors there is a sure-fire 








| SPECIFICATIONS | ~ 
= \ 


STANDARD UNITOPS 


Westinghouse 


© micarta 


distributed by UNITED STATES PLYWOOD CORPORATION 
largest plywood organization in the world 
and U.S. ~ MENGEL PLYWOODS - INC 


Buttpinc Propucrs MERCHANDISER 


For right or left-hand use, Both edges 





appeal in the ease of installation and flexibility of 
application. For housekeepers there is the complete 
freedom from cleaning troubles. 

This exciting new product is backed by a powerful 
advertising and sales promotion program designed 
to channel pre-sold customers right to your door. 
In addition, there is a complete point-of-sale 
package for rolling up the sales right in your store. 

For further information contact your nearest 
United States Piywood Corporation representative 
or fill out the coupon below, J-06563 


CORNER 
SECTION 
AND STANDARD LENGTHS 


View shows standard lengths 


are factory-trimmed for precision ning butted to corner sectior 


Uniteo States Plywooo Corporation 
55 West 44th Street, New York 36, N. Y. 


Please have your representative call in 
regard to the new Unitop. 


NAME 


ADDRESS 


CITY ZONE ___ STATE 
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GRIP 1S BEST 


AND COSTS LESS 
o¢ 


In any plastic laminate installation . . . the 
adhesive is the least expensive item, yet it 
can be the most expensive if it fails to hold. 
GRIP is manufactured for quality—using 
only the finest raw materials available GRIP’S 
which are compounded into the exclusive brush 

é, > bi , consistency 
GRIP formula. There are 3 all-important ds 

‘ sprea 

reasons why GRIP is best—and least ex- farther. 
pensive—for every job. 








IP has never failed 
ies instructions were 
followed. This means 
you never have the 
expense of costly 
call-backs and repairs 








GRIP COSTS LESS PER SQUARE FOOT OF 
TROUBLE-FREE WORK THAN ANY OTHER 
ADHESIVE — BECAUSE IT’S THE FINEST! 


ROYAL SALES & MANUFACTURING CO. 


Attention: Wholesale Distributors 


Franchises are now being awarded from coast to coast 
to tie in with the extensive national advertising WRITE TODAY! 
campaign of this wonder adhesive 


DON’T DELAY — 
1224 S. SANTA FE AVE., LOS ANGELES 21, CALIFORNIA 
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“Fir Plywood 


means the difference between 


Prof Et and loss” 


a 


Mea 


T. |. “Chubby” b, Manager 
Bowman Lumbé? Co., Abilene, Tex. 





There’s a profitable clue for you in the way 
Chubby Cobb re-built sagging sales by specializing 
in fir plywood. Here’s a capsule of the plan* 
that helps sell over a carload of plywood a month— 


1. ADEQUATE INVENTORY— Carry complete line of fir plywood, 
all grades and sizes, plus specialties. ‘You can’t sell what 
you don’t stock,’’ explains Mr. Cobb 


2. STORE DISPLAY —Identify yard as ‘‘Fir Plywood Headquarters.’ 
Remodel showroom around plywood displayed in full sheets 


and in handy panel racks 


3. ADVERTISING AND PROMOTION—Regular newsp¥per ‘ads plus 


daily radio announcements feature plywood specials. Offer 
plans and ‘‘how-to’’ material for builders, farmers, 
do-it-yourself" enthusiasts 


DENOUEMENT..B aséd on Abilene yard’s success, Sam C 


Newman, owner, Bowman Lumber Co., is emphasizing fir 
plywood in firm's eight other yards—to build traffic, to help 
; ther mer indise, to build sales volume : 


ip 
Play it safe! Your reputation is on the line with 


every panel you sell. Stock only DFPA-grademarked 


panels. ‘‘EXT-DFPA” for outdoor use, PlyPanel for 
interior finish, PlyScord for structural use. 





4 celel8) A OCIATION. TACOMA WASHINGTON 
































There 
as 

only 
one.... 








THERE 1S ONLY ONE.... 
window that meets the 10 most important requirements 
that experts* agree really are important in a window. 


Refer to SWEET'S FILE 16 


Member of the 


Producers’ Council, Inc. 
Le ee 
6 


. a 
Ae 
C 


AMOUNT AND QUALITY OF VENTILATION 


100% draft -free ventilation, because sash 
opens to almost 90°. 


POSSIBILITY OF CONTROL OF 
VENTILATION 


Perfect control in all positions from slight 
crack of one sash to full 100% opening of 
all sash. 


EASY OPERATION OF WINDOW 


Fingertip action roto-operator and friction- 
free, precision balanced patented Auto-Lok 
hardware insures easy operation regardless 
of size. Windows never stick. 


WEATHER PROTECTION WHEN WINDOW 
IS OPEN 

With patented Auto-Lok hardware, there is 
healthful, refreshing ventilation during rains. 


WEATHER-TIGHTNESS WHEN WINDOW IS 
CLOSED 

Tightest closing window ever made. Patented 
Auto-Lok device plus weatherstripping auto- 
matically seals window tight. 


WOOD WINDOWS 


a. TIGHTER THAN A REFRIGERATOR 


OBSTRUCTIONS TO VIEW (RAILS AND 
MUNTINS) 

Although sash are extra strong, beautiful 
sight lines are retained. Concealed hardware 
eliminates exposed mechanism. 


FIRST COST 

Because of Ludman’s streamlined marketing 
methods, Ludman’s wood windows with 
patented Auto-Lok hardware cost no more 
than ordinary old-fashioned windows. 


MAINTENANCE COSTS 
Simplified operation eliminates wearing parts, 
no periodic adjustments necessary. 


WINDOW GLASS CAN BE CLEANED FROM 
INSIDE 

No gadgets to disengage, no sash to remove. 
Just open window and it’s ready to clean, 
top sash, too. 


WINDOW FITS IN WITH PLANS FOR 
SCREENS, STORM SASH, BLINDS, ETC. 
Interchangeable, inside screens and storm 
sash are easily placed and removed. Just flip 
clips, no tools required. 


*‘Windows in Modern Architecture” by Geoffrey Baker and Bruno Funaro 
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THERE IS ONLY ONE.... 


whose program produces bigger 
profits for dealers everywhere! 


FAST SALES. Ludman’s promotional skill creates en- 
thusiastic demand among architects, builders, consumers. 


EASY HANDLING. Each unit completely assembled. 


One delivery to the job, no spare parts to stock or lose. 


QUICK PROFITS. Ludman products are priced right, 


discounts are liberal, profits big. 


FAST DELIVERY. Ludman has a network of jobbers 


all over the country. 


BUILDER PROMOTION. Builders in your area are 


constantly barraged by advertising and promotion. 


NATIONAL ADVERTISING. Ludman has the most 


extensive national coverage in the window industry. 


PROTECTION. You're the top man in the Ludman 


program. Ludman protects vour interest. 


Burtp1nc Propucts MERCHANDISER 


THERE IS ONLY ONE.... 
LUDMAN wood window with 
patented Auto-Lok hardware! 


Because the Ludman wood window with patented 
Auto-Lok hardware is the best, there will be imi- 
tators .... but THERE IS ONLY ONE Ludman. 


Because of Ludman’s scientific research . . . . 
engineering superiority . . . . tried, tested and 
proved experience ... . 100% quality control... 
financial stability . . . . because Ludman has the 
largest plant of its kind in the world . . . . biggest 
network of jobbers and dealers of awning windows 
.+.-Qreatest field assistance by largest sales force.... 
most complete pre-selling program through its 
national advertising, merchandising and sales 
promotion activities .. . . Ludman’s wood window 
with patented Auto-Lok hardware is and always will 
be America’s most wanted window. 


Don’t experiment on unknown makes when you 
can have the patented precision-made window 


engineered by the pioneer and largest producer in 
the field. 


Ludman wood windows are always uniformly better. 
This better quality will give you the quick turnover 
and profits you want! Your customers demand 
patented Auto-Lok hardware that no other window 
can have. Beware of windows that look like 
Ludman — THERE IS ONLY ONE Ludman wood 
window with the patented Auto-Lok hardware that 
can give complete satisfaction. 


The Ludman Corporation announces the ap- 
pointment of two more of the nation’s leading 
wood jobbers: JAMCO Window Unit Corpora- 
tion, 129 - 51st Street, Brooklyn, New York, 
and GREGG & SON, 31 Blandin, Framingham, 
Mass., to their ever-growing network of na- 
tional representation. 


Your inquiries for dealership are invited for the Ludman wood 
window with patented Auto-Lok hardware. 


LUDMAN CORPORATION, North Miami, Fla. 


World's largest manufacturers of awning windows, 
jalousies, shower door tub enclosures. 


Factory Sales Offices: 
NEW YORK « CHICAGO ¢ WASHINGTON, D.C. © ATLANTA 
ST. LOUIS #¢ HOUSTON e« SAN FRANCISCO ¢ MIAMI 


LUDMAN CORPORATION, Dept. Al 7 
North Miami, Florida 


Gentlemen: Please send complete information about these 
Ludman products: 
[|] WOOD WINDOWS {| JALOUSIES 
[|] SHOWER DOOR TUB ENCLOSURES 
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FOR UP-TO-THE-MINUTE TRENDS 
IN ARCHITECTURAL DESIGN __. 


% 
Y _ 
} j ae 


bh 


See how the new Colorbestos Shingle 

compares in size with the standard 

Johns-Manville shingle. Both are 
SILICONE-SEALED! 


32 


COLORBESTOS 


SHINGLES 


These beautifully styled shingles, laid up in wide courses with 
heavy shadow lines, give the modern home a smartly different new look 


There are three big features of the new Johns- 
Manville Colorbestos Shingle that make it one of 
the most outstanding contributions to contem- 
porary architectural design. 

First its size. It is 32” wide. This means it spans 
two stud spaces and permits nails to be driven 
directly into the studs spaced 16” o. c. regardless 
of the type of sheathing used. It also means there 
are only 33 shingles per square which saves time 
and money in application. 

Second its appearance. Colorbestos Shingles 
have an entirely random-ribbed striated 
pattern that adds character to the house. The 


new 


broad exposure meets today’s architectural trend. 
Applied over J-M shingle backer they cast a 
heavy shadow line accenting each course. Avail- 
able in white and several attractive colors. 

Third . . . Colorbestos Shingles are Silicone- 
Sealed. This means they defy water, resist soiling 
and discoloration, are virtually self cleaning. 
And . .. like all J-M asbestos shingles they are 
fireproof, rotproof and never need paint to 
preserve them. 

Send for new architectural brochure which 
fully describes this new development. Write 
Johns-Manville, Box 60, New York 16, N. Y. 


3) Johns-Manville 
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To determine whether the No. 4706-H can be used 
to replace another operator, measure the distance 
from center to center of the screw holes in the old 
operator and check the measurements on the draw- 
ings below or in the Getty catalog. Arm length of 
old operator must be 8’ to 9'' (measured from 
center of pivot to center of arm button). 


L— 


: Type 3 Type 4 ’ 


yj. -35°- I 
Qe |l rs 
| I] 


The metal casement operator 


specially designed 








for profitable 


if operator to be replaced is Type 1 or 4, 
attach screws in the screw holes as indicated. 


tee 
oe Beer, 2 
| | 


replacement sales 


With this one operator you could replace 95% of all the 
metal casement operators now in service. There are, of 
course, millions. Many will need replacement this year. 
And that means an important profit opportunity 


7 
for you. f 


The Getty No. 4706-H Operator for metal casements Sereu co Bicamenie, Toe Goureip sovense Lain Oe bolen. 
comes packaged with full, easy-to-follow instructions 

for the homeowner. It’s strong, well built. It’s attrac- 
tively priced. Think of the number of homes in your 
area with metal casements, and you'll see why this can 
be a profitable item to stock. 











Remember—Getty is the leading line in the field. More 
casement windows have Getty Operators than all other 
makes combined. 





‘ , if the operator being replaced is Type 2, insert screws 
So see your hardware wholesaler about Getty No. as illustrated. Force dummy screws into extra holes. 
4706-H, or write us direct now. 


H. S. (GETTY) «00. ne Inc 


3348 NORTH 10TH STREET - PHILADELPHIA 46, PA. 


, . th tor bei laced is Type 3, insert 
Canadian representative: A.N. Ormsby Co., 23 Scott St., Toronto 7 tustested. Force Gomeny screws lake extra holes. 


— 
| 











34 (To obtain more data on advertised products see page 136) July 12, 1954 AmericAN LUMBERMAN & 





[sage | 
(a) 








= 











b--——.~4 heaneed 


ne [nculation Board 











Cectus Green Almond Brown 


3 Exciting Decorator Colors and a brand-new textured surface! 


A famous color clinic, after long research, selected 
these Nu-Wood colors as the most wanted for 
residential and commercial wall decoration. But 
that’s only half the story! Nu-Wood Panel-Tex pan- 
els have a distinctive new texture—a unique, woven 


effect that is correct with any decor! A touch of the 
panel surface reveals the deep luxury of the weave. 
What is more, the iatex base coating of the new 
panels provides high resistance to scuffing. Panel- 
Tex sizes: 8’ and 10’ lengths; 8”-10”-12” widths. 


(hy Nu-woed gives you the choice of 4-way application! 


For the home owner, Nu-Wood Panel-Tex decorates —insulates —and 
quiets noise. 


For the contractor, Panel-Tex offers the choice of 4 application 
methods... 


. Clip application—famous Nu-Wood clip is applied to the leading 
flange edge of Nu-Wood Panel-Tex and nailed to the furring strips. 


. Staple application— wide flange Panel-Tex is easily stapled to furred 


wall. The sturdy stapling flange of Nu-Wood makes for more secure 
application. 


- Application with Adhestik—Nu-Wood Panel-Tex may be applied with 
Adhestik, the special adhesive for use with Nu-Wood in applications 


where Panel-Tex may be glued to walls that are sound and com- 
paratively level. 


. Nailing application—nails may be used for Panel-Tex applications. 
Nu-Wood permits selection of the easiest, most economical methods 
of application! 








NU-WOOD SHEATHING. Actual impartial tests have 
shown that Nu-Wood sheathing is stronger, less expen- 
sive to apply, and has higher insulation value than wood 
sheathing. Average application time on Nu-Wood 
sheathed houses shows labor saving of 44°/, over wood! 





NU-WOOD SHINGLE BACKER. Here’s the economical vay 
to achieve handsome deep shadow lines in shingle appli- 
cations. Nu-Wood shingle backer provides all the shadow 
line beauty of double course construction, and offers 
insulation and superior wind protection as well. 








NU-WOOD* TILE. More and more architects and builders 
are finding that Nu-Wood tile is the answer when build- 
ing costs must be kept down. Nu-Wood tile comes in a 
perforated acoustical type, or unperforated with famous 
light-reflecting Sta-Lite or pleasing Kolor-Fast finishes. 


BALSAM-WOOL* SEALED INSULATION. The insulation 
that provides positive protection from condensing mois- 
ture and wind infiltration. Easily applied—firmly 
fastened in place—Balsam-Wool can’t settle leaving 
uninsulated voids. Balsam-Wool marks a quality home. 


*Reg. U.S. Pat. Off 


WOOD CONVERSION COMPANY 


NW— Dept. 184-74, First National Bank Building, St. Paul 1, Minnesota 








THOMASON 
FLUSH DOORS 
FOR EXTERIORS 


U OO (or more) 


BEAUTIFUL FACE VENEERS 


from which to choose 











No wonder more and more building 
supply dealers are selling THOMASON 
Flush Doors (hollow and solid core). 



































They are able to meet the requirements 
of more and better customers. 








1 JUST LOOK AT THIS 
Up CHOICE OF FACE VENEERS 


Philippine Mahogany, African Mahogany, 

Genuine Honduras Mahogany, Walnut, Oak, 

Birch, Knotty Pine, Gum or any face veneer Remember: “she 
desired. In addition, THOMASON plastic- THOMASON line 
faced flush doors are available in all domestic keeps design in 

and foreign wood grain plastics, as well as mind”... and you'll 
For office buildings, hotels, ia decuenaiin plastics. sell more Flush Doors. 
hospitals and public institu- 

tions, THOMASON water- 


proofed solid core flush doors 


Pg eae WRITE, WIRE OR PHONE 
veneers. These doors can be FOR COMPLETE DETAILS 
safely cut for special light 
openings or your customer 
can choose from 5 distinctive 


patterns of light openings. THOMASON FLU DOORS 


THOMASON PLYWOOD CORPORATION 


Fayetteville * North Carolina 

















ots Sn i acs ail ae 
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Mo Aen fp. 


West Coast Hemlock bevel and bungalow siding is durable and highly 
adaptable to all styles of architecture. 


Uniform texture, straight grain and the ability to take a lustrous natural 
finish make West Coast Hemlock ideal for paneling. 


Weyerhaeuser 4-Square 


om MLOCK 





The “Ability Wood”’ 


West Coast Hemlock is one of the leading multi- 
use softwoods, and for very good reasons. 

As siding, for example, West Coast Hemlock is 
exceptionally easy to apply, being light in weight 
and easy to cut and fit. This wood also stays 
tightly in place for generations—it takes nails 
without splitting and holds them tenaciously. 

Its beauty is winning more and more friends 


for this fine Western softwood. Light in color, 
with a slight reddish cast, its natural finish har- 
monizes delightfully with today’s furnishings in 
homes, offices and commercial buildings. West 
Coast Hemlock is noted for its straight grain and 
freedom from pitch. It does not splinter, and takes 
a beautiful finish, natural or painted. 
Naturally, a wood with these characteristics 
has many uses in fine homes and in commercial 
construction—all the way from framing to siding, 
( = from flooring to ceiling. Dealers have found that 
PROPER PROCESSING Weyerhaeuser 4-Square West Coast Hemlock, 
‘ YWZ with its wide range of uses, is a popular species, 
or 1 PD \ LOC K profitable to stock and sell. Write for literature 
@ Through scientific logging, accurate that will help you sell Mose of this abundant 
sawing, controlled kiln seayoning, preci- “Ability Wood.” : 
sion surfacing, proper grading, careful 


handling and shipping, Weyerhaeuser 
provides this abundant “Ability Wood” 


in a wide range of 4-Square West Coast Weye rh a e u S e r 4 ™ S qu are 
Hemiock lumber products. LUMBER AND SE RVICES 


- WEYERHAEUSER SALES CO,, ST. PAUL 1, MINN, 














EXPAND YOUR MARKET FOR HEMLOCK...THE ABUNDANT “ABILITY WOOD" 
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SCREENS in every TV | we have the 
PROPOSITION 


to launch a dealer on a successful selling 


ALUMINUM 
STORM 
DOORS 

AND SCREENS 
program. The way to get more sales and be 
part of Winter Seal’s new sales team is to in- 
vestigate; become sold on this service-free 
line that eliminates selling problems. 





we have the 


PRODUCTS 


to carry out our program. Quality engi- 


ALUMINUM 
DOUBLE-HUNG 
WINDOWS 
AND SCREENS 


SABUNLVAA ALITVNO AYOW 


neered, respected even by the keenest com- 


. 


petitors and designed to have maximum 
appeal for home owners, Winter Seal’s Hi- 
Strength aluminum line is quality, yet 


priced for the great mass-market. 





ALUMINUM COMBINATION 
“SLIDING-TYPE”’ 
STORM WINDOW AND SCREEN 


v7 


NOA HOA SAWS AYOW NVAW 


you have the 


ALUMINUM 
CASEMENT 
STORM 
WINDOWS 
AND 
SCREENS 


PROFITS 


required to build a sound business future. 
You make more with the nationally-adver- 
tised Winter Seal line because you can 
sell more with our promotions and sensible 
plan for sales action. 


° _ 
ALUMINUM ) OW 
FRAMED j ~ +++ for complete details of 


JALOUSIES our profitable franchise. Handle this lead- 
ership line for real business growth. 














WINTER SEAL CORPORATION, DEPT. AL-1, MEYERS RD., DETROIT 27, MICH. 
WIinTEeR SEAL OF CANADA TORONTO, 15 


‘as ol Winter Scal 


‘= Guaranteed by > & 
Good Housekeeping 
< 





* 
“ 
45 apvinnste 


Winter Seal . . . Made In Detroit, Sold Coast To Coast And In Canada. 
Also a complete line of Alumi Jal Doors, “One-Piece” Round 
Top Doors, Screens & Storm Panels for all window types. 
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Weldwood brings yo 
the 








traffic builder 
you ve been lookin 


40 (To obtain more data on advertised products see page 136) 2, 1954 AMERICAN LUMBERMAN & 





GENUINE HARDWOOD PLYWOOD 
FOR ABOUT THE SAME PRICE 


AS SOFTWOOD PLYWOOD, 


Here’s your free banner that tells all about Weldbord! 


Another HOT Weldwood promotion 
to bring in business! 


Only volume mill production by the world’s largest and best 
known plywood organization could make such an out- 
standing value possible. Weldbord is the biggest bargain in 
plywood history. Weldbord is genuine hardwood plywood 
that sells for about the same price as ordinary softwood 
plywood at a handsome profit for you, too! 

Weldbord utilizes fine hardwood veneers, with the grain 
runn‘ g the width of the panel. These new 4’ panels have 
the - ame fine woodworking qualities found only in hard- 
woods. Weldbord has no knots, plugs or patches and can 
be painted or stained in a wide variety of perfect finishes 
with no danger of grain raise! 

The demand for Weldbord is certain. So, call your 
Weldwood sales representative and place your order today. 
See Weldbord and hundreds of other types of Weldwood 
paneling at any of the 73 United States Plywood or U.S.- 
Mengel Plywoods distributing units located in principal 
cities, or mail coupon. And don’t forget, the distributing units 


carry a $25,000,000 inventory to augment your own stocks! 





Here’s your market for Weldbord! 


Builders 
Homeowners 
Hobbyists 


Carpenters 
Contractors 
Cabinet Makers 


Manufacturers 
Department Stores 
Maintenance Men 


Anybody who can hammer a nail and use a saw! 








Weldbord is available '4” 


Weldwood 


Weldwood’ 


United States Plywood Corporation 
World's Largest Plywood Organization 
55 West 44th Street, New York 36, N. Y. 
U.S.-Mengel Plywoods, Inc., Louisville, Ky 
In Canada, Weldwood Plywood Ltd., Woodstock and Toronto 
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thick in the following popular pane | sizes 


(To obtain more 


WELDBORD 


hARDW | 


cy 


© WELOWOOD preduct 


PAINT iT! 
FINISH IT NATURAL! 
STAIN IT MAHOGANY ! 


STAIN IT WALNUT 
or other finishes ! 


* LOW COS! 


e HANDY 8 


ASK YOUR Weldwood sales representative for this 
free Weldbord counter and window display. It’s sure 


to make sales for you! 


8’ x4’ 7’x4 6'x4’ 


United States Plywood Corporation 


55 West 44th Street, New York 36, N.Y. AL-7-54 


Please send me free sample of Weldbord and have your 


representative contact me 


data on advertised products see page 136) 
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"EVERYTHING HINGES ON HAGER /" 


i © =a 


FREE ! \¢ you enjoyed laughing of Herb Brammeier's mirth-making cartoon this 
month, send for Hager's new book containing 28 full-size popular “Everything 
Hinges on Hager"’ cartoons! It's FREE! Just address 











C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Louis 4, Mo. 
Founded 1849 — Every Hager Hinge Swings on 100 Years of Experience 
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lower hauling costs 
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International R-160 Series. GVW ratings, 14,000 to 
17,000 Ibs. Wheelbases, 130, 142, 154, and 172- 
inches. Available with gasoline or LPG fuel system. 


The country over, trucks with the IH emblem — INTER- 
’ 
NATIONAL Trucks—are cutting hauling costs for building 
supply firms, lumber yards and every business that uses 
trucks. AMERICA’S MOST COMPLETE TRUCK LINE 
INTERNATIONALS are all-truck built, with plus value sake i * 
aac ate i mh So wetten coat; tune Mie aaa 175 basic models from Y4-ton pickups to 
engines ring to assure ow OPSracing Com, & = y 90,000 Ibs. GVW off-highway models .. . 
stay on the job—keep maintenance expense at a minimum. including six-wheel, four-wheel drive, cab- 
INTERNATIONAL offers America’s most complete truck forward, and multi-stop delivery types. . . 
, . ‘ . . . / , 2he : va 
line — with engines, transmissions, axles for every need — 30 engines from 104 to 356 hp., with widest 
: a © hay . ah wo choice of gasoline, LPG, or diesel power... 
providing trucks that are exactly matched to your specific 
‘ VB: ts . ‘. wheelbases, transmissions, and axle ratios 
siete acetal for any need .. . thousands of variations for 
All these factors for low cost operation have made : exact job specialization. 
INTERNATIONAL the heavy-duty sales leader for 22 straight 
years. Ask your INTERNATIONAL Truck Dealer or Branch 
for full details, as applied to your hauling job. Time pay- 


ments arranged. INTERNATIONAL HARVESTER COMPANY + CHICAGO 


nternational Harvester Builds MCCORMICK® Farm Equipment and FARMALL® Tractors... Motor Trucks... Industrial Power Refrigerators and Freezers 


Better roads mean a better America 


INTERNATIONAL TRUCKS 


Standard of the Highway 
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How To Get More 


Do - It -Yourself 
Business 


More of the people in your area 
that are maintaining and improving 
their homes, by doing the work them- 
selves, will buy their materials, parts 
and tools from you — when you send 
them HOME Maintenance & Im- 
provement magazine, 


It’s a beautiful full-size magazine 
of high quality. Everything in it en- 
courages the reader to improve his 
property, by supplying information 
on how to do it, what to use and where 
to buy it. 


HOME Maintenance & Improve- 
ment is designed to meet the specific 
local advertising needs of retail lum- 
ber and building products dealers. In 
fact, it is available solely to them. And 
each dealer who subscribes to its serv- 
ice is protected from duplication in 
his trading area. 


The whole service is tuned to your needs. For 
example: HOME Maintenance & Improvement 
magazine is published quarterly to match sell- 
ing seasons—Spring, Summer, Fall and Winter 
issues, 


And it’s easy to use. We imprint the name 
and address of your company prominently on 
the front cover of each copy you order. It bears 
your name—it’s your magazine! Then, we ad- 
dress and mail, paying the postage, to whom- 
ever you select. 


The result, of course, is that readers inter- 
ested by something in the magazine are directed 


HOME: 





exclusively to you. Yet, the cost per copy mailed 
is less than the cost to dictate and mail a per- 
sonal letter. 


Despite the fact that this new service is only 
two years old, more than 1,600 retail lumber 
dealers had us mail over 400,000 copies of the 
Spring 1954 issue to their customers and 
prospects. 


Like to examine a copy of HOME Mainte- 
nance & Improvement? We will gladly send you 
a free sample copy. No obligation. Kindly in- 
quire as indicated below. 


Vance 


Maintenance & Improvement 


Service Manager, Room 2000C, 139 N. Clark St., Chicago 2, Illinois, FInancial 6-5380 











Another effective service developed for the retail lumber and building products dealer by American Lumberman and Building 
Products Merchandiser magazine. 
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"s.»MARLITE PLANK Is the answer to our 
problem of paneled walls.” 


Andy and Bob Anderson 
Anderson Brothers Construction Co., Tulsa. Oklahoma 
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This beautiful Anderson home features Clubrooms paneled in Golden Mahogany Marlite Plank 


Andy and Bob Anderson know how to build “sell” There’s a big market for Marlite Plank and Block 
into their modern Tulsa, Oklahoma, homes. And in your community. For more sales, contact your local 
they found the perfect solution to dry wall construc- builders, contractors, and architects. Tell them about 
tion which combines beauty and durability with ease Marlite’s many customer-pleasing features! Marsh 
of installation and cleaning. fall Products, Inc., Dept. 741, Dover, Ohio, Sub- 


sidiary of Masonite Corporation, 
Bob Anderson states: 


‘It is indeed a great feeling of accomplishment to ™ 

be the first Builders in Tulsa to use Marlite Plank. aus SE AND SLOCE CATERY APPLIED FOR 
Since we design our own homes, we recognize 

Marlite Plank as the answer to our problem of 


paneled walls.”’ 4 arl ite 


1 o,n 
or ‘80 oF 


. ‘ - 
* Guaranteed by > P PREFINISHED 


Marlite is made with genuine Good Housekeeping 1ahe WALL relate | CEILING PANELING 


“e 
SS seman 08 
Masonite” Tempered Dvolux * ne 
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easy to show 


-. @asy to sell 


genuine DRIHOME sha 


IN COLORS 
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DriHome CeparR SHAKES answer today’s de- 
mand for a natural product, plus cheery, friendly 
color schemes in home construction and mod- 
ernization, 

These are the factory colored shakes that have 
become the architects’ standard in many regions. 
And with good reason. 

DriHome Shakes are manufactured from the 
prime stands of cedar found along the Pacific 
slope of Canada. Each shake is individually 
squared to assure perfect fit, and striated to pro- 
vide a more beautiful appearance in use. They 
are then dipped in a high quality, linseed base 


*DriHome Shake Paint is also available in any 
of our 10 modern colors for use in coloring 


sidewall shakes, shingles or rough sawn lumber. 


DriHome Shakes are sold through retail lumber 


dealers only. Write us for information about 


mixed car shipments. 
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*PEARL GREY, FOREST GREEN, DAFFODIL, TURQUOISE, 
MAROON, CAMEO, SLATE GREY, CHOCOLATE, WHITE, RUST 


made from our own 
41 Certigrade 
Red Cedar Shingles 


color coating, and slow-dried to make certain of 
completely uniform coverage. 

You may recommend DriHome Shakes with 
full confidence that no finer quality exists in the 
market. So take full advantage of the return to 
real wood exteriors. Show and sell genuine 
DriHome Shakes . . . the products that save so 
much in application, decoration and mainten- 
ance costs, give so much in utility and beauty. 


Duitfome 
SHAKES 


Product of CANADIAN FOREST PRODUCTS LTD. 
HUNTTING-MERRITT SHINGLE DIVISION 
9110 Milton Street - Vancouver, B. C., Canada 
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EDITORIAL: 


MAKE THE CONTRACTOR YOUR WORKING PARTNER 





tecently the dealers attending a Management 
Workshop developed the following approach to 
better relations with their contractor customers. 
First they discussed what they expected from 


Dealers want from the Contractor 


His business at a profitable price. 


His business without shopping with cutthroat 
competitors. 


A sense of appreciation for help. 
Specification of our brands in materials. 


Cooperation in using items of slow-moving 
stock. 


the contractor and then they followed this with 
the services offered the contractor by progres- 
sive dealers today. Any dealer who is having diffi- 
culties with contractors may find this list helpful. 


Follow up on leads promptly and efficiently. 
Bring in his prospects for help in selling. 


Efficient handling of business details and 
prompt payment of bills. 


Mutual trust and loyalty. 


A real merchandising partnership. 


Services that Build Contractor Cooperation 


Provide the kind of materials he wants at a fair 
price. 

Set up a service that will be as good or better 
than anyone else’s. 

Work with him to schedule his deliveries for 
mutual benefit. 

Work out with him a plan whereby home build- 
ing and improvement prospects are handled 
and serviced efficiently after the sale is made. 

Help him write specifications. 

Help him get construction loans, mortgage 


financing, and monthly installment financing 
on smaller jobs. 


Furnish workshop, office facilities. 

Provide jig tables and unit construction price 
for building items in the yard when he is not 
busy. 

Advertise and sell his services for him. 

Help him with estimating to get a profitable 
price on his services. 

Help him with his accounting and tax problems. 

Help him with his collections. 

Frequent contractor educational meetings. 

Have the kind of material in stock for the kind 
of jobs he specializes in—or persuade him to 


use our brands of materials for his type of 
work. 


Be absolutely fair in the allocation of business 
to the different contractors. 
a. Protect his leads and his trade. 
b. Cater to his specialty. 
c. Protect his profit. 
d. Rotate jobs fairly. 
e. Allocate jobs according to his skill. 
f. Protect his neighborhood. 


Educate him on new products, new ideas, and 
new methods. 


Carry his accounts for him which can be reason- 
ably protected and a profit secured. 


Buitpinc Propucts MERCHANDISER 


Take pictures of his good jobs and display them 
in the office (before and after on remodeling 
jobs). 


Sell contractors that the do-it-yourself program 
creates new business for him. 


Back up and guarantee the products supplied to 
him. 


Guarantee his workmanship for a consid- 
eration. 


Provide adequate samples of materials, plan 
books, manufacturer’s literature, etc. 
Have some social affairs with him. 


Secure pre-determined prices from him on end- 
use packages. (Labor and supervision. ) 


Provide price list to help him with his estimat- 
ing when it is to the company’s benefit to 
do so. 


Keep time available, within reason, for consul- 
tation with contractor customers. 


Help contractors get a wider acquaintance with 
consumers. 


Provide letterheads, scratch pads, business 
cards, etc., with their names on them. 


Consider a model home program. 


Help him with his sub-contractors and sub-con- 
tracting (try to turn this to company advan- 
tage). 


Provide job signs for him. 


Study his costs with him and help him reduce 
them. 


Help him develop a small subdivision. 
Help him understand installment selling. 


Take an ir.ventory of the construction manpower 
in the market. 





DRIVE-IN YARDS 


NEW DRIVE-IN YARD is located on 


ager William A 


highway heavily traveled by lake customers and industrial workers. General man- 
Kirkpatrick greets do-it-yourself customer Jack Roberts. Parking area is crushed stone. 


Drive-in Yard Provides Profitable 
Service for Do-It-Yourself Customers 


Minneapolis dealer does a rushing business in special 
yard designed to attract the handyman trade. 


Until they opened their Building 
Mart this summer, G. M. Stewart 
Lumber Co., Minneapolis, had no 
facilities for handling the do-it- 
yourself customer. 

Stewart’s new drive-in yard is 
situated on 154 acres adjacent to 
its main yard and connected with 
it by a private crushed stone road. 
The yard is designed for speed, ac- 
cessibility and convenience in han- 
dling the do-it-yourself customer. 
The man who wants to repair his 
lake cabin or build a garage can 
stop on his way to work or during 
his lunch hour and pick up any- 
thing he needs within a few min- 
utes. from 8-9 
a. m., the noon hour and after-work 


Peak business is 


48 


hours, especially 
Saturday. 
Redwood Exterior 
The store (24x36) is built of red- 
weod with sloping glass windows; 
it is backed by a 24x48-foot ware- 
house sided with corrugated alum- 
inum. Store displays include hard- 
ware, painting supplies and tools. 
Tools can be rented or purchased. 
Lawn and garden supplies, Stew- 
art-made fences and prefabricated 
picnic tables and sandboxes are on 
outdoor display. The warehouse 
gives weather protection to such 
items as moldings, plaster, cement, 
plywood, paneling, screening, 
metal products, millwork and roof- 
ing. 


1-6 and all day 


July 


Stewart’s emphasizes easy 
financing with VA or FHA loans. 
Cash customers pay straight lum- 
beryard list prices, but get mer- 
chandise stamps equivalent to a 
2% discount. 


Good Store Traffic 


How successful is the new drive- 
in yard? 

General manager William A. 
(Bill) Kirkpatrick says there has 
been a steady stream of customers 
from 8 to 8 Mondays through Fri- 
days and 8 to 5 on Saturdays. He 
says callers from other parts of 
the Twin Cities often ask us, 
“When are you going to open one 


"» 


out here? 

“Pretty soon, the way it’s going, 
we'll be open Sundays, too,” he adds. 
“We may even have to throw the 
key away.” 
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HELPFUL ADVICE on application of cedar shakes for COMPLETE PICNIC TABLE PACKAGE lumber, nails, 
cabin siding is given customer Roberts by salesman Clay- sandpaper, paint, brush, even turpentine, is sold Roberts 
ton H. Ness. Roberts represents type of trade Kirkpatrick by salesman Ness. Stewart also prefabs sandboxes and 
hated to see drive past Stewart’s main yard picket fences 


DO-IT-YOURSELF CUSTOMER ROB- 
ERTS gives yardman Edwin Jukua a 
hand in cutting plywood. Operations 
other than ripping, cross-cutting, mi 
tering and beveling are done at ad 
jacent main yard. 


, 


SHOPPING IS EASY for drive-in cus 
tomer Roberts, who finds stacks of 
lumber graded and price-marked, Shed 
roof under name “Stewart's” protects 
cutting table and portable electric saw 
idapted into a radial arm. 
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DRIVE-IN YARDS 


Gisker-lubin 
DRIVE IN 
LUMBER YARD 


GB PARK BACK OF STORE 


EYE-CATCHING SIGN draws customers to ample parking 


irea behind the store 


DRIVING RIGHT 


INTO THE YARD a housewife saves 


time in selecting materials. 


Drive-in Lumberyard Does Big Business 


Drive in — select — drive out, are the easy 1-2-3 steps at Illinois dealer’s yard. 


Saturday morning drive-in busi- 
ness at the Barker-Lubin Lumber 
Co. is 50% of the front office busi- 
ness since the Springfield, Ill. firm 
opened its new drive-in lumber- 
yard. 

Paul Barker, company co-owner, 
says the trend toward drive-in 


ADO A ROW 
TO Your ROOM IMPROVENEAS 


INCREASE ITS vaiue 


theaters and banks, made this mer- 
chandising development a natural 
for them, too. Yard business has 
increased so much since the drive- 
in opened that it was necessary to 
install a number-card system so 
customers can be served in turn. 

The drive-in yard is on the 


“it 
cw 


ENJOY WE ExTRa CONVENIENCE wet cise QED 


SIGNS HELP SELL the bargains offered in this special area of the yard. 


50 


super-market style with ample 
parking both inside and outside 
the yard. Customers like the open, 
price-marked bins. They watch the 
blackboard for “bargain buys.” 
They load their own car in the 
yard or Barker-Lubin will deliver. 


DRIVING OUT OF THE YARD with 
all the materials needed for the job. 


DRIVE-IN LUMBER YARD 


300 MORTH NINTH STREET 
FRIDAY HOURS 7:30 A.M. to 8:30 P.M. 





COMPANY’S SIGNATURE in news- 
paper ads feature drive-in yard, night 
store hours. 
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While Merritt Lumber Yards, Inc., 
carry stocks adequate to service 


their normal trade, they depend 


heavily on the complete inventories 


of wholesale distributors. 


"Our wholesalers 


cut our inventory investment 
Up to 65%” says T. Merritt Ludwig, 


Executive Vice-President, Merritt Lumber Yards, Inc., Reading, Penna. 


MAKERS OF TEMLOK® 
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“Keeping working capital under control is no less im- 
portant with a big yard like this than with smaller 
ones,” says Mr. Ludwig. “And the first step we take 
when we want to reduce capital investment is to de 
pend more heavily on our wholesaler’s inventory 
rather than our own.” 

Merritt Lumber Yards, Inc., are one of the largest 
retail lumber dealers in the U.S., operating branch 
yards and stores in nine Pennsylvania cities, with a 
huge concentration yard in Reading. Few lumber 
dealers would be better able to buy in large quantities 
to earn quantity discounts . . . yet few are more keenly 
aware of the greater savings that are often possible by 
buying in the lower quantity brackets. 

“We are interested in fast turnover,” Mr. Ludwig 
points out, “and you don’t get that with big inven 
tories. After all, it’s the wholesaler’s functicn to carry 
the big investment in inventory and to give us good 
service on all the sizes, colors, and types of material 
we need, 

“The wholesaler saves us 50% to 65% in inventory 
investment,” says Mr. Ludwig, “and on some mate- 
rials, as much as 90%. That means a tremendous sav- 
ing in warehouse space and handling, too.” 

Another reason this firm depends heavily upon the 
wholesaler, according to Merritt’s Purchasing Agent, 
Paul Mory, is the increasingly large number of items 
handled. Mr. Mory buys more than 20,000 different 
items, roughly twice as many as the firm carried ten 


M-67® MONOWALL®  - 


CUSHIONTONE® - 


years ago. “We simply couldn’t carry that many 
items,” he points out, “without the wholesaler’s inven- 
tory to back us up.” 

Merritt is typical of thousands of progressive build- 
ing materials dealers who have discovered the advan- 
tages of dealing with wholesale distributors. Besides 
the capital savings on inventory, warehouse space, 
and handling, these dealers also avoid the risk of 
costly obsolescence. Buying from a near-by source of 
supply, they get prompt, friendly service on any item 
they need. 

Your wholesaler, serving you locally, can be your 
closest business friend. He prides himself on having 
what you need when you need it. Because he is lo- 
cated near you, he can give you not only service, but 
also selling assistance, credit, management aid, and 
product information, al) tailored to your own need, 
The many clear-cut advantages of wholesale distribu- 
tion are important reasons why you'll find 


Armstrong’s Building Materials sold only ‘Al 
through leg’timate wholesalers. Me } 
ARMSTRONG CORK 
COMPANY 


3707 Rieker Avenue, Lancaster, Penna. 


INSULATING WOOL - 
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DRIVE-IN YARDS 


“Pay-N-Taket” Rolls Up Profitable Volume 


lowa dealer’s drive-in hits half-million mark 


in four years by: 


* Spending 3%-5% for advertising 


* Keeping efficient personnel 

* Selling prefabricated buildings 
* Promoting FHA jobs 

¢ Making no deliveries 


From a brooder house to a $500,000 annual sales 
volume in four years is the cash-and-carry success 
story of the Pay-N-Taket Lumber Co., Cedar Rapids, 
lowa. Selling to farmers and do-it-yourself homeown- 
ers, the firm now turns over its inventory about five 
times each year. Here’s how the company operates: 





Customers Want 
Price AND Quality 


“Even though our customers buy on price,” says 
John Plotz, manager of the Pay-N-Taket Lumber 
Co., “they also demand quality. We found this out 
the hard way.” 

Plotz explains that when the firm opened for 
business in 1950, they made the mistake of selling 
i large quantity of inferior grade lumber, 

“We got kind of a bad reputation,” Plotz ad 
mits, “and it held our volume down even in our 
second year of operation. However, when we 
started carrying the best grades of lumber and 
advertised the fact, our business really started to 
climb. In our third year, our increase was 40%; in 
the fourth year, 30%; and this year, so far, our 
increase has been more than 15%.” 











Spends 3%-5% on Advertising 

“The drive-in lumber business is a promotional 
enterprise,” says John Plotz, manager. “We spend 
3%-5% for advertising.” 

Direct mail is used more than any other media. 
Between 15,000 and 25,000 broadsides are mailed to a 
sixty-county rura! area (65-mile radius) each month 
except in the winter. 

Prices Lower 

“Our materials are priced 10%-20% below prices in 
conventional yards,” Plotz says, “and, naturally, we 
prominently publish our prices in the well-illustrated 
direct mail flyers. The mail pieces are profusely illus- 
trated. We try to play up large volume items—like 
fencing, shiplap, roofing and portable buildings. We 
carry many specialty items in stocks.” 

To catch urban do-it-yourself trade, the firm runs 
at least one display ad in a local newspaper each 
week. Ads are used in the classified sections every day 
of the year to attract bargaia hunters. In addition, the 
firm uses 16 one-and-a-half-minute radio spots per 
week over two stations. 

Large, brightly lettered billboards and signs in 
front of the firm’s yard make it impossible for motor- 
ists on US 20 to miss the yard. The firm’s property 
measures 120’x700’. 

“We prepare our own advertising,” says Plotz, 
“and our results are always commensurate with the 
effort we put into it.” 


(continued on page 55) 
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Simple arithmetic sells rressurs-creosoven 


pil) a 


T. J. Hucnes, Jr., president, (right) and his brother, Hugh, 
secretary-treasurer, check figures on sales of pressure-creosoted 


products 





Here is one of three racks of pressure-creosc 


»ted posts in the 


Cushing yard. T. J. Hughes Lumber Company operates three 


other yards in Oklahoma. 


Here T 
and a 


J. Hughes, Jr., > 


customer discuss 


the proper pressure-creo- 
soted post for a fence job 
the customer is planning. 


‘There's tt for you l 
pressure- -creosoted wood 


Hardware dealers, lumber dealers-and build 
ing supply houses all over the country are 
cashing in on the demaré for pressure-ereo- 
soted wood products. If you'd like-more in 
formation, send in the self-mailing card on 
this page. But first, turn the page to see the 
merchandising help available to you. 


fence posts| 


@ When T. J. Hughes, Jr., president of the firm that bears 
his father’s name, talks to a customer about pressure- 
creosoted fence posts, he gets pencil and paper and begins 
to figure. He shows the customer that a pressure-creosoted 
post costs about 40% more than an untreated post, but 
lasts four times as long. 

“Simple arithmetic like that,”” Mr. Hughes says, ‘“‘is mak- 
ing more and more farmers turn to pressure-creosoted 
posts.”’ And sales of the Hughes firm bear out the correct- 
ness of this approach. Pressure-creosoted products account 
for about seven per cent of the annual sales. 

In addition to this personal selling, the Hughes Lumber 
Company uses newspaper, radio and direct mail advertis- 
ing to carry the story of pressure-creosoted products to 
their customers. And satisfied customers are good salesmen, 
too, for they pass the word to other farmers. 


A complete stock of pressure-creosoted posts also aids 
sales. Posts are stocked in six and one-half, seven and 
eight foot lengths with diameters from two and one-half 
to six inches. ‘The average sale is 100 posts. 


In this same way, hundreds of lumber and building 
supply dealers are making pressure-creosoted products an 
important item in their profit column. Are you getting 
your share of this business? 


MAR THIS CARD TODAY~—NO STAMP NEEDED 


‘ee reree re. ee ee 
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United States Steel Corporation 


Room 4403, 





525 William Penn Place 


Pittsburgh 30, Pennsylvania 





I’m interested in handling pressure-creosoted fence posts. Please 
send me more information and put me in touch with pressure-treaters 


who produce this product. And include a copy of your new guide, 
“Fences That Pay.” 


Name 
Address 


City 


State 





powerful merchandising help 


ws 
“I expect my Pressure-Creosoted Fence Posts to last 
a good twenty years” 


says Ben Catalina of 
Clarksdale, Mississippi 


“Last year I used pressure-creosoted posts to 
fence in my pasture land. I haven't had to re 
place any of the posts, and I expect them to last 
for a good long time. I also used pressure 
creosoted wood to make repairs in my barn and 
to put up a shelter over the water trough.” 

WHERE WOOD IS USED IN FARM CONSTRUCTION, BE SURE IT’S PRESSURE-CREOSOTED oe : 

SAVES YOU LABOR - Pressure creosoted posts and 
poles are straight, emooth, easy to set. And they're 
available in sizes of various lengths and dimensions so 


that. whether you want pressure-creosoted wood for 


which have required almost no maintenance to keep 
them in good shape for forty or more years 


SAVES YOU MOWNEY- Because it's so resistant to 
termites, fungi, dry rot, and other agents of wood de 
struction, pressure creosoted wood lasts up to seven 
times as long as untreated wood No more continual 
replacement of fence posts, no more continual repair of 
rotted buildings. Think how 

much actual cash this can save 


you over a period of years! Pittsburgh 30. Pa 


Viease send me booklet, “Fences 

U’S*S CREOSOTE CONTAINS OVER 150 CHEMICAL COMPOUNDS UsS cortbing the une of pressupe-coesseted 
* construction 

I would like to know the name of my nearest 

of pressure creosoted wood 


UNITED STATES STEEL CORPORATION 
525 William Penn Place + Pittsburgh 30, Pa. 


fences, pole barns, corrals, or any other type of farm 
building, you Il find a size that fits your needs exactly 


SAVES YOU TIME- Pressure creoscted wood con 
struction is trouble-free construction 
tell 


Agricultural Extension Section 
United States Steel ( 
wil 


Many farmers ‘orporation 
Reom 4270, 525 William Penn Place 


about installations of pressure creosoted wood 


that Pay 
wood for 
You can be sure of dependable service when you order wood posts and poles which have 
been pressure treated with U S-S Creosote, a quality product of the United States Steel 
Corporation. For the name of your local dealer, mail the coupon. We'll also send you in 
formative literature on how you can save money with pressure-creosoted wood construction 





United States Steel is a major producer of Creosote used by many 
producers of pressure-creosoted wood products. To help you build a 
steady volume on these products, we maintain an advertising and pro- 
motion program that sells your farmer-customers on the advantages of 
pressure-creosoted wood. 

Advertising in leading state and regional farm papers tells the story 
of the long life of pressure-creosoted wood in terms of actual experiences 
of actual users. A free fence construction guide has been prepared for 


distribution to your customers. And advertising mats are available for 
your own use. 


MAIL THE CARD BELOW 


We will put you in touch with pressure-treaters in your area who can 
supply you with pressure-creosoted wood. Get the facts today on this 
profitable line. 


You've heard about them! 
You've read about them! 


We sell then; / 
PRESSURE-CREOSOTED fence posts 





FIRST CLASS 
Permit No. 3117 
(SEC. 34.9 P.L.&R) 

Pittsburgh, Pa. 

















BUSINESS REPLY CARD 


No Postage Stamp Necesary if Mailed in the United Stotes 








— POSTAGE WILL BE PAID BY — 


@ You've heard about pressure- 
creosoted posts from your ne gh- 
bors... you've read about them 
in leading farm magazines. Pres- 
sure-creosoted posta mean fewer 
posts to buy over the years . 
leas labor in setting and reset- 
tung longer life from the 
fencing itaelf 

Why are pressure-creosoted 
poste your best buy? Because 
they are the engineered pro- 


ducts of modern wood treating 
plants. Just the right amount 
of Creosote Oil is forced deep 
into the wood to give it the 
longest possible life. There's no 
guesswork involved. 

Over the years, you'll find 
pressure-creosoted posta cost you 
far lees than any other wood 
post you can use. Come in and 
get pricee and other information 
today 


UNITED STATES STEEL 


Room 4403 525 William Penn Place 
Pittsburgh 30, Pennsylvania 


Your headquarters for PRESSURE-CREOSOTED posts 


DEALER SIGNATURE 














FARMERS LOAD THEIR OWN metal sheeting in the 
yard. Farmers more or less expect to serve themselves and 
this saves employe’s time. 


Mass+Price=Display 

“We are not persnickety about our showroom 
(60°x25") and yard appearance,” says Plotz. “We feel 
it is necessary to have large quantities in our displays 
in order to enhance the bargain atmosphere. We insist 
om having our products prominently price-marked. 
With our tremendous turnover in our crowded quart- 
ers, we cannot expect to keep merchandise neat. On 
the other hand, if a man must step over some garden 
hose to pay his bill, he may remember that he needs 
some garden hose,” he adds. 


Selling to Farmers 


About 70% of the firm’s total sales are made to 
farmers. The direct-mail advertising is sent in bulk 
to rural routes and then distributed to individual 
boxes. Farmers will often drive 100 miles to make a 
large purchase of lumber at Pay-N-Taket. 

“Farmers are tougher to sell than city folks,” Plotz 
says. “They usually believe every item has two prices 

one price the salesman will quote and one price 
he’ll sell it for after a bit of dickering. We have only 
one price. And we educate our customers to this fact. 
At one time, we tried a discount system for good 
customers but the salesmen ended up giving the dis- 
count to everyone, so it was discontinued.” 

-ay-N-Taket carries a large quantity of farm sup- 
plies, including feed, seed, fertilizer and some special 
farm tools. Impulse sales are high because farmers 
bring their own trucks and they “may not be back 
in town for a while.” 


Mass Portable Building Display 


In order to hang onto his good employes and to keep 
them busy during December, January and February, 
portable farm buildings and garages are fabricated in 


FLOORING DISPLAY is located on a wall at eye level near 


the back door. Soft drink machine also attracts traffic to the 
display. 


BUILDING Propucts MERCHANDISER 


PACKAGED BATHROOMS are a good sales item for the 
firm’s dominant farm trade. This well-marked display leads 
to big-ticket impulse sales. 


the yard. Early this spring, the firm had 40 assorted 
buildings on display on a vacant lot adjoining the 
yard. All but 15 have been sold. 

“Mass display is the thing that does it,” says Plotz. 
“If we had that lot full of portable buildings we'd sell 
three times as many.” 


Selling City Dwellers 

The yard is located just outside the city limits of 
Cedar Rapids (Pop. 73,000). “Although 70% of our 
volume is with farmers,” says Plotz, “more than half 
our customers are do-it-yourself city dwellers. On 
Saturday we make a sale on an average of every 3'% 
minutes—mostly to city residents. We are open from 
8 a.m. to 6 p.m., six days a week. 


FHA Sales are Plus Profits 

“In the past year we have processed about 90 FHA 
Title I loans which average about $500,” adds Plotz. 
“To a cash-and-carry yard, sales of this type are plus 
profits because this is the only way we can get this 
business. FHA sales are about equally divided be- 
tween farmers and city residents. 

“Title I business also gives us the advantage of be- 
ing able to advertise no-down-payment and easy 
terms. The paper is sold to any of several agencies 
and we get a lump sum payment,” Plotz adds. 


Operational Savings 

The firm has only one part-time bookkeeper because 
of their cash-and-carry policy. The officials feel they 
save the salaries of two persons. The firm makes no 
deliveries. The nine employes (five in the yard) re- 
ceive salaries that are above union scale. 

“Yardman do quite a lot of selling,” explained 
Plotz, “because most customers buy on sight and not 
on grade.” 


DIRECT MAIL IS BEST for advertising a cash-and-carry 
lumberyard says Jolin Plotz, manager, shown here looking 
over one of his broadsides. 
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Carport Promotion 
Attracts New Customers 


Promotion of a new aluminum carport is bringing 
new customers AND additional home improvement 
sales to the Belleville Lumber & Supply Co., South 
Bend, Ind, 


Shortly after a Michigan manufacturer introduced 
the prefabricated, erect-it-yourself carport, Belleville 
became one of the first dealers in the nation to 
stock and display it. This was because Russ Eiler, 
home improvement department manager, saw a dou- 
ble-barreled chance to cash in: (1) by selling the 
profitable item itself, and (2) by promoting other 
products and services to the people attracted by 
the carport. 


“We don’t wait for customers to come to us,” says 
Eiler, “we constantly strive to create new customers 
by giving them new products, new ideas and new 
techniques.” 


The carport was unveiled at the firm’s recent open 
house. A manufacturer’s representative previously 
briefed the salesmen and told them how to answer 
customers’ questions. Before the open house, the 
carport was ballyhooed on radio, TV and in the 
newspaper. More than 170 persons carefully ex- 
amined the specialty product during the event. 


“Every time we discuss a carport with a potential 
buyer,” says general manager Paul D. Hass, “we have 


Courtesy Kawneer Co., Niles, Mich. 
ALUMINUM CARPORT DISPLAY in the dealers’ yard 
can easily be seen from the street. 


a chance to sell him on the idea of coming here when- 
ever he has a home improvement problem.” 


Eiler says the carports are popular with home- 
owners because they can be used as a car protector 
or a patio canopy, where children can play protected 
from the weather. The units come packaged and 
two men can erect one in three hours. A system of 
W-shaped louvers in the roof allows ventilation and 
natural lighting and channels off rain. 








Does Everything! 


@ Stops wind — drafts 
@ Draws meeting rails tightly together 


An Exclusive! 


Unique design of strike mok s it neces 
sary to completely yniock IVES Weather 
Tite before window can be opened. No 
lee) (railile MM slelar ME oMMelel'le(-MlelaleMelbliilele (= 
upper sash! 


|) i, a 
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Locks sash securely 


Everything! 


Beauty of design 

Low smooth silhouette 

Complements today’s architectural styling 
Ease of positive operation 


Has 


Made in Cast Brass — 


Bronze — Permanent 


Molded Aluminum 


ORDER from Your WHOLESALER 
COMPANY 


es ee ee 
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@ Easy to install. Simply 
tighten four screws in 


ready-made buck holes. 
@ Shipped complete. 
@ No lubrication needed. 


@ All hardware concealed. 
Grit and dirt are kept out, 
yet all parts are readily 
accessible for proper 


maintenance. 


@ Heavy gauge extruded 


aluminum frame. 


WRITE: Dept. AM-7 
R. B. LEONARD, INC. 
3553 N.W. 50th Street 





LEONARD'S exclusive power-turn operator is one 
of the features that will make the difference 

in your sales of aluminum awning windows. The 
power-turn operator works on the automobile jack 
principle, assuring smooth, even distribution of 


pressure during the opening and closing action. 
o 


Here is a quality product, moderately priced, sold 
direct to the dealer which means higher profits for you. 
Builders will like the labor saving, cost-cutting 


features of LEONARD Aluminum Awning Windows. 


(Formerly Air-Vue.) 


Leonard 


Miami, Florida 


Be sure to ask for our new folders on LEONARD Glass Jalousies, America's finest . . . the 7 inch glass louver 


with the picture window effect... or the popular 4 inch glass louver. 
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PERFORATED HARDBOARD can be used to display tools attractively, as at the W. R 


. Shaw Lumber Co., St. Paul, Minn. 


Tool Up for the Home Handyman 


EIGHTH in a Merchandising Series 


Do-it-yourself customers are now 
the nation’s top tool buyers of hand tools. 
Here are ways you can cash in on their grow- 


ing needs. 





The home handyman has dis- 
placed the building trades crafts- 
man as the nation’s top buyer 
of hand tools. Some of the fac- 
tors which have directly in- 
fluenced thia change are: 


Tool manufacturers are de- 
veloping tools that make 
jobs easier and fun. 


Increased do-it-yourself pro- 
motion by building material 
manufacturers. 


Homeowners are putting 
their leisure time to profit- 
able and self-satisfying use 
with home remodeling and 
repair jobs. 

Shell home owners finishing 
interiors themselves 





Why the Market 


Changed 


12 million home workshop 
hobbyists have increased the 
sales of both power and 
hand tools. 


85 out of every 100 home- 


owners do their own repair 
work, 


New lines of mediwm-priced 
tools specifically designed 
for the do-it-yourself mar- 
ket. 


—Growing interest in home 


ownership. 


Home handymen wre gain- 
ing experience and tackling 
bigger do-it-yourself proj- 
ecte. 

Building products designed 
for the do-it-yourself field. 








Many home handymen are be- 
coming painfully aware that the 
average home often lacks the basic 
tools necessary for even the 
smaller do-it-yourself projects. 
This lack of proper tools, or the 
need for replacements, opens a 
profitable market for alert dealers. 

Since practically every building 
material handled in the retail yard 
is installed or applied with hand 
tools it is logical that the building 
material dealer should also stock 
hand tools. A prominent display of 
basic hand tools near the building 
products display area has profit- 
ably increased tie-in and impulse 
sales in many yards. 

Tool manufacturers are giving 
dealers a promotion boost with na- 
tional advertising slanted at the 
do-it-yourself field and backing it 
up with attractive tool bars, coun- 
ter-top displays and medium- 

(continued on page 60) 
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INTRODUCING... 


For the first time...America’s most 
beautiful sectional garage doop at 
before so low! 











Mr. Lumber Dealer! Here is the door 

that spells P-R-O-F-I-T with a capital %. . 

the door your customer actually 

decorates himself! Now, for the first time 

in America, Graham takes the 

architecturally correct flush sectional door out 

of the luxury class! You'll realize a 

handsome profit, not only on the sale of the door 

itself, but on the low cost ‘‘do-it-yourself”’ 

designs as well! And your ‘‘do-it-yourself”’ customers 
will thrill to the idea of working out their own 
distinctive designs . . . it’s so easy . . . it’s lots of fun! 
They'll be amazed, too, to discover how simple it is to 
install their DECORATOR door. Easy-to-read instructions 
with clear step-by-step illustrations quickly show them 
how! And remember, the DECORATOR door has the same 
heavy-gauge high-quality hardware as the 

famous deluxe Graham doors. 


designs, 35¢ to 1.98 


4 ek 














Mfgrs. of overhead garage doors and related items 
6901 Carnegie Ave. * Cleveland 3, Ohio + Tel. HE 2-1200 


Burtptnc Propucts MERcHANDISER (To obtain more data on advertised products see page 136) 





priced tools specifically designed 
for the handyman. 

Manufacturers are also making 
tools more attractive and have 
standardized the color schemes of 
certain lines. Now the homeowner 
can add a few tools at a time to 
his collection and enjoy the overall 
effect as much as he would a 
matched set of golf clubs pur- 
chased one at a time. 


Practical Gift Items 


Hand tools, packaged in attrac- 
tive boxes, are gaining popularity 
as practical gifts. Even women en- 
joy the novelty of receiving a 
matched set of garden tools as a 
gift. Stores that make the best rec- 
ords with these sets have learned 
that they must be kept separate 
from the regular garden tool dis- 
plays and shown as gift items. 

For father there is a personal- 
ized tool chest with his signature 
reproduced on a metal nameplate 
on the outside of the chest. Pride 
in tool ownership is reflected in the 
fact the manufacturer’s report 
that about 75% of these chests 
shipped have nameplates attached. 

Mother isn’t neglected either. 
For her, besides matched sets of 
garden tools, there is an apron- 
type tool kit designed to hang be- 
hind a door. In translucent plastic 
pockets there is an array of 11 
items, including a hammer, snips, 
pliers, screwdriver and others. 

To keep the small fry out of 
dad’s tool chest, a special set of 
“real” tools are available. These 


kits contain open-end wrenches, 


MASS TOOL DISPLAY is highly visible and easily checked by Pat Deardorf 


»f the Peoples Lumber Co., Ventura, Calif. 


pliers, hammer, saw and other 
tools for junior to make minor re- 
pairs on his wagon or tricycle. 


Display Placement Important 


The placing of tool displays is 
an important factor in creating im- 


Courtesy Stanley Tools 


HAND TOOL DISPLAY at the Forestville Lumber Co., Plainville, Conn., attracts 
tool-conscious customers and has increased tool sales considerably. 


60 


July 


pulse sales and stimulating custo- 
mers to shop around when they 
come in to buy hardware or build- 
ing materials. 

Locating a tool bar near the 
sales counter increased profitable 
impulse sales at the Veenstra Lum- 
ber Co., Racine, Wis. To keep the 
display fresh it is keyed to the sea- 
sons. In the spring, when people 
are thinking of building, the tool 
bar prominently displays saws, 
hammers, planes, squares and lev- 
els. When the homes are finished 
in the late summer or fall, the dis- 
play emphasizes tools necessary to 
complete the interior trim. 

Store manager Bill Terry says 
that every salesman is trained to 
try and add a tool sale to a build- 
ing material sale. If it’s a door sale 
the salesman asks the customer if 
he needs an auger bit to drill holes 
for the hardware, or if he needs 
screwdrivers or other tools. Often 
this suggestion reminds the custo- 
mer of some tool he needs and he’s 
grateful for the hint. 

“We feel our tool bar helps sales 
of other building. materials be- 
cause it gets people into the habit 
of coming into the store,” Terry 
adds. 

At the Hi-Line Lumber Co., 
Seattle, Wash., tools are mass dis- 
played on fluorescent-lighted wall 
panels. “The highlights on a mass 
display of saws or squares is what 
attracts customers to the small 
tools department,” says Bob Ti- 


(continued on page 121) 
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Look for this 


AMWELD 


advertisement 


in the 


JULY ISSUE of 


House & Garden 





For the second year in a row, Amweld 
Building Products have been chosen. The 


reason — beauty that lasts! 


Made of steel, Amweld Interior Flush Doors, 
Frames, and Sliding Closet Units will never 
warp, shrink, or split— and they actually 
save many construction dollars! 
Have your contractor see the local 


Amweld dealer today. 


Write to us for Amweld 
Cut Construction Costs folder. 


building products division 


AMERICAN WELDING & MANUFACTURING CO. 


320 DIETZ ROAD ° WARREN, OHIO 


nd 








Dealers 
Increase Business 
with 
Symons Form Rentals 


Because concrete forming is one of the 
first construction steps, many Ready- 
Mix and Building Material Dealers are 
renting Symons Forms to local con- 
tractors. Contractors find that these 
strong, easy to erect forms save them 
considerable labor and time, and insure 
safety no matter how fast the mix is 
poured 


Symons Form Rental bring the Dealer 

new ready-mix customers, added rental 
profits, repeat sales of hardware and ties, 
additional lumber and plywood sales, 
increased building material sales and 
customer satisfaction, 


Samples, specifications, actual job 
»hotos, literature and forms layouts for 
building your own Symons Forms are 
available upon request. However, for 
guaranteed accuracy and low labor cost, 
we recommend factory made forms. 
Rentals apply on purchase of these 
pre-fab forms 


an S 
Ye Oymons 


SYMONS CLAMP & MFG. CO 
4267 Diversey Avenve, Dept. G-4 
Chicago 39, Ilinols 


Please send complete information on buying and 
Building Symons Forms. 


Name as 


Firm Nome 


Address 





Zone _——State— 
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CARTOON ADS won an Arizona advertising contest for Bishop White (shown 


above) and his partner, John Entz. 


Cartoons Spark 
Advertising Campaign 


Humor helps young 
Phoenix firm establish a rep- 
utation. 


Because of its aggressive adver- 
tising and promotion policy, Entz- 
White Lumber Company, Phoenix, 
Ariz., has become almost as well 
known in its two years of opera- 
tion as many older lumber com- 
panies in the community. 

John Entz and Bishop White, co- 
owners, are continually on the 
lookout for unusual adaptations of 
all building materials to feature in 
their advertising. The firm’s un- 
usual ad cartoons run weekly in 
each of the two Phoenix dailies. 

White, a former Life magazine 
staffer, draws the cartoons. His 
sense of humor has given the ad 
series sparkle and readability. In 
1953, the Entz-White campaign 
was chosen among the top three 
in an Arizona advertising contest. 

Featured in each cartoon are 
caricatures of the two partners, 
wielding hemmers and saws, cut- 
ting each other un with power 
tools, stamping on plastic table 
tops with football cleats and doing 
endless other things to draw atten- 
tion to their products. The car- 
toons are tied in with almost every 
activity of the firm. 

Arizona Homes and Gardens, a 
magazine widely circulated among 
Arizona homeowners, carries a 


regular feature by Entz and 
White, entitled “Home Wreconom- 
ics.” In it they give instructions 
for building such items as book- 
cases, coffee tables, doghouses and 
sand boxes. 

A street survey revealed most 
persons believed that the Entz- 
White Lumber Company had been 
in business for at least five years 
—actually they started only two 
years ago. 

His partner, Bishop White, 
agrees. “We’re a relatively new 
building materials firm in Phoenix 
and we’re trying to build our retail 
sales. In this way we add a small 
new market and build our list of 
regular customers at the same 
time.” 





Dealer Invents Jig 


An Ohio dealer has invented a jig 
on which wall panels up to 50 feet long 
ean be fabricated. He has used it to 
build 150 houses. Read about this new 
tool to beat prefab competition on page 
82 of this issue. 
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why builder Alexander Caplan will use 


nothing less than Genuine Cedar Shingles 


In the next twelve months, Alexander Caplan plans one hundred more homes in his lovely Rolling Hill 
development, located at Noe Avenue and Southern Boulevard, Chatham Township, New Jersey. All will 
feature the crowning beauty of genuine Certigrade shingle roofs 





In his nationally known Rolling Hill, The reasons builder Caplan uses cedar 


New Jersey development, Alexander Caplan has shingles are the same reasons 


used carloads of Certigrade shingles. Certigrades can step up your roofing profits: 
Mr. Caplan—like so many successful builders across ¢ Beauty of appearance 
America—has found that natural materials, e¢ Insulation against heat and cold 
such as cedar shingles, help speed the sale of his e Rigidity against wind and hail 
homes and build his reputation for quality. e Extra years of low-maintenance service 
e Application economy over spaced sheathing 


Your customers are no exceptions. Retailers ; i. nv ” 
Cash in on the trend to the “Real Thing” in home 


construction and modernization. Toduy, start en- 
joying the increased gross that genuine Certigrade 
against the price of substitute materials. red cedar shingles are bringing. 


who remember that profit is tied to mark-up .. . are 


stressing the value of cedar as 


a CERTIGRADE 

a. ng SHINGLES 
RED CEDAR SHINGLE BUREAU . 
5510 WHITE BUILDING, SEATTLE 1, WASHINGTON 


550 BURRARD STREET, VANCOUVER 1, B.C. 
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Packaged For 
SINGLE UNIT SALES! 


For volume sales in the expanding “Do-it- 
yourself" market! Packaged in single-window 
units, in representative sizes. Compact, clear- 
ly-marked, single-unit "kits" are easy to store 
and handle. Nothing to cut, trim or measure. 
The ideal “over-the-counter” sales unit. Also 
available — fast-moving, single-unit kits to 
weatherstrip doors. 


Tops tn Operation { 


Smooth, positive action. Accurate balance. 
Finger-tip control, plus the perfect seal 
against draft, dust, moisture. No wood-te- 
wood contact. Prevents sticking windows and 
window rattle. Permits removal of old-fash- 
ioned sash weights, and insulation of mullions. 


Simple Vustallation! 


Any home owner can easily install his own! 
Installers cash in, too! No high-priced, skilled 
labor needed. One man can easily install 30 
windows or more, in only eight hours! 


Efficient ¢ Low Cost 
For Old or New Building 


Since 1946! The Milwaukee Combination 
can't be beat for lifetime efficiency, com- 
bined with low cost of materials and extreme 
ease of installation! Ideal for the installer! 
Ideal for the fit windows. Ideal for over-the- 
counter sales to “do-it-yourself” home own- 
ers! It will PAY YOU to write for information! 


MAIL THIS COUPON TODAY! 


Milwaukee Strip Service, Inc. Dept. L-7 
4621 West Lisbon Avenue 

Milwaukee 8, Wisconsin 

Piease rush me folder and price list of 


Milwaukee Combination Sash Balance and 
Weatherstrip. 


Name 
Address 


Zone... State 





DEALER POINTER 





with the K .D 


Nail Puller 


with this quick - convenient 
General Drill Stand 


sholids all trocnanal ures 
 eO8y eading oumercis 
stor home of workshop 
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HERE’S A SECTION of Warner’s unusual display cards that feature small prod- 
ucts. Panels form a ribbon that extends across the floor of each window. Color is 
used to outline extremely small products. 


a, 


= wener Jue the Vamdye ” Nave them when yo ned thew / 


indestro Quick - Convenient . Easy to use 


Hex 
Socket Set Corner Clamp Wrench Set 





+ Fits oll hollow set screws 


SELLING COPY on the panels is especially effective. Note the provocative top 
line and the broad appeal to many prospects who might find the products useful 


in their hobby or business. 


Display Spotlights Small Items 


Products that are often 
lected because of their small size 
are given new sales punch at War- 


neg- 


ner Hardware Company 
stores in Minneapolis. 

The display technique is simple 
enough and easily duplicated by 
any retail lumber dealer. The pho- 
tographs tell the entire story. Each 
product is framed with molding 
and mounted on the face of a white 
card. But Warner’s believe the real 
success of the promotion idea can 
be credited to the punchy selling 
copy and the prominent price car- 
ried on every display card. The 
selling line at the top of the card 
leads the prospect right into a 
ccemplete product description. 

Extremely small items are 
mounted over a patch of color to 
outline and increase interest in the 
product. For an example of this 
treatment see the panel devoted to 
socket sets. Cards slip into the 
wood frames which are permanent- 
ly installed in the windows. 

The photographs on this page il- 


retail 


July 12, 


lustrate how Warner’s places the 
frames across the entire lower 
front of their windows, utilizing 
a space normally wasted in the 
typical retail store. Displays are 
changed every two weeks. Within 
the store itself this display method 
is repeated over the counters 
where the merchandise is actually 
sold. This serves to identify the 
place to buy the item and it gains 
added sales from regular store 
traffic. 

During a typical day the front 
of Warner’s stores frequently are 
crowded with prospects going from 
ecard to card studying each prod- 
uct. The interest of men customers 
has been especially high. Both 
sales and store traffic has been 
greatly improved by the use of this 
new display technique. 

Items for the display cards are 
both new merchandise and regular 
products singled out for special 
sales emphasis. The cards are 
never used for distressed or cut- 
priced merchandise. 
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FE GEE modern wood windows 


In building or remodeling architects know the easiest way 
to increase the charm and value of any home is “window-styling” 
with Bee Gee Windows. Proportioned to fic with 
modern architectural trends, 
famous Bee Gee 
Windows provide an 
authentic styling vouch 
for any type of construc- 
tion...any kind of interior. 179 
styles and sizes of all-wood casement, 
picture and corner picture windows, skillfully 
styled, crafted and detailed to bring new grace and 
glamor to every room in your home, And 
you can "Clean the Outside from the Inside”. 


“ribbon- styled”... long—low—-beautiful! 
New type construction 
... designed to emphas- 
ize the modern lines of | 
ranch-type and con- 
light and airy for health and comfort temporary homes, with 


J : all the warmth, charac- 
Bee Gee Windows open your home ter and praccical advan- ; 


to nature's air and sunlight! And tages that only wood |{ 


A 
Bee Gee 5 Pressure Vacuum Venti- windows provide. 
lation” is scientifically engineered to 
onan a pull in fresh air from any of 3 direc- 
» 


tions of wind and exhaust stale air 

at the same time...the only window Style “A"—a brilliant expanse of unob- 
on the market to give this truly structed glass. Style “B”~—the glass di- 
complete room ventilation. vided to give you long horizontal fines. 


ea ins Ch th le that bese fit rhome. 
se of installation spells economy +. _ oose the style that best fits you 
<= A 


STALE 
im 









































BRPOWN-GRAVES CO. 
Dept. AL-107, Akron 1, Ohio 


Please send my FREE Bee Gee Window Catelog 
GET with complete deta and specifications. 


YOUR tema [] builder [(] architect [] dealer [(] jobber 


. FREE 
A Complete Window. . Ready to Set in the Wall... Nailed in Place.. Ready to Use! R EGE mame 


; ADDRESS 
BROWN-GRAVES CO. *r0"' CATALOG 
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ROLLING MERCHANDISERS are 
placed on the sheltered portico dur 
ing the day, rolled into the store at 
night 


Sparkling New Store Helps Double Cash Sales 


Consumer finds it easy to buy packages at Rutland’s department store of build- 
ing materials in Albany, N. Y. Attractive displays, inside and outside the store, lowers sales 


resistance and increases interest in many new products. 


RUTLAND LUMBER advertises itself 
with big neon signs, which stop motor- 
ists on the Alcany-Schenectady road. 
Notice portico on front and side of the 
store for displaying outdoor goods. 
Plenty of parking space is available. 
Store is open one evening each week. 
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PARKING AREA — S50CARS 


OVERALL LAYOUT of new Rutland Lumber Co. sales area showing location of major displays. 


Just opening a new store isn’t of the 


Rutland 


Lumber Co., Al- 


reason why cash sales are double 


enough. It takes a combination of 
sales training, advertising, promo- 
tion and package selling to do the 


bany, N. Y., to make their big, new 
department store a sales success 
as well as a beautiful showcase for 


what they were for the same period 
last year, believes vice-president 
Harrington L. Rutland. 


overall job required to make such 
an investment pay off. 

All the above factors are em- 
ployed by the young management 


building materials. Features of new layout. Here 


Opened last April, the new store are some features of the new plant: 
located right on the Albany- 1. Portico extending 91% feet 
Schenectady turnpike is one good over cement walk on two 

(continued on next page) 


UP-FRONT COUNTER near entrance handles paint, hard- 
ware and miscellaneous sales. Nail bins are behind this 
counter. 


PERFORATED HARDBOARD, hinged at the top, was used 


by vice-president Rutland to mount brushes and hide inven- 
tory area beneath. 


Buttp1nc Propucts MERCHANDISER 
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RUTLAND BROTHERS, Harrington 
head the management team 
dising idea in American Lumberman 
rated in their new layout 


sides of the building. 


Wide variety of materials 
and specialty items (insula- 
tion, pre-finished tileboard 
and folding doors, for ex- 
ample) installed for demon- 
stration purposes. 


Separate home-planning room 
completely equipped with 
tables, chairs and literature. 


Four full-sized kitchen dis- 
plays; one hooked up for 
demonstration 


Two cash registers at diversi- 
fied points for fast service. 
One is located behind the ser- 
vice counter at the rear of 
the store; one near the store 
entrance to handle paint, 
hardware and impulse sales. 
Fifty-car hard-surfaced park- 
ing lot. 


Rutland’s new store is a_ block 
away from their old location. The 
much larger sales room (60x80) 
made it possible to add many new 
lines like floor coverings, appli- 
ances, unpainted furniture, elec- 
trical and plumbing supplies. The 
company sold out its stock of 
wrought iron legs twice during 
opening week during which 7,500 
people registered for door prizes. 

Among the jobs sold on an in- 
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(seated) and Robert 
Robert points out a merchan 
which was incorpo 


stalled monthly-paymeant plan 
basis are garages, kitchens, roof- 
ing, siding and ceiling tile. Rut- 
land will recommend a reliable 
contractor for these jobs or the 
firm will work with week-end car- 
penters and do-it-yourself custo- 
mers. In either case, the firm offers 
to “figure your material costs on a 
monthly payment plan.” 


e 
oe 


PACKAGED SALES like kitchens are pushed by Rutland. 
This is one of four complete kitchen cabinets on display. 


To keep abreast of the new spe- 
cialty items and the latest trends 
in consumer selling, the Rutland 
sales staff hold weekly meetings 
right after work. Rutland is spend- 
ing about 2% of sales for adver- 
tising, most of it newspaper space. 
And most of this space, says Rut- 
land, is devoted to package selling 
to get around price competition. 





* en 


REAR SERVICE COUNTER is where major orders are handled. Private offices are 
back of the counter 
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take a 
good look at 


Architect, Rand-Marquis 


one of 10 woods from the 


WESTERN YI NE region 


Rugged strength, straightness, durability, high nail-holding 
ability— those are the traits that make Douglas Fir unsur- 
passed for heavy construction. It’s an economical wood 
for residential and light construction, too, and much in 
demand for industrial uses, poles, ties, boxes and crates. 


Douglas Fir comes in 3 select, 5 common, 3 structural, 
4 dimension, 4 factory grades. It is available from most 
Western Pine Association member mills in straight or 
mixed cars—together with the other woods of the 
Western Pine region. 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


DOUGLAS FIR 
LARCH 
WHITE FIR 
ENGELMANN SPRUCE 
INCENSE CEDAR 

{ RED CEDAR 


LODGEPOLE PINE 
get the facts ' ’ 
to help you sell DOUGLAS Fl R 


Write for the FREE illustrated booklet to 
WESTERN PINE ASSOCIATION, 
Yeon Bidg., Portland 4, Oregon 


the Associated Woods 


YD. FIR” is a Registered Trademark 
of the Western Pine Association 
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DOUBLAg FIR. twemodelin 


MORE BUILDERS ARE ASKING FOR 


af AR-VEY ROLLING DOOR 


HARDWARE 


for 4 big reasons 


One-man installation 
in 20 minutes — No 
juggling, no awkward 
handling — Just a 
simpie, quick job. 








Smooth rolling for life— 
WITHOUT MAINTENANCE! 


Rollers give lifetime 
service. ...Bronze Oilite 
Bearings are self-lubricating 


RUSTPROOF ALUMINUM TRACK 


Convenient Packaged 
Sets—at LOW COST 


For instance, the complete 
Har-Vey Challenger set 
hardware & track, for 

a 2 ft. pocket door is 
only $2.70 list! 


..Whether they're add- 

ing a room, a garage, 

or, merely a storage 
wall, builders are fast 
learning that Har-Vey 
Hardware is ideal for 
remodeling jobs of all kinds. 


wall 
ol 
AMERICAN SCREEN PRODUCTS CO. 


(formerly Metal Products Corp.) 
807 N.W. 20th Street, Miami, Florida 
Western Division: Calmeteo — No. Temple City Bivd., El Monte, California 


NATIONALLY ADVERTISED—NATIONALLY ACCEPTED 
and priced to sell for top profits. 
For details, write Dept. L 





(To obtain more data on advertised products see page 136) 


Midwest Div. Plymouth Metal Products — 505 W. Harrison, Plymouth, Ind. 
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American Lumberman 


YOUR AD OF THE WEEK 





ADservice 


No. 13 of a Series 


WHO NEEDS TO ADVERTISE? 


Applied to our industry, the answer to the question 
above is “everyone!” No modern retail lumber busi- 
ness can prosper and grow without the support of 
some form of advertising. 

Many lumber dealers, in these recent busy years, 
have conducted a successful business with no more 
advertising than billboard copy on their fences and 
buildings, firm name on trucks, and a free listing 
in the classified phone book, But dealers seeking to 
develop or maintain “consumer” or homeowner traf- 
fic recognize that these “ordinary” forms of adver- 
tising are insufficient to do the job. They need and 
use mMass-coverage advertising media such as news- 
papers, radio, direct mail, and handbills in order to 
accomplish these and other objectives: 

1. To get a sales message to thousands of prospects 
at one time, at very low cost per reader or listener. 

2. To bring old customers back and get new ones 
to replace those who have quit, moved, or “bought 
themselves out of the market.” 

To be competitive with other merchants who sell 
and advertise the same or similar products. 


1. To compete against the many other ads designed 
to attract the same dollar—ads for appliances, furni- 
ture, cars, travel, etc. 

5. To identify your business with nationally adver- 


tised products, thus cashing in on manufacturers’ ad 
investment. 


THIS FREE BOOK 
WILL HELP YOU 
PLAN BETTER ADS 


Send coupon below for your copy 
of ADservice book — showing 
254 mat illustrations available to 
dealers only, plus ideas, copy 
suggestion, and layouts. 
te 
(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
| Chicago 2, Illinois 
| Rush my free copy of the 48-page ADservice book. 
NAME 
| COMPANY 
| ADDRESS 
CITY 
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It’s easy to plan attractive ads like this with AD- 
service mats. See the complete service in book offered 
in coupon below. 


5 Ideas for Better Livi 


FLUSH BIRCH DOORS 





“A 





(brand) PLYWOOD 
CEILING TILE 


PERFORATED 
HARDBOARD 


00 


Complete Materials 
for this 14’x 20’ 


GARAGE 


ONLY 


$O0...::. 


YOUR NAME 





SUGGESTED COPY “A” 


It’s easy! Costs little! Make handsome desks—coffee tables 

work tables—bench seats—dining tables—many other 
practical pieces—with our new and complete line of: 
FLUSH BIRCH DOORS — Selected for their beautiful 
graining, ready for a rich natural finish. (Sizes and prices) 
METAL LEGS — (describe types, sizes, prices) 
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How to 
Collect 


iw wy. \a wi e- 


Tours for School Children Popularize Store 


Alabama dealer finds young visitors are now his 
customers. American Lumberman’s survey of 
current dealer operating problems re- 

The customers of tomorrow are office procedures. As a remem- veal credits and collections high on the 
learning young that J. Oviatt brance, everyone leaves with a list. Read how one Kansas City dealer 
30wers Company, Inc., Tuscaloosa, practical souvenir bearing the has solved this problem in “Three- 
Ala., is a friendly place to do busi- company name. Point Plan to Collect Past Due Ac- 
ness. For several years, nearly Every tour concludes at the cof- counts.” It’s another American Lum- 
every home economics and indus- fee bar for refreshments and re- __ berman exclusive on this vital subject 
trial arts high school class has laxation ee eee 
toured the Bowers store. . : in the next issue. 

“It is common practice for 
school classes to tour industrial 
plants, as a matter of practical 
education,” says J. Oviatt Bowers, 
president, “but you seldom hear of 
them going through a retail store. 
We set about doing something 


about it.” | ty A HARDBOARD SERVICE 


Tours are popular. The concern 


started the program when Mr. ; T 
Bowers personally invited several ' h t’s NEW Pelate, DIFFEREN 
teachers to bring their classes to f ae date! 

the store as a study in retail mer- 


chandising and community rela- eo . 
tionships. a 
Since most teachers bring their be 
classes back every year, we feel h 
the tours are of value to the ve Bat. ar oar 


schools. We know it is valuable 
to us.” ee . SMOOTH * HARD - DURABLE 
any s ants ave shec 
sehaele Benin 0 ge ens pon sem 4 The Allwood line is the only hardboard line specifi- 
homes of their own since the tours : cally designed to fit every application where econom- 
: - ; ical, easy-to-use panels will save time and money. 
started. It is evident they think of Your customers have a choice of 3 TYPES: Standard 
Sowers store when they need —hard and smooth; Tempered—extra hard and 
building materials, paint and ' abrasion and moisture resistant; Prestpanel — light- 
hardware from the frequent men- weight and smooth — plus Underlayment and Siding 
tion of the visits by former stu- Panels. 
dents who are now becoming cus- Here is a product that is really profitable to handle 
tomers. — Allwood — new, inexpensive, TOP QUALITY build- 

As an example of how important ing material made of ALL wood genuine natural fibre. 
the tours have become to the Wall paneling, ceilings, partitions, shelves, cabinets, 
teachers of the county, Mr. Bowers porch decking, sheds and garages, are some of its 
tells of a home economics teacher watt dt 
in a local Negro school telephoned Advantages of Allwood Hardboard— 
and asked if she could bring her %& Super-strong, made of all wood fibre. 
class for a tour of the store “like See your AETNA *% Hard, tough, durable, and has dimensional 
we did last year.” She and her representative for stability. 
class walked one and a half miles, | informotion on % Easy-to-handle sheets save labor and installa- 
each way, for the opportunity of SPECIAL . oa time. 
ouring the store. © grain; easy to work in any direction; use 
te dearpeatatetie ms cools on with wood, . 

% Low cost and economical to handle. 

Home economics classes visit all AETNA — Exclusive Distributor in Midwest 
departments of the _ store, but *Trade Mark Oregon Lumber Co. 
spend most time in the paint . 
department where a salesman ex- a MAIL THIS COUPON TODAY 
plains the types of paint and meth- 
ods of blending colors for har- : AETNA PLYWOOD & VENEER co. 
monious room decoration. Many i 4 ll ' : 1732 N. Elston Avenue, Chicago 22, Iilinois 
questions are asked in the kitchen Without obligation, please send me Allwoed descriptive iitere- 
equipment department. ' ture and prices. 

Vocational teachers are inter- 
ested in the power tool depart- | ®8RANCH WAREHOUSES 
ment, where the boys are shown | Detroit 
how to use both power and hand Grand Rapids 
tools. All groups are shown the Indianapolis Address 
methods of recording sales, mak- Peorte 
. ° . Rockford 
ing orders, posting bills and other 














Visit All Departments for this month 
or write AETNA 














Organization........ 
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DEALERSHIPS 


Backed up by regional franchised VENTILITE manufacturing plants . . . 
supported by powerful trade and consumer advertising. 


WRITE the VENTILITE franchised manufacturing plant nearest to you on 


your letterhead for complete dealership information. 


VENTILITE 
223 N. 7th STREET 


WILMINGTON, NORTH CAROLINA 


For North and South Carolina 


VENTILITE 

1133 AIRPORT BOULEVARD 
AUSTIN 2, TEXAS 

For Entire State of Texas 














5556 BISCAYNE BOULEVARD 


VENTILITE 

1120 VANCE STREET 
P.O. BOX 291 
BOGALUSA, LOUISIANA 
For Alabama, Lovisiana 
and Mississippi 

VENTILITE 

23 SAMMIS AVENUE 
P.O. BOX 478 
BABYLON, NEW YORK 
For the Entire Greater 
New York Metropolitan Area 


VENTILITE 

2040 W. WASHINGTON BLVD. 
CHICAGO 12, ILLINOIS 

For Illinois, Northern Indiana 

and Northern lowa 


VENTILITE 

5814 SOUTH SANTA FE AVE. 
LOS ANGELES 58, CALIFORNIA 
For These 11 States: 

California, Oregon, Washington, Idaho, 
Nevada, Arizona, Wyoming, Colorado, 
Montana, Utah, New Mexico 


FOR FULL DETAILS, WRITE 
VENTILITE CORPORATION 
5556 BISCAYNE BOULEVARD 
MIAMI 37, FLORIDA 
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e MIAMI 37, FLORIDA 














MULTIPLE USE awning windows can be assembled in a number of combinations by either the dealer or his contractor 
L. Sweet Lumber Co., Kansas City, demonstrates a few of the arrangements 


ustomer 
possible 


Above, Charles Singleton, 
Scattering the units is not 


normal shop procedure but was staged for the photographer. 


Comfort, Styling Selling Awning Windows 


DUR PROG 
SEN Fe 


fe - 


NINTH in a Merchandising Series 


It Began in 1939 


ictual production of awning win 
dows began in Florida around 1939 
The window caught on quickly and 
by 1942 the distribution was well- 
established throughout the state. 

After World War II dealer dis- 
tribution was expanded all through 
the south and many new manufac- 
turers entered the field. The first 
windows were wood but metal types 
began appearing about 1947-48. 

Today the business is highly com- 
petitive and progressive. Product 
improvement is constant and ex- 
tremely valuable to dealers in- 
terested in complete customer satis- 
faction 


“Many architects and builders 
throughout the country who have 
shown only a passive interest in 
awning windows in the past, are 
now beginning to use them.” 

“Lumber dealers who have never 
stocked anything but druble hung 
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Dealers are finding customers like the controlled ven- 
tilation, modern appearance and easy cleaning features of 
awning windows. The preference for wood or metal win- 
dows seems to vary with the locality. 


windows are now feeling the de- 
mand and have added awning 
windows.” 

This comment by a leading man- 
ufacturer of awning windows il- 
lustrates the trend with this prod- 
uct. Sales this spring have been 
healthy, new and established com- 
panies are introducing awning 
windows and there definitely does 
seem to be widespread interest at 
the dealer level. 


Selling Features 


Retailers checked by American 
Lumberman report that efficient 
ventilation and easy cleaning are 
the two most important features 
that sell awning windows. They 
permit 100% ventilation on hot 
days and nights and virtually 
draft-free control of the air. The 
tilted sash can be left open even 
during moderate rain storms with- 
out damage to the home interior. 

Because awning windows can be 
cleaned from the inside it’s a-job 
that can easily be handled by 
women without ladders or pails 


July 12, 


of water. As one woman expressed 
it: 

“IT take a window a day and it 
only takes a few minutes to do 
a window. Now my windows always 
look clean because I can do the 
work myself.” 

The dealer who begins investi- 
gating awning windows soon dis- 
covers that he has a choice to two 
basic products. These include: 

The original awning window. 
This window is a composite unit 
sold in a wide range of stock sizes 
that fit practically any opening. 
Each window is usually delivered 
completely assembled as a “pack- 
aged” unit for easy, economical 
installation. 

With this type of window all 
the vents move simultaneously 
from a single operator. The hard- 
ware used today is smooth and 
efficient. One control operation is 
one of strongest selling features 
of the composite awning window. 

Over the years the window has 
been constantly improved by re- 
search. Factory installed weather- 
stripping is universal on all com- 
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posite awning windows and storms 
and screens are: available. 

Produced in both metal and 
wood the window is widely used 
for both homes and commercial in- 
stallations. The wood awning win- 
dows today have been improved by 
preservative treatment for resis- 
tance to rot, fungi, termites and 
warping. 

Multiple Use Windows — This 
type of window can be installed 
in a variety of ways making it 
difficult to tag it properly. Essen- 
tially it is a modern adaption of 
the single-vent stack window that 
can be combined to form groups 
or single awning windows. And 
while this the most common in- 
stallation it can also be used as a 
casement or hopper window. They 
are frequently installed flanking 
picture windows. One manufac- 
turer has claimed that literally 
hundreds of combinations are pos- 
sible with the nine window units 
he produces. 

The design of multiple-use win- 
dows permit vertical stacking or 
side-by-side assembly to fit almost 
any window opening. The four 
basic styles include a bar operator 
unit (the awning type), a fixed 
unit, a locking handle unit (hopper 
type) and a picture unit. 

The windows are fully weather- 
stripped and permit installation of 
either screens or storm sash from 
the inside. 


Typical Dealer Operation 


The R. L. Sweet Lumber Co., 
Kansas City, began selling multi- 
ple use awning windows this 
spring. James R. Graham, manager 
of the sash and door division, has 
found the units acceptible by his 
customers for both remodeling 
jobs and the new home market. 
He says: 

“The ability to stack these’win- 
dows gives us an opportunity to 
offer our builders an unlimited 
number of combinations—single, 
ribbon, stacked, window wall or 
casement. We supply the windows 
for sale KD carton packed and 
also completely assembled in what- 
ever combination the builder 
selects. 

“Our salesmen, however, stress 
to the builder the advantages of 
buying the units completely as- 
sembled in our mill and delivered 
to the job setup so that all the 
builder has to do is to block them 
in position in the prepared opening 
and nail in place.” 

“The setup unit is by far the 
most popular. We feel that we can 
better control quality this way and 
we find the builders likes it be- 
cause it speeds up his house job.” 


Merchandising Pattern 


Awning windows are obviously 
popular but there is lively com- 
petition for both manufacturers 


Buttpinc Propucts MERCHANDISER 


Combines with Other Window Types 


AWNING WINDOWS blend architecturally with other styles of windows. Above 
in installation with double hung windows 


Cleans from the Inside 


WOMEN LIKE awning windows because they can be cleaned easily from the 
inside. Both storm sash and screens are also fitted from the inside. 

















. «a 
Beauty Sells the Window 
THIS APPLICATION of a multiple-use awning window illustrates the decorative 


quality of the unit. Manufacturers employ this appeal in their national adver- 
tising and promotional literature. 
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and dealers. Retailers are finding 
that their efforts to do a good 
selling job have been anticipated 
by producers who offer a wide 
range of practical sales tools. 

For example, one manufacturer 
has these materials ready for his 
dealers: newspaper ad mats, a 
very complete album of typical 
jobs, a colorful mailing stuffer, 
a self-selling floor sample and a 
15 minute color-sound motion pic- 
ture film for both contractor and 
consumer showings. And best of 
all he is ready with a sales train- 
ing program with factory repre- 
sentatives providing instruction 
for dealer and distributor sales 
people. 


Sample Always Fundamental 

The sample has always been es- 
sential in selling building mater- 
ials and awning windows are no 
exception. Manufacturers of awn- 
ing windows usually supply deal- 
ers with both a floor display unit 
and a smaller sample that may be 
carried to the prospect by the 
salesman. From practical experi- 
ence dealers checked by American 
Lumberman suggest that litera- 
ture be sent to prospects well 
before the visit by the salesman 
with the actual working sample. 
planning emphasis on the window 

Because awning windows are 
relatively new in many areas both 





Sales Begin with the Sample 


A LARGE FLOOR sample is offered to dealers by most manufacturers, Ben 


Lantz, R. L 
customer. 


manufacturers and dealers are 
planning emphasis on the window 
at home shows, clinics and special 
meetings for contractors. 


Where They Are Used 


Enclosing open porches or 
breezeways was one of the first 
widespread applications for awn- 
ing windows. 


Sweet Lumber Co., Kansas City, right, demonstrates the unit to a 


New construction, however, is 
the bright new market for awning 
windows. They are turning up on 
new homes, trim schools, apart- 
ments and motels. One producer 
explains it this way: 

“There is a trend toward in- 
dividualized styling and increased 
demand for functional building 
products today.” 





clele} id 10] 35 mace) 


you 


EXCELLENT 
MILLWORK 


COLOR AND GRAIN 
UNIFORMITY 


LONG LIFE GENUINE OZARK MOUNTAIN OAK 


THOROUGHLY SEASONED 
IN MODERN KILNS 


Here is the preferred perfect 
long-life flooring for homes, schools, in- 
stitutions, and commercial buildings. No 
synthetic or man-made flooring material 
can compare with the natural and dur- 
eble beauty of Padgett-Smith Oak 
Flooring. The result is more satisfied 
customers, more sales, and profit for you. 


Representatives in most states, Write or phone for particulars. 


NOFMA 
GRADED 


DIRECT 

VAN DELIVERY 

Within 600 mile radius 
Trailer loads or split loads are 
delivered at carload prices. 
Coast-to-coast rail shipments. 


Pancetr- Cmith FLOORING COMPANY ievnoin view, wo 
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Spacemaster UNIT from 55-S Catalog 


“The most complete Merchandising 
Equipment Catalog ever printed” 


128 Pages... 650 Illustrations. The Spacemaster 
55-S Catalog will show you how to re-lay your 
store for improved presentation of hardware and 
building supplies. Send for your complimentary 
copy of the Spacemaster 55-S Catalog today. 
Write Dept. AL-7. 


We also manufacture a complete line of 
Space-Klips Displayers for use with companion 
Spaceboard perforated paneling. Use these 
in your store for display or sell them to your 
customers. Ask for a free copy of our Space- 
Klips Brochure. 








Visit ovr New York Showroom .. . it’s open 
the year ‘round and our staff will be happy 
to show you fuliy merchandised Spacemaster 
set-ups or discuss your merchandising problems. 





REFLECTOR HARDWARE CORPORATION 


General Office and Factory 
Western Avenue, at 22nd Place, Chicago 8, Illinois 
New York Office and Showroom 


225 W. 34th Street, Room 1107, New York 1, New York 


Burtp1nc Propucts MERCHANDISER 


Win more satisfied 
customers, more repeat 
business — SELL 


ohawk 


FLUSH DOORS 


with the 


WARP-FREE 
CORES 


RAILS — clear, kiln-dried 
3” Ponderosa pine 


STILES — clear, kiln-dried 
1%" Ponderosa pine 


CORE—fully vented, warp 
free, Flexicore construction 


PACES —fully sanded, 3-ply birch, 
red oak or Philippine mahogany 


Mohawk Flush Doors are the answer to your door prob- 
lems! Here’s why! They're built for quality—priced for econ- 
omy! They have thoroughly seasoned white pine stiles and 
rails...large double lock-blocks...completely vented, 
warp-free Slentease construction and three ply, beautifully 
sanded and matched birch, red oak or Philippine mahogany 
faces. Gain more door business in your area—more satisfied 
customers — faster turnover and greater profits with Mo- 
hawk Flush Doors. Sold through wholesale distributors 
only. Send coupon today for details! 


NEW HIAWATHA EXTERIOR DESIGNS 


Send Coupon 
| Today! —> 


: Mohawk Flush Doors, Inc. 
! 3384 Hammond Avenve 


Elkhart, Indiana 


Mohawk FLUSH Doors Interior Door, tateror Doorn 


interior Doors, C) Exterior Doors, 
——-= 3384 Hammond Ave. : 








O Hiawatha Birch Trimmed Ex- 
terior Doors. 
bh Elkhart, indiane : Meas 
+ Address 


(To obtain more data on advertised products see page 136) 
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ONE EMPLOYE HANDLES ALL of the store’s sales because 


entirely self-service 


the operation is 


New Store for Odds ’N Ends 


Growing sales encouraged this California dealer to 
plan and build a complete store specializing in lumber shorts, 
job lots and shopworn merchandise. 


“Early in the 1930’s we started 
an ‘Odds 'N Ends’ department,” 
says Lathrop K. Leishman, “but it 
was only recently that it has de- 
veloped into a complete store with 
an impressive sales voluine.” 

Mr. Leishman is president of 
Crown City Lumber & Mill Co., 
Pasadena, Calif., an organization 
founded by his father in 1904, 

Originally just a corner for left- 
over lumber pieces, the new “Odds 
’N Ends” store now has an employe 
on hand at all times to wait on the 
almost constant stream cf custo- 
mers. The purpose of this new 
store is to provide the small buyer 
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with items he needs and can use on 
a super-market basis. Each piece 
of lumber, as well as all other 
items, is price marked. 

People wait on themselves. They 
sack their own nails, select the 
needed hinges, pick out the lumber, 
and bring everything to the cash 
register. Thus they are quickly on 
their way, at a minimum of sales 
expense to Crown City Lumber Co. 

If each of these individual! sales 
had to be serviced by an employe— 
well, the profit would rapidly dis- 
appear. But as it is, a fair net 
profit is shown every month. 

The reasoning behind the com- 


pany’s setup is that that average 
consumer doesn’t know what he 
wants—by name. He comes in for 
a piece of wood about t-h-i-s size 
and another about a foot longer. 
As for the kind of wood, well to 
him lumber is lumber and “that 
over there should do the trick.” 

Now the customer is able to 
wander around the store, looking 
at and picking up, the various 
pieces of lumber he thinks will do 
the job. He doesn’t care if you call 
it pine, yellow pine, or softwood, 
but that’s the “stuff” he wants. He 
knows a piece of wood that’ll do 
the job when he sees it, so he lugs 
it to the cashier and is soon hap- 
pily on his way. 


Everything Priced 

Price marking every item, is one 
of the main things that cuts over- 
head and is speeding up the opera- 
tion, the company finds. Previous 
to this, much time was spent in the 
office figuring out the cost of a 
small order. Prices quoted to the 
customer in thousand board feet, 
meant absolutely nothing to him. 
He wanted the price for one five- 
foot board. 

tobert K. Leishman is gradually 
expanding this section of their 
successful business. More and 
more items are being added in- 
cluding not only lumber, but many 
hardware items, bags of cement 
and other shopworn merchandise. 

All of this is requiring more 
space. When the department grew 
out of a small tin shed, the attrac- 
tive new building was erected. The 
volume of business immediately 
turned upward. This convinced 
the company that a good looking 
store is as necessary for the small 
sale as it is for the larger one. 


Builds Regular Business 


Sales of larger orders are often 
made because the customer was in 
the habit of dropping in at the 
“Odds ’N Ends” for small orders. 
When a large order is needed he 
automatically goes next door and 
makes his purchase in the com- 
pany’s office. 

Crown City Lumber Co. does 
more than average newspaper ad- 
vertising and in nearly all the ads 
the “Odds ’N Ends” department is 
mentioned. Being able to handle 
the items and do their own select- 
ing travels fast by word-of-mouth. 
Customers enjoy not being pres- 
sured by a salesman. 


Donates Scrap 


Mill employes have been in- 
structed not to throw away any- 
thing. Each and every bit finds 
some use. Pieces that don’t sell 
are donated to worthy civic and 
church groups, such as boys’ clubs. 
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Three Contractor Services Pay Dividends 


A strong service appeal to con- 
tractors who are developing a resi- 
dential community near Ft. Worth 
is paying off for the Richland Lum- 
ber Co., Richland Hills, Texas. 

According to I. M. Morgan, pres- 
ident, here are the services extend- 
ed to contractors to help control 
sales of building materials: 

1. Real estate aid. The lumber 
firm is selling improved lots to con- 
tractors in a 148-acre tract. Titles 
for each of the lots are free and 
clear. To make the area attractive 
to both builders and home pros- 
pects, the firm made provisions in 


the tract for schools and churches. 


The firm sold about 150 of the lots 
in seven months. 

2. Financing aid. The company 
finances both material and labor 
for construction of homes by con- 
tractors. Ordinarily, a mechanics 
lien is used for a home during con- 
struction. When the home is com- 
pleted and sold, the firm helps ar- 
range FHA, GI or other mortgage 
financing. 

“About 95% of our business is 
handled with this procedure,” says 
Morgan, “so we have very few out- 
standing accounts to worry about.” 

3. Aid on appliances. When the 














AMPLE PARKING SPACE in front of the Richland Hills, Tex. lumber firm helps 
attract both contractor and consumer customers. The firm is actively helping 
contractors develop a growing residential area outside of Ft. Worth. 


Richland 


added. 


A, 








ALSO FURNISHED 
IN RING SHANK 
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LEAD-SEAL 


Lead is under the head 
and down the shank, 
When the nail is driven, 
the hole around the 
nail is plugged with 
lead and the break in 
the galvanizing is 
completely covered, 
to form a perfect 
double seal 


TRIPLE-LOCK 


As the “‘bump"’ is 
forced through the 
sheet, the sheet springs 
back over the bump— 
this effectively pre- 
vents the nail from 
working out, The nail, 
lead and sheet are 
solidly tocked to- 
gether 


DRIVE SCREW 
SHANK.... 


makes the nail turn 
and hold like a screw 
It holds with a power- 
ful, unyielding grip 
Threads ave deep and 
shorp because they 
ore formed after 
galvanizing 


Lumber Co. 
doubled the size of its showroom, 
a home appliance section was 
Contractors may save a 
trip into Ft. Worth by selecting 
washers, dryers, refrigerators and 
kitchen cabinets here. 


recently smaller appliances and garden 
tools is on hand to supply the new 
home buyers. 

The firm has been in its present 
location for seven years. Robert 
Contraras is the assistant man- 
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se AVOID ROOF LEAKS 


with DENISTON 


Triple-lock...Lead-seal Roofing Nails 


Roof leaks are not just an annoyance .. . they rob farmers by 
damaging stored crops, equipment and machinery. 


The time to avoid roof leaks is when the new metal roof is being 
applied. And the Deniston Triple-Lock Lead-Seal Roofing Nails 
have proved their efficiency in helping to avoid roof leaks since 
they were first introduced in 1926. Hebe is the reason why—when 
the hammer strikes the nail the lead is forced into the hole around 
the shank, insuring a permanent seal through which no moisture 
can penetrate. 

Deniston Nails are manufactured under rigid specifications, from 
raw material to finished product—your customers’ assurance that 
they can be relied upon to satisfactorily do the work for which 
they are intended—AVOID ROOF LEAKS. 


FOR GALVANIZED AND ALUMINUM ROOFING 








The DENISTON COMPANY 
49th & South Western Avenue 
Chicago 9, Illinois 


Please send me without cost 


in Coneda 
Eastern Steel Products Co., Lid. 
Preston, Ontario 


Directions Booklet [] Complete price information [] Pallet and other 
type nails 


Name 
Address 


City 
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Mi. lumntere Leale... 


HERE’S WHAT WE THINK 





To Spend Your Remodeling Dollars 
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And One of Them — 1S WRONG! 


THE FIRST WAY is to submit to the high-pressure 
tactics of unknown operators from out-of-town. Some 
irresponsible individuals, here today and gone tomor- 
row, have sought exorbitant profits and have made 


false and misleading promises to home owners. 


THE SECOND WAY is the easy, safe and right 
way to get full value for every dollar you spend on 


your home. GO TO YOUR LUMBER DEALER 


Your lumber dealer has built his business on satis- 
fied customers. He is a permanent part of your com- 
munity. He can give you sound advice about building 
and remodeling. He is well acquainted with local con- 
tractors who have solid reputations for honest work- 
manship. He can help you select a plan for monthly 
payments—there are many sound ones, including 


the liberal provisions of FHA insured Title I loans. 


Your lumber dealer, too, sells quality materials. 
Among these materials are Balsam-Wool Sealed In- 
sulation and Nu-Wood Insulation Board products, 
Your lumber dealer is proud of the wonderful record 
these two national brands have established in thou- 


sands upon thousands of homes. 


And we, in turn, are proud that Balsam-Wool* 
and Nu-Wood* are SOLD BY LUMBER DEALERS ONLY! 
Wood Conversion Company, St. Paul 1, Minnesota. 


"Reg. U.S. Por. OF. 


See Your Lumber 
and Building Materials 
Dealer 





ORY State. 


andl herd He way G le in 
wilh hid nilionibbile Leomolion ! 


Now, Wood Conversion Company speaks up again for the lumber dealer 
—and to a nationwide audience! 20,000,000 people will read our message 
about you in the July 3lst POST. Home owners everywhere will learn 


that the safe, right way to remodel is to rely on you—their local lumber 
and building materials dealer. 


YOU can cash in on this big promotion—right in your own community. 
For along with the POST advertisement goes a complete “package”’ of 
selling aids...including... 


winilew odd —reproducing coundth cats —reproducing 


the POST advertisement | the POST advertisement—to drive the message 
We home right at the point of sale in your yard 

WME ChloHi ld ante ares 7 
Wy jnild —advertis- 


nile ie cabin vite eiie ing your remodeling services 


tomers—selling you as the best source for remod- 


eling advice and materials WW, Joe laubuntimendd 
publicly —for your local newspaper 


HERE’S YOUR FINEST OPPORTUNITY TO GET 
A FIRM GRIP ON THE REMODELING BUSINESS IN YOUR COMMUNITY. 
SEE YOUR WOOD CONVERSION REPRESENTATIVE 
FOR FULL INFORMATION OR WRITE 





WOOD CONVERSION COMPAN Y 
Makers of Balsam-Wool* and Nu-Wood* 


Dept. 120-74 First National Bank Bidg. + St. Pavll, Minnesota 


Reg. U. S. Pat, Off. 





NAILING UP FRAME ASSEMBLY on versatile jig developed by Alex P. LeVay, owner, Acacia Lumber Co., Dayton, Ohio. 


New Jig Will Panelize Entire Wall Sections 


Ohio dealer’s invention is newest weapon against 


big prefab house builders. 


Faced with the problem of com- 
batting the big-time prefabrication 
industry, one Ohio dealer has de- 
vised a patented jig system, which 
he says can be used as efficiently 
by the small-time dealer as by the 
large-scale operator. 

The inventor is Alex P. LeVay, 
owner of the Acacia Lumber Co., 
Dayton, who has been selling shell 
houses to de-it-yourself customers 
for several years. Before placing 
his jig on the market, LeVay panel- 
ized 150 houses with it. 

In contrast to the conventional 
jig on which 4x8 panels are made, 
LeVay’s Module Erector, as he 
calls it, can be used to panelize 
entire wall sections up to 50 feet 
in length. The house can be sub- 
sided, single sided or double sided; 
regardless of where the siding is 
used, LeVay says there is no out- 
ward appearance of where the 
panels join. 

Other advantages claimed: use 
in small quarters or in production 
shops; any style architecture can 
be used; easy changeover from one 
side of house to the other; answers 
common criticism of prefab con- 
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struction—monotony of design 

since it is readily adaptable to 
custom construction. Houses built 
with the LeVay jig have been ap- 
proved for VA and FHA financing. 
Using the jig, LeVay says he can 
enclose his houses in 1% days, 
beating the weather, cutting labor 


costs and saving materials. 

LeVay has been selling two-bed- 
room shell houses for as low as 
$495 down and $50 per month, 
using newspaper advertising and 
his own brochure for promotion. 
One of his advertising slogans is 
“Your Labor is Your Profit.” 

Three-bedroom homes, complete- 
ly air-conditioned, are being built 
in Dayton with the jig and are 
being sold, less lot, for about 
$12,500. 


ONE OF 150 HOUSES built by the Acadia Lumber Co. with the aid of the jig. 
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FOR FAST-DRYING, 
LOW-COST 
CORN STORAGE 


Here is the answer: 


Lo Se wee by 


panne 
) perm 


CORN CRIBBING 


, 
* Fast-Drying provides by 
open mesh steel wire tabric 


° Low-Cost becouse no eapen 


vive moteriah needed 


* Quick and Easy 10 ee 


“one mon con do it 


* Economical Cover «.» 


be provided by canvas or tarpaulin 
a e No Shelter for rats, mice, or 
other rodent 
KS * Strong and Durable 


copper-bearing, Gelvannealed steel 
wires prevent rust and add longer lite 


to the crib. 
asa vo RED BRAND 
FENCE DEALER FOR tT 
Keystone Stee! & Wire Company 
will 





boost demand 


for KEYSTONE - 
in Follansbee Terne Metal .. . you're paying for a premium C OR N C R io b | N G 


quality right now if you’re not using Follansbee Terne. 
Don’t figure delivery to the job site . . . the slight addi- 


Why not use the premium quality roofing material found 


Farmers will want Keystone Corn Cribbing when they 


see ads like this in the August and September issues 
than saved in time and labor savings. of leading 


tional cost (if any) over cheaper substitutes is more 


corn belt’ farm magazines 

Terne is easy to apply, easy to solder. Its ductility The big carry over of corn and a good 1954 crop 
makes it easy to shape and bend, Tin-lead coating makes will create a heavy demand for emetgency storage 
it easier to solder . . . can never flake or peel. Terne is facilities 

the ideal weather sealing material for built-up, composi- Reystone Corn Cribbing gives you a practical, -eco 


nomical answer. It's a quick turnover 


; te Ine m 
tion, wood, asphalt or asbestos shingle, slate or tile roofs. yem. One men 


can erect\it. Requires no costly base. Copper-bearing 


Leading distributors are prepared to supply you with Balveuneuted steel wibebeiake the crit lavt far extce 


this high quality Terne Metal in 40 lb., 20 lb., and 8 Ib. 


years of service. It's the least 
coatings in various widths from 4 inches to 28 inches, in 


expensive storage a 
farmer can buy. » . 

50 foot continuous rolls. Be sure to specify Follansbee G dy ber ee 
a ‘ , et ready for fall demands. Write.for full detail 
Terne Metal . . . the most economical weathersealing avail- h pe. ae eee 

on how ypu can cash in onthis profitable Keystone, 


able because of the savings in installation time and labor. 
Corn Cribbing program 


Full merchandising sup 
port available to qualified ‘dealers ; 


FOLLANSBEE STEEL CORPORATION 


General Offices, Pittsburgh 30, Pa. 


Keystone Steel & Wire Company 


PEORIA 7, ILLINOIS 
Polished Bive Sheets and Coils + Seamless Terne Roll Roofing Red Brand Fence + Red Top Stee! Posts 
Cold Rolled Swip Keystone Poultry Netting * Nails + Gates + Bale Ties 
\ Sales Offices New York, Philodelphic, Rochester, Cleveland, 
Detroit, Milwaukee, Chicago, Indicnapolis, Kansas City, Nash- 
rx ville, los Angeles, Son Francisco, Seattle, Wallingford, Conn, 
Toronto and Montreal, Canada. Plants—Foliansbee, West Virginia 
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Use this 


| glass block 


for lighter, brighter, 


easier-to-clean kitchens 








What woman wouldn't love a kitchen as cheery 
and bright as this one? What woman wouldn't like 
a kitchen that’s flooded with daylight and easy 
to keep spic-and-span? Remind your remodeling 
or new-construction customers they can have 
these desired features in the kitchens of their 
homes by including panels of Owens-Illinois Glass 


Block* No. 316. 


Tell them that behind sink or kitchen counters, 
glass block flood working surfaces with soft, dif- 
fused daylight yet keep the room shielded from 
view. Show them how soil marks rub right off. 


For facts about the many ways you can profit 
from the increasing use of glass block in hoine, 
school, factory, farm or commercial building - 
write: Kimble Glass Company, subsidiary of 
Owens-Illinois, Dept. AL-7, Toledo 1, Ohio. 

*Formerly known as INSULUX. 


Owens-ILLINoIs 
GENERAL OFFICES (D TOLEDO 1, OHtO 
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Pre-Fab Plumbing Kit Srings $335 in Profit 


As a natural tie-in for its main business of selling 
semi-finished homes, the Johnson-Campbell Lumber 
Co., Ft. Worth, Tex., sells prefab, plumbing packages 
and nets about $335 per sale. 

“The materials for the package cost us about $300,” 
says C. D. Nichols, manager, “and we sell the package 
for $635—which stili is about $50 less than the aver- 
age cost from a plumbing contractor.” 

The plumbing package includes a water heater, 
sink, lavatory, toilet, tub and the pipe and fittings. 
The pipes are precut in the firm’s shop and mounted 
in a box-like frame which is delivered to the job. The 
fixtures are attached to the plumbing lines by the 
homeowner. The box frame is covered and becomes 
part of the bathroom and kitchen wall partition. 


~e ~SOBSS8e 28.. 
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Power Tool Accessory Display 


Two large sections of perforated hardboard form 
a convenient background for this diversified display 
of power tool accessories at the Fielder-Dillingham 
Lumber Co., Abilene, Tex. Located near the power 
tools, the display rack contains emery wheels, sand- 
paper discs, circular saw blades, v-belts, pulleys, 
blade sharpeners and other odds-and-ends. The dis- 
play leads to companion sales with power tools and 
helps establish the firm as the headquarters for power 
tool needs. 
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“Before-After" Attic Display 


Promoting package remodeling jobs at a monthly 
price, is a specialty of Harris Brothers Co., Chicago, 
Ill. The firm’s customers are able to see in a glance 
for example how their attic will look when completed 
for a total cost of $155.84. 

From a cut-away, full scale model, salesmen can 
explain to homeowners what will be necessary to 
duplicate the job in their homes. All of the com- 
pany’s promotion points out that any one with a little 
handyman ability can remodel a room at a great sav- 
ings. But, the additional remark is made, “or, we will 
be glad to recommend a carpenter who can do the 
work for you at a reasonable cost.” 

To prove their point that doing-it-yourself is easy, 
the building materials company has published a series 
of folders, illustrating with pictures actual installa- 
tion jobs. 

Store hours of the company are designed to make 
it easy for the homeowner to stop in. They are open 
daily (except Sunday) from 8 a.m. to 5:30 p.m., 
Thursday until 9 p.m. and Saturday until 4 p.m.; but 
their warehouse and lumberyard is only open from 8 
a.m. to 4 p.m. 








Lounge Area Is Handy 


Located just inside the entrance of the South Texas 
Lumber Co., Abilene, Tex., this lounge area is attrac- 
tive and handy for customers and visitors. The low 
table contains an adequate supply of magazines which 
keep children entertained while their parents are 
shopping. 
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Use this 

glass block 

for a “solid” wall your 
customers can see through 


What homeowner's eye wouldn't be caught with 
a “see through” wall as attractive as this one? You 
can profit from such a desire by recommending 
a panel of Owens-Illinois super clear Glass Block 
No. 370. 

Glass Block panels are as practical as they are 
beautiful. They have the insulating efficiency of 
an 8-inch thick brick wall. They won't frost or 
sweat in winter... provide better insulation 
than a window with storm sash. 


Owens-Illinois Glass Block* are easy to har.dle, 
easy to store, hard to break. For information or 
help with a specific problem, just write: Kimble 
Glass Company, slctdiiens of Owens-Illinois, 


Dept. AL-7, Toledo 1, Ohio. 
*Formerly known as INSULUX. 


Owens-ILLINoIs 


GENERAL OFFICES (D TOLEDO 1, OHIO 
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"YOUR 
BEST CHOICE 
to boost your 
awning- 
window 
sales...’ 


SIX BASIC MERCHANDISING TOOLS 


EMPLOYE training is becoming easier as more and more skilled educa- 
tional material becomes available. Films can be especiai'y valuable. 
American Lumberman has a list of motion piciures, available .n request. 








. -¢ R EED BRO SF : 

Demand for these tremendously popular wood é a am: 

windows is growing by leaps and bounds, for % 7 it M B E a 
" ny a » 


home-buyers are sold on the convenience, appear- 
ance and complete control of ventilation possible 
with awning type units. BUILGING MATER iat 
Naturally, you want your share of profits from 
this enormous potential. Choose MALT-A-VENTS 
for your awning-window line. You'll not only in- 
crease your profits, but also gain added customer 
satisfaction, for never before has there been a win- 
dow so flexible, so versatile in application. MALT- 
A-VENTS combine quickly and easily into groups, 
and can be used in many ways with picture win- 
dows and sliding units to form unusual and com- BILLBOARDS do a good selling job if professional in appearance Creed 
; ; Bros., Peekskill, N. Y., uses reflective letters and a simple message on 
pelling arrangements. Your customers will this modern sign. Loading a sign with copy limits its effectiveness. 
applaud your choice with added business... when 
you sell MALT-A-VENTs! 





Only the highest-quality, select western pine, 
treated to resist rot, stain and moisture is 
used in MALT-A-VENT Wood Window Units. 
Precision-milling of all wood parts insures 
rigid, tight construction which will give 
added years of trouble-free service, while 
rustproof metal weatherstripping seals out 
all drafts. 


Cafton-packed . for Malta 
easy handling! 2 com- 


MFG. CO. 
putty-glazed, and 


with hardware installed MALTA, OHIO 

in each sturdy carton! dh daleeainin teens « weat-d, 
See your nearest Malta Makers ° 
jobber... literature MASTER « mais. A-GLIDE « MALT-A-VENT 


upon request. ood window units | HOME planning centers are now almost universal in today's yards. Plan 
s Member Peer Pine Woodwork Assn. books, manufacturer's literature and a few comfortable chairs are all 
upreme Quality Since 1902 ond N.W.M.A. that’s required for this department. 





pletely assembled units 
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The Door That Combines QUALITY with ECONOMY 
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SELF-ORDER boards are fundamental to good selling today. This smart 
unit displays metal products, building boards, plywood and hardboards. 


Each item should be priced. Check these advan- 
tages and you’ll 
choose SEDORCO: 


Y Western Red 
Cedar Core for Max- 
imum Dimensional 
Stability. 


Y Core vented 
throughout for added 
assurance against 
warpage. 
Y Guaranteed in accordance with standards 
adopted by National Woodwork Manufac- 
turers Association . . . all SEDORCO flush 


doors conform to Commercial Standard CS- 
171-50. 


HOME shows are now a part o” many successful dealer selling Units SEDORCO flush doors available in: 
can be built in the retailer's own shop and used repeatedly with minor 
modifications. Above McCrady-Rodgers Co., Pittsburgh, Pa. 


Philippine Mahogany (rotary cut and 
ribbon grain) 

White Ash (Sen) Rotary Cut Fir 
Birch Hardboard 
Hollow and Solid Core 

Interior and Exterior Grade 

1%" and 14%” Thickness 


7-Ply Construction (except Hardboard) 


= _SEDORCO 


SEATTLE DOOR COMPANY, INC, 
Seattle 55, Washington 
Sales Representative: Benj. Levinson & Co., 1305 Third Ave., Seattle « SE 6316 «TWX SE443 
Regional Sales Offices in many sections of U. § 





PUBLIC relations participation can bring a dealer valuable goodwill. 
Vannote Lumber Co., Point Pleasant, N. J., donated their truck for 
this community parade. 


Buitpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 136) 87 




















Celotex National Ad Campaign Spotlights Sales for YOU! 


54 can be a big year for you. Celotex is helping 
to make it possible with its great new national ad- 


vertising campaign. Ads... big, colorful, powerful 

in SATURDAY EVENING POST, BETTER HOMES 
& GARDENS, AMERICAN HOME, other top-circulated 
magazines month after month! More impressive 


ads in front-line builders’ magazines. The Aim: To 


(To obtain more data on advertised products see 


page 


drive pre-sold Celotex customers straight to you! 

The brand name Celotex is one of national pref- 
erence, created by a third of a century of consistent 
and effective national advertising. For this very rea- 
son, you'll find that sales come easier when you fea- 
ture genuine Celotex Insulating Sheathing and other 
building products of this famous Celotex family. 
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costly wet-weather delays! 


Saves time, speeds completion by using 





Double-Waterproofed 
CELOTEX INSULATING SHEATHING 


“Celotex Double-Waterproofed Insulating Sheathing has solved the prob- 


lem of after-rain delays for us. Its integral treatment and asphalt coating 


provide such excellent moisture protection that time lost due to wet 


weather is cut to a minimum. Celotex Insulating Sheathing ends another 


headache, too. Thanks to its double-waterproofing, it prevents harmful 


moisture and dampness from settling in the walls during construction.” 


George W. Miller, President 


Miller Homes, Inc., Detroit, Michigan 


Mr. Miller's experience is not unique. Hundreds 
of the nation’s builders tell of incidents equally 
gratifying. Clear-cut practical job advantages 
demonstrated by Celotex Double-Waterproofed 
Insulating Sheathing . .. make these top builders 
completely justified in their preference for this 
famous name in sheathing. According to an im- 
partial survey, architects, too, choose Celotex 


Insulating Sheathing . .. prefer it 2 to 1 over the 
next leading brand. 

The facts are these: Bigger sheathing volume, 
better profits—can be yours when you feature the 
brand both builders and architects prefer. Stock, 
display, promote Celotex Insulating Sheathing, 
now! The practical job advantages \isted below 
are the key to easier, faster sales. 


Check these big selling-features . .. yours only in 
CELOTEX DOUBLE-WATERPROOFED INSULATING SHEATHING 


1. Insulates and Weatherproofs as it builds. All 
at one cost. No building paper needed. 


2. Laminated for Extra Strength and rigidity. All 
Celotex 7542” Insulating Sheathing, both 4’ wide and 
2’ x 8’, is made of 2 plies, specially bonded. 

3. No Corner Bracing Needed to meet F.H.A. re- 
quirements, with 4 ft. wide, 7%2” thick Celotex Insu- 
lating Sheathing. Has approximately 30% greater 
strength than ordinary sheathing with let-in bracing. 
4. Goes Up 30% Faster. Easier to cut and fit. Up 
to 15% less waste. 


5. Excellent Base for Wood or Asbestos Shin-. 


gles. Use special methods or fasteners for direct ap- 
plication; or apply over Celotex Impregnated Backer 
Board. 

6. Double-Waterproofed. Outside, by protective as- 
phalt coating. Inside, by special treatment that coats 
the individual fibers. Yet has more than twice the vapor 
permeance advocated by government agencies. 


7. It is the Only Sheathing made of tough, strong, 
long Louisiana cane fibers — protected by the patented 
Ferox® Process from dry rot and termites. 


Feature the Brand Builders and Architects Prefer... 


CELOTEX 


Its double 


i waterproofed / 


U.S PAT oF 


INSULATING SHEATHING 
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THE CELOTEX CORPORATION, 120 §. LA SALLE ST., CHICAGO 3, ILLINOIS 
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TO SPEED LOADING at the construc 
tion site, a warehouseman applies steel 
strapping to a unit load of lumber 
Packaged loads cut unloading and 
checking time to a few minutes 


Strapped 
Lumber 
Cuts 


Handling 


Costs 


Ohio firm cites advan- 
tages of steel-strapped units 
in their operation. 


Faced with the problem of 
speedily handling large orders of 
framing lumber, Richard Flowers, 
manager, Home Materials Co., 
Mansfield, Ohio, borrowed an idea 
from the supermarkets and pack- 
aged its loads for easy unloading 
and checking. 

By using steel strapping to bun- 
dle orders at the yard, unloading 
and checking time has been cut to 
a few minutes. It is now possible 
for trucks to make four deliveries 
daily instead of two as previously 

and it takes only five minutes for 
one man to unload a lumber order 
weighing as much as six tons. 

Lumber is hand-loaded at the 
yard on flat-bed trucks equipped 
with crank-operated rollers mount- 
ed on the rear of the truck bed. 
Portable rollers, placed under the 
load before it is strapped, make it 
easy for one man to roll the load 
off the truck. At the construction 
site, unloading is handled by 
turning the crank which revolves 
the rear roller. 

The compact bundle is easily 
checked and hand-piling is elim- 
inated. Experience has shown that 
as much as 5% of a load can be 
lost through breakage, pilferage or 
mutilation. With strapped lumber, 
this loss is virtually eliminated. 
The binding also prevents the lum- 
ber from twisting and warping. 
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AT THE JOB SITE, driver Thomas J. 
Sherry, operates a crank which turns 
the rear roller. One man can easily 
unload as much as six tons of lumber. 








] 


J 





DUMPING THE LOAD, is a matter of 
driving the truck forward a few feet. 
The compact load can be checked eas- 
ily and the steel bands prevent break- 
age and pilferage. 
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‘nu-alume 


HARDWARE 


* INSTALL AYION de 


Of Woew MARDWAbE 


Get this tree display! V\eg ; 


See the Sargent Aluminum Line. Fee/ the smooth, quality 
finish! This aluminum hardware is molded, not die cast 
Non-rusting. Enduring as brass. Designed to harmonize 
with modern architecture but perfectly suited to the 
traditional. Backed by the Sargent uame! And priced 
to sell! 

Available in 3 handsome finishes: Bright Aluminum 
(AL) . . . Polished Brass (B) . . . Dull Bronze (OP). 


FREE! This attractive, self-selling display, includ- 

€ ing the merchandise. Each item is protected by a 

PAGES Sa rgent & Com pany plastic sheet over entire display. Call your supplier 
= feoon ® New York 

of Now NEW HAVEN, CONN. - Chicago 


Hardware of Character 


today. For full information, write us, Dept. 3G. 








McCloud Lumber Co. 


a a Executive Office 
4 900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
I | . 


Selling the Products of 
The McCloud River Lumber Co, 
McCloud, Calif. 


with a 


SCHUBERT 
PICKET 
CUTTER 





Turn those odds and ends of lumber into pickets— 
and profits! The Schubert Picket Maker points 200 
to 250 pickets per hour ... smooth finish . . . adjust- 
able for width. Light-weight and portable (38 lbs.), 
yet rugged and durable for years of service. Anyone = 
can operate ... prompt delivery. G é py f 


‘A / 
bilerbie 


Write Us For Complete Information! 








WESTERN 
SOFTWOODS PONDEROSA PINE 


H. A. SCHUBERT co. Machir S SUGAR (Genuine White) PINE 


DOUGLAS FIR WHITE FIR 


1212 Washington Ave Wilmette 


Buritpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 136) 
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GRADUATING CLASS of the Retail Building Supply Marketing Institute at 


North Carolina State College, Raleigh, 


after a concentrated two-week course. 


rhe institute was sponsored by the college in conjunction with the Carolina 


Lumber and Building Supply Association. 


Another class is planned for the fall. 





Toledo Lumbermen 
Form Hoo-Hoo Unit 

The new Toledo, Ohio, chapter 
of Hoo-Hoo recently elected Har- 
lan Miller, of the Starr Lumber 
& Coal Co., president of the group. 

The new 3l-man group received 
its charter at installation cere- 
monies conducted by the Detroit 
chapter. Ben Springer, Milwaukee, 
national secretary of Hoo-Hoo also 
attended. 

Other officers of the Toledo unit 
are: Donal Schultz, Fabrow Mfg. 
Co., vice-president; James Myers, 
Hixon-Peterson Lumber Co., treas- 
urer, and Gerald Harms, Dutt- 
weiler Lumber Co., secretary. 

Directors are: W. H. Sturdevant, 
of the Sturdevant Lumber Co.; 
John Thyer, of the Thyer Lumber 
Co.; Louis Held, Mayfair Lumber 
Co.; Ivan Holt, Bancroft Lumber 
Co., and Edward Wells, Wells Lum- 
ber Co. 


Coastal Bend Dealers 
Light First Candle 


Since it was formed in August, 
1953 the Coastal Bend Retail Lum- 
ber Dealers Association, Corpus 
Christi, Texas, has grown rapidly 
without having to stage a member- 
ship drive. 

The association was formed to 
consolidate the activities of lum- 
ber dealers in the coastal bend 
area of Texas. Fourteen retail and 
four wholesale yards in the Corpus 
Christi area agreed to underwrite 
the cost of the formation of the 
association for six monchs. 

Now the association consists of 
70 members with members in Cor- 
pus Christi, Robstown, Driscoll, 
Bishop, Kingville, Odem, Taft, 
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Woodsboro, San Antonio, Austin, 
Houston, Beeville and Alice. 

Officers are: LeRoy Roberts, 
Nueces Lumber Co., Corpus 
Christi; president; Phil Magee, Jr. 
Robstown Lumber Co., Robstown; 
vice-president; O. T. Nicholson, 
Nicholson Building Supply, Corpus 
Christi, secretary, and A. G. Engel- 
king, Engelking Lumber Co., 
Orange Grove, treasurer. Dick Wat- 
kins is executive secretary. 

The organization claims to be 
the only one with a bank president 
as treasurer. A. G. Engelking, who 
holds the job is president of the 
Orange Grove bank. 


Henrich Lumber Expands; 
Buys Sullivan Yard 


Henrich Lumber Co., Buffalo, 
N. Y., one of the largest lumber 
dealers in the area, announced re- 
cently it has purchased the C. F. 
Sullivan Co., a Buffalo wholesale 
lumber concern. 

The Sullivan Company will be 
operated as a subsidiary of Hen- 
rich and will be known as C. F. 
Sullivan, Inc. George H. Pearce, 
president of Henrich, said the 
acquisition of Sullivan will in- 
crease Henrich’s sales 15%, lifting 
its annual sales volume to about 
$7 million. 

Pearce will be president of the 
Sullivan Co. William Henrich, 
vice-president of Henrich, will be 
vice-president and secretary and 
Fred Henrich will be treasurer. 

The Sullivan concern has been in 
business for 25 years and has been 
operated by Cornelius F. Sullivan 
who is now retiring from the lum- 
ber business. The Sullivan com- 
pany deals primarily in white pine 
sales to retail dealers. 


Restrick, 70 Years Old, 
Paced Detroit's Growth 


Detroit’s oldest lumber firm— 
the Restrick Lumber Co.—recently 
celebrated its 70th anniversary. 
Founded in 1884, the business has 
been continuously operated by 
members of the Restrick family. 

The late R. C. Restrick, son of 
the founder succeeded his father 
as president in 1920 and held the 
office till his death in 1952. In 
April, 1952, W. C. Restrick, also a 
son of the founder was elected 
president. 


M. B. McLeod Dies in Little Rock 


Murray B. McLeod, 58, presi- 
dent of the Arkansas Lumber Co., 
Inc., Little Rock, Ark., and execu- 
tive secretary of the Arkansas 
Wood Products Association died in 
a Little Rock hospital recently. 

Mr. McLeod was a past president 
of the Arkansas Association of Re- 
tail Lumber Dealers, former vice- 
president of the West Side Pine 
Association, former director of the 
Southern Pine Association, a di- 
rector of the Southern Wholesale 
Lumber Association, and a member 
of the Concatenated Order of Hoo- 
Hoo. He had been a director of the 
Arkansas Wood Products Associ- 
ation since its organization and 
served as chairman of the legis- 
lative committee until he became 
executive secretary last January. 


The e 4 ani ciel 
UMBERMAN?S, 


 & BLOG 


P. Frank Herbst, who has been with 
the Berkshire Lumber Co., Pittsfield, 
Mass., for the past 35 years, resigned 
July 1 as a vice-president and director. 
Herbst expects to make an extended 
trip through the west and northwest 
after his resignation. 


Carleton A. Mixer who has been 
with Berkshire Lumber for 29 years 
has been elected to take Herbst’s posi- 
tion, according to an announcement by 
W. T. Butler, treasurer of the firm. 


The Consumers Lumber Co., Sioux 
Falls, S. D., announces that R. R. Han- 
son is now president, general manager 
and purchasing agent. R. G. May is 
vice-president and Helen A. Hanson, 
secretary-treasurer, 


J. E. Pennybaker, retail credit man- 
ager, Long-Bel) Lumber Co., Kansas 
City, Mo., retired recently after serv- 
irg the company 49 years. Pennybaker 
said that he plans to spend his time 
traveling and woodworking. 


William F. Icaak has recently been 
named zone manager of the Thompson 
Yards, Aberdeen, 8S. D., to succeed J. J. 


(continued on page 94) 
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HOW TO BUILD MORE 
SALEABLE SPACE INTO HOMES 


Write today for 
FREE 
BESSLER 
CATALOG 
showing how 
easily and 
economically 
| you can use 
, | BESSLER 
_ | DISAPPEARING 
| STAIRWAYS 
(7 Models) 
$3 to assure more 
cubic feet per 


ildi Ilar! 
IMMEDIATE building dollar 
DELIVERY “ 


assured on all models! 


THE BESSLER DISAPPEARING STAIRWAY CO. 
1900-B East Market Street, Akron 5, Ohio 














BUSS No. 41 PLANER 


PERFECT CHOICE FOR 
LUMBER YARDS 
and SMALL SHOPS! 





A MEDIUM size, wedge-adjusted planer 
which is widely used in nearly all 

phases of the wood-working industry 

Equipped with sectional feed roll, sec- 

tional chip-breaker and four driven 

rolls which permit planing pieces of 

varying thickness without danger of 

kick-back. Has built-in knife 

grinder, variable speed, in- 

stantaneous control of lower 

rolls, instantaneous mi- 

crometer control of 

pressure bar, shearing 

bar and other 

highly desirable 

features. Sturdy, 

semi-steel cast 

frame. Capacity: 

24", 26" or 30" x 

8. A real pre- 

cision, production 

machine at mod- 

erate price. Write 

for descriptive 

bulletin—No. 54. 


BUSS 


MACHINE WORKS 


238 EIGHTH ST., HOLLAND, MICHIGAN 


ButLp1nc Propucts MERCHANDISER 


build-in 
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: ee the demand fer 
Trouble Free BASEMENT and 
UTILITY WINDOWS 


Neither you nor your custom- 
er will get “stuck” when you 
sell trouble-free Donley base- 
ment and utility windows. 


These units are made of %- 
inch hot rolled steel and are 
equipped with two position 
stops. The sash is designed 
for glazing with or without 
putty and features a positive 
locking mechanism. The utili- 
ty window, with a removable 
upper sash, is widely used in 
shops, garages, storerooms 
and basements. In addition, 
screens are available for 
both types. 


Constructed 
with minimum 
parts for easy 
installation. 


Stock the best for your cus- 
tomers . . . sell non-sticking 
weather-tight Donley base- 
ment and utility windows. 


All corners 
electrically 
welded for 
added 
strength. 


Write today for free 
catalog “Donley Devices” 


DONLEY PRODUCTS 
IMPROVE THE HOME 








(To obtain more data on advertised products see page 136) 


2023-DB 


THE DONLEY BROTHERS COMPANY 
13928 MILES AVENUE 7 CLEVELAND 5, OHIO 
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Mack who was killed last January. 
Isaak managed the Freeman, S. D. 
yard previously. 


Richard Cerrone and Manuel Rego 
recently established the Genesee Super 
Market Lumber Co., at Cheektowaga, 
N. Y, 


John Lobuglio has established the 
Lobuglio Builders Supply Co. at Buf- 
falo, N. Y. 


Robert F. Blum has become asso 
ciated with the Marquette Lumber Co., 
Inc., South Bend, Ind., as manager of 
Willoughby-Cleveland, Ohio, office of 
Marquette. Blum will sell hardwood 
and softwood lumber throughout the 
Cleveland area to retail and industrial 
accounts. Previously, Blum was with 
the Blum Lumber Sales, Willoughby, 
Ohio, 


Owen “Bud” Erichsen, second man 
at the Hayes-Lucas Lumber Co., Stew- 
artville, Minn., for several years is 
now the manager of the firm’s yard at 
Waltham, Minn. Wayne Denny suc- 
ceeds Erichsen. 


In anticipation of an increased 1954 
sales volume, president Lloyd Fradet 
of the Kelly-Fradet Lumber Co., East 
Longmeadow, Mass., has announced 
the promotion of Stewart Swain to 
sales manager and the addition of 
Lawrence Sullivan to the sales staff. 
Swain has been on the sales staff for 
the past three years. 





Obituaries 


ELMER J. SEMON, 66, president of 
the Treat-Nantke Lumber Co., North 
Tonawanda, N. Y. died recently in his 
home after a long illness. He began 
his career as a lumber inspector more 
than 50 years ago, and was president 
of Treat-Nantke since its reorganiza- 
tion in 1941, 


H. A. THOMAS died last month in 
Oskaloosa, Iowa, after a prolonged ill 
ness. Born in Shopiere, Wis., in 1871, 
he came to Oskaloosa in 1908 and 
worked for the Green Bay Lumber Co. 
When the yard was sold in 1913 he 
joined the Kalbach Lumber Co. and 
was with that company till he suffered 
a stroke last fall. 


C, JOSEPH NEWMEYER, 51, presi- 
dent, C. J. Newmeyer Lumber Co., 
Rahway, N. J., died of a heart attack 
in Tueson, Ariz., where he had lived 
the last five years. He owned a cotton 
plantation at Casa Grande, Ariz. He 
was a member of the New Jersey Lum- 
bermen’s Assn. 


JOHN W. MORGAN, 50, who oper- 
ated the Morgan Lumber Co., Pitts 
field, Pa., died March 24. He was a 
member of the National Hardwood 
Association of America and the Lum- 
bermen’s Association. 


HARRY W. VANDERHOOFP, 76, re- 
tired Pacific Northwest lumberman, 
died in a Bellingham, Wash., hospital 
last month after a two-year illness. 
Mr. Vanderhoof began his career with 
logging companies and mills in the 
Bellingham area in the early 1900's. 
He was a partner in Balecom & Vander- 
hoof, a Seattle logging firm, for many 
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Middle Atlantic Stages Credit Clinics 


ss 
r. 


DISCUSSING CREDIT and collection problems, Pennsylvania dealers listen to 
clinic moderator, Charles Graff, assistant secretary-treasurer of the Middle 


Atlantic Lumbermens Association. 


Realizing that although selling 
is competitive, a sound credit pro- 
gram benefits everyone, dealers be- 
longing to the Middle Atlantic 
Lumbermen’s Association recently 
attended clinics sponsored by their 
association to discuss mutual prob- 
lems on credit and collections. The 
one-day clinics were held during 
the month of May in the associa- 
tion’s nine trade areas. 

One idea was expressed at every 
clinic: consumer purchases are 
made in greatest volume where it 
is easiest for customers to pay for 
what they buy. Dealers were told 
that’s the reason for the wide- 
spread use of credit from the old- 
fashioned “put it on the cuff ’till 
payday” attitude of customers, to 
modern methods that range from 
lay-away plans to Title I loans. 

Each member of the association 
attending the clinic received a 
complete, especially prepared 
credit and collection portfolio that 
could be put to immediate and 
profitable use. The outline of in- 
struction included: 

1. Credit conditions 

(a) Watch and carefully 
study credit and collec- 
tion trends. 

(b) Analyze credit problems 
and solutions. 


2. Definition of credit terms 
3. How to open a credit account 
(a) How to interview the ap- 
plicant. 
(b) How to obtain applica- 


tions for credit. 

How to investigate and 

analyze risks. 

How to accept or decline 

applications. 

How to handle emer- 

gency charge tickets. 
(f) Credit ‘‘don’ts’”’ when 

opening an account. 


How to control your credit 

accounts 

(a) Filling out the credit ap- 
plication. 

(b) Evaluating the 
applicant. 
Bookkeeping for credit 
control. 

Age analysis of charge 
accounts. 
Returned goods, 
plaints, check 
and adjustments. 

(f) Credit sales promotion. 

(g) Credit policies. 


credit 


com- 
cashing 


How to collect accounts re- 
receivable 
(a) Fundamentals of collec- 
tions; 
(1) Collection policies. 
(2) Follow-up policies. 
Collection tools and 
methods; 
(1) From statements to 
telegrams. 
(2) Collectors and out- 
side agencies. 
Rehabilitating past-due 
accounts. 
Retail credit 
sources. 


reference 





years before the first World War. He 
was associated in the Wesley Lumber 
Co. in British Columbia in the late 
1920’s and tie Vanderhoof & Libby 
Shingle Mill, Seattle, from 1932 to 
1937. He is survived by his wife, four 
sons and eight daughters. 


GEORGE M. ROGERS, 72, vice 
president in charge of sawmill opera- 
tions for E. L. Bruce Co., died recently 
at a Memphis hospital after a year’s 
illness. Joining the Bruce organization 


in 1921 as a yard foreman, he later 
served as manager of the Prescott, 
Ark.., and Bruce, Miss., plants. He 
was elected vice president in 1947. 
Active in civic affairs, Mr. Rogers was 
a former mayor of Bruce. He is sur- 
vived by his wife, mother, three sisters 
and two brothers. 


ROBERT B. WALDEN, 57, superin- 
tendent of the Pacific Lumber Inspec- 
tion Bureau, British Columbia division, 
died from a heart attack in Vancouver. 
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Bu ILDING 


ut, a 
DODGE‘: ” TRUCKS 


aA 


BETTER DEAL 


Propucts MERCHANDISER 


Never before in history has there been a truck engine like 
this! The new Dodge truck Power-Dome V-8 gets full power 
from regular gas, offers more miles to the gallon, operates at 
higher efficiency than any other mass-produced V-8! See 
your dependable Dodge truck dealer today! 


Features of the future. . 


Exclusive V-8 Power- 
Dome Combustion! 
Unique dome-shaped 
heart of the Dodge 
truck V-8 develops 


more energy, expands ¢ 


gases more fully, 
wrings more power 
from every drop 
of fuel! Means top 
power now and for 
years to come! 


FOR 


THE 


MAN 


Thrifty-powered Dodge 
truck 6's, too! 
Famous - for -economy 
6's also are found 
throughout the Dodge 


. found only in Dodge today! 


truck line. Twin 99 >%) 


carburetion and in- * 


creased horsepower 


on many Dodge truck > 


Sixes! Known every- 
where for depend- 
ability. 


AT THE 


WHEEL 


(To obtain more data on advertised products see page 136) 















































PERFECT PLAN FOR OUTDOOR BEAUTY 


Here’s a home with an ideal setting to make 
outdoor beauty a part of family living. Archi- 
tect Donald Grieb has used Andersen WIN- 
DOWALLS to accomplish this purpose effec- 
tively. You can do the same with WINDOWALLS 
in the homes you plan or build. Yes, Andersen 
WINDOWALLS, like these Gliding Window 
Units, capture outdoor beauty, flood the 
home with sunshine, bring in plenty of fresh 
air. Yet they’re weathertight to serve as an 
efficient wall to wet or wintry weather. They’re 
both windows and walls. They’re Andersen 
WINDOWALLS... precision engineered of toxic- 
treated, insulating wood. 


For more information see your WINDOWALLS 
distributor or write Andersen Corporation, 
WINDOWALLS are now distributed throughout 
the United States including the West Coast. 


“TRADEMARK OF ANDERSEN CORPORATION 


ndersen 
indowalls’ 


COMPLETE WOOD WINDOW UNITS 


Andersen Corporation 


BAYPORT 


» MINNE 


OTA 








MANUFACTURERS IN THE NEWS 





NEW LOOK IN SHOWROOM for automobiles is depicted in this picture of Bates 


Chevrolet Co., Springfield, Il 


Walls and counter fronts are made of decorative 


3ea Swirl manufactured by the Associated Plywood Mills, Eugene, Ore 


Two Armstrong Tiles Get 
Surprise 10% Discount 


To combat what is called “under- 
cover competitive pressures in the 
asphalt tile industry”, Armstrong 
Cork Co., Lancaster, Penna., re- 
cently slapped a 10% special dis- 
count on its standard asphalt and 
service gauge Excelon tiles. The 
surprise move was made two days 
after Armstrong issued its sea- 
sonal list that continued prices 
unchanged in most of its lines. 

The company said it is prepared 
to take still more drastic corrective 
action if necessary. In a letter to 
the trade, H. Dorn Stewart, Arm 
strong’s manager of contract and 
resilient tile sales said: 

“For some time we have recog- 
nized the growing trend toward 
special prices, off-the-record deals 
and unpublished discounts in the 
asphalt tile industry. 

“While we have had relatively 
little difficulty in demonstrating 
that our quality advantages offset 
the differential between published 
prices of our competitors and those 
of our own, we can no longer 
ignore the undercover competitive 
pressures in the industry today. 

“In any such situation, dealer 
confidence in the validity of pub- 
lished price suffers and the effect 
on the growth and development 
potentialities of the industry is a 
demoralizing one.” 

Stewart said that Armstrong be 
lieves in maintaining the integrity 
of published price as the only basis 
of assuring our dealers an equality 
of competitive opportunity. All 
sales will be invoiced on the basis 
of the new list with the 10% 
special discount. 


“We have every confidence,” 
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Stewart said, “that at some time 
in the near future the special 
discount plan will be withdrawn. 
It is quite possible that more dras- 
tic corrective action may be in- 
dicated to offset the competitive 
pressures referred to; and should 
such action become necessary, we 
are prepared to move promptly and 
decisively without the delay of 
printing new lists. 


Enlarge Leonard Facilities 
To Produce New Jalousies 


R. B. Leonard, Inc., Miami, Fla., 
manufacturer of aluminum awn- 
ing windows, will move into its 
new, enlarged plant early this 
month. 

R. B. Leonard, president of the 
firm, also announced that pro- 
duction would start on two new 
jalousie window designs. One is a 
seven-inch louver glass jalousie 
with a 7/8” overlap, giving in- 
creased strength and sealing sur- 
face. In laboratory tests this win- 
dow withstood wind velocities up 
to 120 MPH with a zero wind in- 
filtration factor. 

The second new window, is a 
four-inch glass jalousie with heavy 
63ST5 aluminum frames. This win- 
dow has also received approval at 
the hurricane testing lab. 


Delta Heating Expands Plant 


With its entry into the cooling 
field, the Delta Heating Corp., 
Trenton, N. J. manufacturers of 
domestic and commercial furnaces, 
is enlarging its present plant 50% 
to accommodate new products. 

The new plant will be added to 
its present factory. This is Delta’s 
first expansion in Trenton, where 
they originally located in 1951. 


Manufacturers Organize 
Western Red Cedar Group 


Twelve manufacturers of west- 
ern red cedar lumber from Wash- 
ington and British Columbia re- 
cently formed the Western Red 
Cedar Association to promote the 
sale and wider use of siding and 
lumber made from this unique 
wood. 

Temporary headquarters have 
been established in the Stuart 
building, Seattle, Wash. Candi- 
dates for the association manager 
position are being interviewed for 
their qualifications by the new 
group. 

R. M. Ingram, president, E. C. 
Miller Cedar Lumber Co., Aber- 
deen, Wash., was elected presi- 
dent of WRCA. D. Johnson, 
Flavelle Cedar Ltd., Port Moody, 
B. C., was named vice-president 
and J. A. McCrory, Seattle Lumber 
Mfg. Co., was elected secretary- 
treasurer. 

Two other cedar manufacturers, 
William Hulbert, Jr., William Hul- 
bert Mill Co., Everett, and Frank 
Pendleton, B. C. Forest Products 
Co., Vancouver, together with the 
three officers, form a five-man ex- 
ecutive committee. 

Twelve cedar manufacturers 
make up the original incorporating 
group, they are: Aloha Lumber 
Corp., B. C. Mfg. Co., Flavelle 
Cedar Ltd., William Hulbert Mill 
Co.. MacMillan & Bloedel Ltd., Mc- 
Donald Cedar Co., E. C. Miller 
Cedar Co., Nalos Lumber Co., Nor- 
wood Lumber Co., Ltd., Northwest- 
ern Lumber & Mfg. Co., and Seattle 
Lumber Mfg. Co. 

Other mills handling red cedar 
are showing an interest in joining 
the association. 


Mac Arthur Named 
Bildrock President 


Roger Mac Arthur, recently of 
Buffalo, N. Y., has been elected 
president of American Bildrock 
Co., Chicago building materials 
manufacturers, it was announced 
by William Wood Price, chairman 
of the board. . 

Mac Arthur has a background 
of 20 years experience in the build- 
ing materials field. For the past 
three years he has been special 
products engineer in the research 
division of National Gypsum Co., 
Buffalo. 

During the year 1930 to 1951, 
with the exception of five years 
Army service as a colonel, he was 
in the research division of Phillip 
Carey Manufacturing Co., Cincin- 
nati, producers of asphalt and 
asbestos building material. Follow- 
ing World War II he was named 
assistant director of research with 
Carey. 

(continued on page 100) 
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The Right FLUSH DOOR 
to Meet Your Needs 


3 y Te 


BEAUTIFUL 
LINES FLUSH DOORS 


EACH AT LOWEST COST IN IT’S PRICE CLASS 


ADMIRAL 


made from A-Select Birch 


COMMANDER 


made from Stain Grade Birch 


CHIEF 


made from Paint Grade Birch 
Top Quality Construction and Finish 


WIRE, PHONE, WRITE TODAY 
FOR INFORMATION - - PRICES 


GRAND TRAVERSE SALES 
wmmcn COMPANY 


MICHIGAN 
TWK BIRMINGHAM 500 
TEL. SUTTONS BAY 61-71-92 TEL. MIDWEST 4-3450-1-2-3 


SUTTONS BAY 
MICHIGAN 








“WEDGE-RITE” 


OVERHEAD ‘coor SETS 


WAYS BETTER! 


. Offset Track 4. All Stendord 
4 Graduated Hinges Single & 2-Car 
3. Electro-Galvanized Sizes 


Finish 5. Amasing Low Prices 


=> 9 = 


There's a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8'x6'6" toe 
9'x7', two-car sizes from 14’x7’ to 16’x7’ and commercial 
sizes range from 9’x9’ to 20’x12’. . . for all doors 1%” 
or 1%” thick. 








Superior ‘“WEDGE-RITE” door sets have all premium fea- 
tures yet are competitively low priced! 


DOOR SECTIONS! Truck load or carload lots 


in stock sizes. Kiln dried, Douglas Fir, dowel 
construction. Lowest prices! 





WRITE FOR FULL INFORMATION 
AND PRICES! 


tHe DOR-SET 


CORPORATION 
1641 N. OLDEN AVE. EXT., TRENTON 8, NEW JERSEY 





GALVANIZED METAL 
BUILDING CORNERS 


e for the teb/ 


There's a Kees building corner tmade espe- 
cially for the job, whether the construction 
is of wood or of hardboard siding. 


Made of 28 gauge zinc coated steel, Kees 
corners make possible that “mitred look” 
without the slow, expensive work of cutting 
and fitting the ends of the siding. Metal 
corner Is unnoticed after building is painted. 


Lower flanges overlap and make tight 
joints. Joints can’t pull apart, and moisture 
can't rot the corner because It Is completely 
covered 


Sizes and patterns available for all widths 
and thicknesses of lap siding and various 
patterns of drop siding, in addition to sizes 
made especially for hardboard. 


ORDER FROM YOUR JOBBER 
Write P.O. Box 534 for Free Catalog 


F. D. KEES 


* BEATRICE 


MEG. CO. 


NEBRASKA 
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DS, 
EVERY MAN WHO i 
Buys OR uves IN A Ol 
CAN BE SOLD 


MIDGET LOUVER 


Because every home every- 
where is expesed to the menace of 
moisture, the Ingenious Midget Louver 
is an easy (and profitable) product to 
sell. Installed at roof paren ne gables, 
eaves, sidewalls, unexcavated areas or 
wherever there are danger spots, 
Midget Louvers provide proper venti- 
lation—permanently protecting against 
the damage of condensation. Moisture 
blister of paint is virtually elimi- 
nated; the efficiency of insulation is 
maintained; rot is prevented, because 
dry wood dees not decay. These rust- 
proof all-aluminum ventilating units 
are quickly installed by anyone; just 
drill a hole and push in place. They 
protect for life, without attention. 
Write for full details. 

Midget Louvers ore made in 7 sizes (1” to 
6")—with and without rain deflectors 
All ore screened to keep out insects 
The aluminum louver is the original lou- 
ver. Don’t accept “second best’ substitutes! 
We're telling and onne your customers 
on Midget Louvers in oll these notional 
magazines: Popular Mechanics, Popular Sci- 
ence, Better Homes and Gardens, American 
Home, House and Garden, House Beautiful. 


“A House That Breathes is a Better House” 


MIDGET LOUVER CO. 


6 WALL STREET +. NORWALK, CONN 


Quick and easy to pes 
Just drill a Tae ond 


in place. No nails or ie 
needed. 


ore 
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SPECIALTIES 


QUALITY at the RIGHT PRICE 
to BUILD BETTER — SELL BETTER 


TT 


WALL TIES—6"' & 7" x %"' heavily galvanized 
steel — deeply corrugated for extra strength 
Uniform size and gauge with proper size 
nail holes. 


SIDING CORNERS — 
All Types and Sizes 
Available These cor- 
ners assure weather 
tight fittings, improve 
appea:ance, and 
speed construction 


FOR LAPP OR = 
SIDING in %" 
%'' and Me 


Any length from 4 >» 16 
plated steel 


aluminum or 


CEDAR SHINGLE OR 
INSULATED SHAKES 


in 12" and 14%" length 
with clip at base to keep 
metal against siding, alu- 
minum 


ALUMINUM WITH 
BAKED-ON FINISH 


to match colored asbestos 
siding 


JOIST 

HANGERS 
to join end of joist to 
beam or girders. 
2'’x6"" - 6 - 10°" - 12” 
3’'x6"' - 8° - 10°" - 12” 
et’ Fs se 
o x5 8" - 10° - 12” 


DOOR GRILLES 


Protective, durable alu- 
minum door grilles 
completely anodized 
assuring long lasting 
brilliance complete 
range of styles and 
sizes 








THEY ARE PRICED 
RIGHT 


YOUR 


FOR Ouary AT THE RIGHT PRICE ASK 
WHO R CK METAL 


BUILDING SPECIALTIES 


YECK MANUFACTURING COMPANY 
DUNDEE, MICHIGAN 


100 





(To obtain more data on advertised products see page 136) 





MANUFACTURER’S NEWS 


(begins on page 98) 





New Firm Name: Ohio Lime 


The Ohio Hydrate & Supply Co., 
Woodville, Ohio, announces that 
it has changed its name to the Ohio 
Lime Co. 

Since it was founded in 1916 it 
has gone under its old name, but 
at a recent stockholders meeting 
it was decided to change it to one 
which more closely describes the 
manufacturing activity of the 
company. 

The change is one in name only 
and in no way effects ownership or 
management of the business. 


¢ A! ie 

i eg F 

CONSUMER DEMAND for materials 

simulating those found in the outdoors 

was a factor in the development of 

this new Woodtone asphalt tile by the 

Armstrong Cork Co. The directional 

brushstroke graining simulates actual 
wood flooring—even to the knots. 


Carey Vapor Barrier 
Withstands Fire Test 


Long before the $40 million Gen- 
eral Motors automatic transmis- 
sion plant at Livonia, Mich., was 
destroyed by fire, research engi- 
neers of the Philip Carey Maf. Co., 
Cincinnati, were working on the 
development of a fire-resistant as- 
bestos-plastic vapor barrier for 
built-up roofs. 

Research was stepped up and 
the Carey project was given top 
priority when a report by the Na- 
tional Fire Protective Association 
revealed that among the contrib- 
uting factors to the GM loss was 
the type of roof construction. 

According to the NFPA report 
of the Livonia fire, asphalt used 
in the vapor barrier melted and 
was forced through the joints in 
the steel deck by volatile gases. 
Melting, dripping asphalt released 
volatile gases, contributing to the 
spread of flames and creating 
dense, choking clouds of smoke 


July 12, 


which hampered firefighters. 

Recent tests of the new fire-re- 
sistant vapor barrier Fire-Chex in- 
dicate that the research work is 
now complete. Carey has brought 
the industry a fire-resistant vapor- 
barrier that effectively prevents 
the spread of fire. 

Tests of Fire-Chex at the Carey 
research lab were witnessed by 
architects, engineers, insurance 
representatives and others. These 
tests indicated that the new Carey 
fire-resistant vapor barrier for 
built-up roof construction checks 
the melting and flow of asphalt 
through joints in the steel roof 
deck when exposed to intense fire 
from the underside. The materials 
used in the manufacture of the 
Carey vapor barrier do not melt 
or flow under heat, but instead 
form a skeletal mat that remains 
in place and blocks melted asphalt 
from flowing through the joints. 

Officials of the Carey Mfg. Co., 
pointed out that Fire-Chex asbes- 
tos-plastic vapor barrier is only 
slightly higher in total applied 
cost than the conventional asphalt- 
and-felt type vapor barriers. It can 
be specified for use with any type 
built-up roof over steel, including 
10,15 and 20-year bonded roofs. 
Approval for use over decks other 
than steel is expected shortly. 


The vapor barrier weighs 60 
pounds per square and is made up 
in rolls 38 feet long and 36 inches 
wide. Complete specifications and 
performance data are now avail- 
able from the manufacturer, 
Philip Carey Mfg. Co., Lockland, 
Cincinnati, 15, Ohio. 


Formica Cement Aims for 
Do-It-Yourself Customer 


Formica Contact Bond Cement 
makes it possible for Formica to 
be installed on the job or by the 
handy-man on a_ do-it-yourself 
basis, according to F. C. Walter, 
sales manager of the decorative di- 
vision. 

“The development of the cement 
makes the beauty and durability of 
Formica available to millions of 
budget-minded individuals,” says 
Walter, “and more people will be 
able to benefit from the application 
in their homes, schools, hotels, res- 
taurants and public buildings. 

“Formica fabricators have in- 
stalled by far the greater percent- 
age of Formica now in use, and no 
doubt they will continue to do so,” 
he adds. “However, the importance 
of the do-it-yourself market was 
recognized with the Formica ce- 
ment.” 

A booklet entitled “Here’s How 
You Can Install Beauty Bonded 
Formica” and literature on the 
new cement is available. Write 
Formica, Cincinnati 32, Ohio. 
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Master Lock Expands 
To Increase Production 


Completion of a major expansion 
of Master Lock Co. plant facilities, 
increasing padlock production one- 
third was announced recently by 
Samuel Stahl, president of the Mil- 
waukee firm. 

The company’s third major ex- 
pansion since 1939 included ad- 
ditions of two, four-story sections. 
This new space brings the fac- 
tory’s total floor space to 216,000 
square feet and will house the 
firm’s enlarged cylinder, plating 
and packing departments. 


Week-End Decorator 
Handbook Published 


The Week-End Decorator’s 
Handbook, together with the “Col- 
orful Bedrooms” portfolio and the 
set of “Colorful Bedrooms” post- 
ers, is the biggest package of paint 
merchandising material ever of- 
fered to the paint industry. They 
are all a part of the 1954 Week- 
End Decorator campaign spon- 
sored by Archer-Daniels-Midland 
Company, Minneapolis. 

Contained in the handbook’s 68 
pages and 224 photos are instruc- 
tions for every phase of painting 
which the homeowner will run 
across: indoor painting, how to 
paint a door, window frames, out- 
door painting, curbing rot damage, 
removing old paint and varnish, 
how to select and care for paint 
brushes—these are just a few. 

Archer - Daniels - Midland is a 
supplier of paint ingredients but 
does not manufacture paint. The 
Week-End Decorator campaign is 
sponsored by ADM as a service to 
the nation-wide paint industry. 


Moe Light Appoints Two 


Leonard V. Martikonis has been 
named advertising manager and 
Frank J. Marriett has been ap- 
pointed product development and 
illuminating engineer of the Moe 
Light Div., according to Verrall 
Moe, vice-president of Thomas In- 
dustries, Ft. Atkinson, Wis. 

Martikonis came to the company 
from the Burgess Battery Co., 
Freeport, Ill., where he managed 
the advertising, promotion and 
publicity activities. 

Prior to his appointment, Mar- 
riett was a design engineer for the 
Moe-Bridges Corp., Sheboygan. He 
has had an extensive background 
in the field of illumination and is 
active in the Illuminating: Engi- 
neering Society. 


(continued on next page) 
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Make extra sales with 


SPACEMASTER 


the ‘‘do-it-yourself’’ 
folding door! 


Check all the sales-making 
reasons your customers go for this 
quality folding door 

You'll see why more and more 
dealers are sweetening their profit 
margins with SPACEMASTER— 
the fastest selling folding door on 
the market. 








Here’s why: 


it’s low in cost... lowest in history of quality folding door, even with 
your full markup. 


It's easy to install... takes about fifteen minutes...needs no special tools. 


It’s easy to decorate...can be slip-covered—or painted with any good 
rubber-base paint. 


it saves space...no area lost to door swing. 


Fits almost any standard opening... three heights; 6’ 6’, 6’ 842” and 8’ 0”. 
Three maximum widths; 2’ 6”, 3’ 0” and 4’ 0”. Doors can be used as 
pairs. 


It’s a Nationally Advertised Quality Product—made and backed by the 
makers of famous Modernfold doors. 
Get full details from your Modernfold distributor—or mail coupon. 


NEW CASTLE PRODUCTS, INC., New Castle, Indiana - Montreal 6, Canada 


SPALCEMASTER 


jmoore er ee EE EO OO Oe 


“ey 
New Castle Products, Inc. | foldi g doors 
P.O. Box 982, New Castle, Indiana | 


Gentlemen: Give me full information on Spacemaster doors. | Y 





| 

| 

Be. 

| / ® 
| modernfold 

| ; 

| / 

no 

| 


COP. 1954 NEW CASTLE 
———— PRODUCTS, INE 
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ALUMINUM 
SCREENS 
for wood and 
metal windows 














Manufactured to the Window Industry's highest 
standard in the large, modern Warren plant. 
Requests for samples honored when made upon 
your letterhead. Write Dept. A-10 for color 
catalog. Warren field engineer available for 


consultation on special problems. 


@ SPECIAL ORDERS @ 


Our engineering department available for devel- 
oping special roll-formed sections, hardware 


and weather-strip to customer specifications. 


3701 N. W. 
MIAMI, 


Sist STREET, 
FLORIDA 
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Manufacturers Announce 


Bostwick Steel Lath Co., Niles, Ohio, 
recently announced the appointment of 
two new representatives in the mid- 
west—John E. Meroney and Howard 
T. Cross. The two men will make their 
headquarters in St. Louis and will rep- 
resent Bostwick in the territories ad- 
jacent to St. Louis, Kansas City, Nash- 
ville, Memphis, Louisville, Des Moines, 
Indianapolis and Evansville, Ind. Cross 
and Meroney, both well known in the 


Cross Meroney 
territory, have 47 years experience in 
the industry between them. In addition 
to calling on dealers, they will also 
contact architects, general contractors 
and plastering contractors. 


Appointment of N. C. Gianakos as 
assistant general sales manager of 
Virginia Metal Products, Inc., was an- 
nounced by R. M. Drysdale, president 
of the Orange, Va., metal fabricating 
firm, a subsidiary of Chesapeake In- 
dustries, Inc. Gianakos’ training and 
experience in sales, production and in- 
stallation and his background of cus- 
tomer’s requirements will help coordi- 
nate and continue to improve customer 
services. Formerly, Gianakos was chief 
estimator and more recently manager 
of production planning. He has been 
with Virginia Metal Products since 
1946, 


The Rubberset Co., Newark, N. J., 
manufacturer of paint brushes and 
paint rollers, has assigned Willard D. 
Wahlstrom to its national sales force. 
He will cover a territory which in- 
cludes Wis., Minn., N. D., S. D. and 


Wahlstrom R. C. Jones 


parts of Iowa. For the past eight years, 
Wahlstrom, a native of Minneapolis, 
has been associated with hardware and 
related fields as a sales representative. 


De Walt, Ine., Lancaster, Penna., 
manufacturer of cutting machinery for 
wood, metals and plastics, has named 
Raymond C. Jones a district sales man- 
ager. His territory will include Arkan- 
sas, the southern half of Illinois, the 
southwestern part of Kentucky, the 
northern half of Mississippi, the south- 
eastern portion of Missouri and Ten- 
nessee. Prior to joining De Walt, Jones 
was manager of the hardware and 
housewares department of the Fenway 
Department store in Amarillo, Texas. 
Previous to this he was department 
manager for Sears and also Montgom- 
ery Ward, 


Consoweld, Wisconsin Rapids, Wis., 
recently appointed Edward A. Terhune 
as advertising and sales promotion 
manager, according to an announce- 
ment by John A. Davies, sales man- 
ager. Previously he was assistant 
manager of advertising and sales of 
Consoweld. Before joining the Consol- 
idated water Power and Paper Co., he 
was general manager of the General 
Vending and Machine Corp., Chicago. 





Correction 


In the June 28, 1954 issue of 
American Lumberman captions for 
these two pictures were inadvert- 
ently transposed. They should have 
been captioned as shown here. 


ERNIE WORRELL, left, manager, 
Newcomer Lumber Co., Beech Grove, 
Ind., presents a combination tool chest 
and utility stool to Robert J. Myers, 
Indianapolis, who had a 100% attend- 
ance record at the Mr. and Mrs. Fix-it 
school. 


ROBERT N. KELLY, right, of M and 
M Woodworking Co., newly elected 
president of the Fir Door Institute, 
discusses promotion plans with the in- 
stitute’s managing director, James F. 
Fowler, at a recent meeting in Ta- 
coma. 
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Underwriters Approve 
Clark LPG Fork Trucks 


Underwriters’ Laboratories has 
granted its first approval and list- 
ing for a fork-lift truck powered 
by liquefied petroleum gas (LPG) 
to Clark Equipment Company’s 
Carloader model. 

The LPG Carloader is a standard 
model fork truck in 3,000 to 5,000 
pound capacities factory-modified 
for LPG operation. Installation of 
a compact, field-tested fuel unit 
and relatively minor. engine 
changes adapt the gasoline-pow- 
ered fork truck for LPG. 

LPG is normally a mixture of 
butane and propane under pres- 
sure and is a desirable fuel be- 
cause it burns clean without giving 
off any obnoxious fumes. 

“Industry has long recognized 
the desirability of LPG-powered 
fork lift trucks, especially for in- 


LPG TANK, behind driver, is easily 
removed for refilling in a matter of 
minutes 


door operations,” said W. E. Schir- 
mer, vice-president of Clark Equip- 
ment Co. “Warehousemen have 
frequently objected to the irri- 
tating exhaust fumes from gaso- 
line-powered machines. With LPG, 
the fumes, if any, are colorless 
and odorless.” 

“Widespread application of LPG 
for fork trucks was held up until 
a system could be devised that 
would meet Underwriters’ Labora- 
tories standards of operational re- 
liability and safety. The fact that 
the Carloader has met UL re- 
quirements should give great im- 
petus to wider use of LPG-powered 
fork lift trucks.” 

To refuel the LPG Carloader, the 
fuel tank is removed in a matter 
of minutes and simply hooked to 
the LPG storage unit and fuel 
pumped in. A hand pump can be 
used effectively. 

For detailed information write 
Clark Equipment Co., Battle Creek, 
Mich. 
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~B.F.Goodrich 


FLOOR TILI 


Sell Your Customers 


THE ONE 
FLOOR TILE 
WITH THESE 


DEFIES DESTRUCTION: 


Developed and perfected by 
B. F. Goodrich Co. — originators 
of flexible vinyl plastics. 


@ It’s so easy to install 


@ Comes in a special 80 gage 


thickness for home use 


® 18 beautiful colors 


In fact, B. F. Goodrich Koroseal 
Vinyl Floor Tile has all the 
qualities customers ask for . . . 
that’s why it’s so easy and 


profitable for you to sell! 


For sales literature write to: 
Dept. L7, B. F. Goodrich Co., Flooring Division, 
Watertown 72, Mass. 


RUBBER TILE - ASPHALT TILE ~ KOROSEAL TILE « RUBBER COVE BASE - ACCESSORIES 
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STANLEY 
y= [0] ele] es -4 4-8 
sliding re foleo]s 
at-lacha cela 


: = \ 
as 
~~ 


In demand in 2 ™atke tg 


1. THE NEW HOME MARKET 
2. THE USED HOME MARKET 


Stanley “Budgeteer” Sliding Door Hard- 
ware strikes two profitable markets right 
down the middle! 

Complete package! Unit sale! Builders 
and home owners agree. Easy to install 

. only a rule, pencil and screwdriver 
are necessary. 

Packaged sets are available for any 
door width and thickness . made 
up for single-door or 2 and 3 by- 
passing doors. To help you sell more 
“Budgeteer”, an attractive, 1342” x 
10” working model — an in-action 
display of “Budgeteer” Hardware for 

your counter is 
available. See 
your distributor 
Sor write The 
} Stanley Works, 
127 Lake Street, 
New Britain, 
Connecticut. 


Write us for free NEW 
Catalog, “Cabinet Hard- 
ware” by Stanley. Fea- 
tures many new items 
and covers entire line. 


[STAN LEY J 
Hardware 


A Division of The Stanley Works 
TOOLS + HARDWARE + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 
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NEW OFFICERS of the Southern Sash & Door Jobbers Association elected at 
a recent meeting in Memphis, Tenn., are, left to right: vice-president, David P. 
Steves, Steves Sash & Door Co., San Antonio, Texas; president, James M. Green, 


Palmetto Sash & 


Stress Promotion Need 
At Southern Jobbers Meet 


Increased need for better mer- 
chandising and promotion efforts 
in claiming the proportionate 
share of the consumer’s dollar for 
building materials was the keynote 
of the Southern Sash & Door Job- 
bers Association’s 19th annual 
meeting. The attendance, 265, 
neared an all-time record for the 
meeting which was held in the 
Peabody Hotel, Memphis, Tenn. 

James M. Green, Palmetto Sash 
& Door Co., Inc., Orangeburg, S. C., 
was elected president to succeed 
W. H. Wodds, of George C. Vaughn 
and Sons, Houston. David P. 
Steves, of the David P. Steves Sash 
and Door Co., San Antonio, was 
elected vice-president. 

Panel Stresses Promotion 

At a panel discussion, Everett 
B, Wilson, public relations di- 
rector, National Retail Lumber 
Dealers Association, told the job- 
bers and manufacturers he felt 
NRLDA had a well-rounded mer- 
chandising program for the lumber 
dealer. Considerable stress, he 
pointed out, was being placed on 
the fact that the retail dealer 
should advertise once or twice a 
week. And the dealer’s ads should 
stress end uses, not individual 
products. This, he explained, is 
an attempt to get the dealer off 
the auction block where price is 
the only appeal to the customer. 

Robert A. Jones, executive direc- 
tor, Middle Atlantic States Lum- 
bermen’s Association, called the 
jobbers’ attention to the fact that 
it was as much their responsibility 
as the retailers to inject the basic 
science of selling at the consumer 
level. He went on to say that he 


Door Co., Inc., Orangeburg, 8S. C., 
newly elected manager of the association. 


and Thomas Birchfield, 


felt 2% of the sales at the dealer 
level should be spent on advertis- 
ing. At present, he added, about 
1% is spent in dealer advertising— 
but there is a definite upswing in 
advertising appropriations by 
dealers. 

Phil Creden, director of public 
relations, Edward Hines Lumber 
Co., wound up the discussion. He 
said the best approach to the sales 
problem is the full recognition that 
there is only one ultimate sales 
—and that is the retail sale. 
Creden cited that the industry has 
done a weak selling job. Twenty- 
five years ago about a quarter of 
the nation’s income was spent on 
housing, and it is only half that 
figure today. 


Birchfield Elected Secretary 


Due to the resignation of Barney 
Gallagher, secretary-treasurer of 
the association, a five-man com- 
mittee spent two days interviewing 
applicants. Thomas Birchfield was 
selected and duly elected secre- 
tary-treasurer for 1954. Gallagher 
resigned to become a representa- 
tive for M & M Woodworking Co., 
Portland, Ore., in the 13 southern 
and southwestern states. 

President Green announced the 
15th annual winter meeting would 
be held in the Roosevelt Hotel, 
New Orleans, Nov. 30 and Dec. 1 
and 2, 1954. 


Moser Heads River Lumber Co. 


Kenneth W. Moser was recently 
elected president and general man- 
ager of the River Lumber Co., Inc., 
Detroit, Mich. Moser has more 
than 30 years experience in all 
phases of the lumber and lumber 
distributing industry. 
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Distributors Meet, Form 
Building Specialty Council 


Leading distributors of metal 
doors, windows and other building 
specialties recently formed the 
Building Specialty Council at 
Tulsa, Okla., to provide for an ex- 
change of ideas that will enable 
them to do a better job for their 
customers. 

Still in its tormative stage, the 
Council will meet in November to 
elect permanent officers and adopt 
a constitution and by-laws. 

Temporary national chairman is 
G. H. Slack, G. H. Slack & Sons, 
Bakersfield, Calif., F. J. Bublitz, 
John A Williamson Co., San 
Antonio, is temporary secretary- 
treasurer. 

The temporary board of direc- 
tors consists of representatives of 
the following companies: Gilsteel 
Distributing Co., Atlanta; Fred 
Thrasher Co., Jackson, Miss.; G. H. 
Slack & Son, Bakersfield, Calif.; 
Kendall - Addington Co., Fresno, 
Calif.; S. A. Ellsberry, Dallas; 
Alvan Talmadge, Columbus, Ohio; 
Topeka (Kan.) Builder’s Supply; 
Buie Building Materials, Houston; 
J. A. Williamson Co., San Antonio; 
Radford Supply Co., Glendale, 
Calif. and Scovil & Sublett, Okla- 
homa City. 

The distributors Council will 
hold national and regional meet- 
ings at regular intervals in the 
future. All manufacturers of 
building specialties will be invited 
to attend these conferences with 
their engineers, samples, cata- 
logues and data. 

Aware that building specialties 
have become an important part of 
the construction industry which 
will require more knowledge as the 
years go by, the Council will be- 
come a link between the manufac- 
turer and consumer of building 
materials. 


New Plywood Distributor 


F. Webster Dobbs has been 
named president of the newly 
formed Panel Products, Inc., Erie, 
Penna. The new company has been 
formed to market plywoods, hard- 
board and other building products 
in the northeastern and midcentral 
states. 


Kentile Distributor 


Western Wholesale, San Ber- 
nardino, Calif., has been appointed 
a wholesale distributor for Ken- 
tile resilient floor coverings and 
sundries, it was announced re- 
cently by C. A. Neumann, vice- 
president for sales, Kentile, Inc. 

The new wholesaler will cover 
San Bernardino, Riverside and 
Imperial counties in California. 
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KNOWN AND WANTED 


ORANGEBURG 


ROOT-PROOF PIPE 


Advertised to your customers . . . 
and known to them by brand 
name. Stock it — sell it — profit by 
letting people know you carry 


Orangeburg. 


A market survey of your field has 
found that your sales break down 
approximately as follows: 

25% are to home owners. They 
all know and want Orangeburg... 


the modern pipe. 


40% are to contractors and 
builders. They know that Orange- 


burg’s light weight, 8-foot lengths 


are a natural for sure profits. 


25% are to farmers. Orange- 
burg is duck soup for them . . . easy 


to install — saves time, trouble and 


money, too. 


Orangeburg is The Pioneer and 
Leader. It is the original high qual- 
ity bituminous pipe, It is the stand- 
ard brand that people want. Nail 
the substitute racket. 
get genuine Orangeburg. Look for 
the trade mark on the pipe. 


Be sure to 


vy Easy, quick-installing 8-Foot Lengths saves money. 
® The long-term dependable service saves trouble. 


THE MANY USES. Orangeburg Root- 
Proof Pipe is for sewer lines from house 
to street main or septic tank; for con- 
ductor lines from down spouts; storm 
drains; all non-pressure outside uses. 


UNDERGROUND 
41 YEARS 


ORANGEBURG PERFORATED PIPE is for septic tank disposal fields; foundation 
footing drains; draining wet spots in lawns and fields—parking lots, 
drive-in theaters, athletic fields. 


Order from 
your wholesaler. 
Send to 
Dept. AL74 
for more facts. 


ORANGEBURG MANUFACTURING CO., INC. e 
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Use Orangeburg Fittings with Orangeburg 
Pipe. They simplify installations and cut costs. 
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West Coast Plant: Newark, Calif. 


Orangeburg, New York 
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Green Fir Dimension 
Prices Up $18 to $24 

SEATTLE—A spectacular rise 
in the price of green fir dimension 
marks the first days of the CIO and 
AFL loggers and mill workers 
strike begun on June 21st. Dry 
hemlock dimension is up 10 to $15 
but fir leads the way bringing 18 
to $24 above quotations of two 
weeks ago. Boards have advanced 
5 to $10 while upper items remain 
steady. 

Employers have announced no 
meetings will be held until after 
July 4th. The strike has reduced 
production in the Douglas fir belt 
and shingles to about 25%. So far 
pine operations are not affected. 
Rumors of temporary settlements 
are current, especially among 
small mills. 

Practically all lists have been 
withdrawn and each order is ne- 
gotiated. Canadian competition is 
active. One B. C. firm has sold 
lumber for delivery through De- 
cember to the east coast. Kiln 
dried stocks are getting low, espe- 
cially hemlock. 

Shingles have advanced 50c to 
$1 and low grade shingles can 
hardly be obtained. Western red 
cedar lumber is in strong demand 
with '4 by 6 and % by 8 beveled 
siding advancing. The 8 inch is 
being sold at $5 higher in all three 
grades. Faced by Canadian compe- 
tition pine lumber prices remain 
steady but Engelmann spruce di- 
mension is quoted $10 higher fol- 
lowing the trend in fir and hem- 
loek. 

The July 4th shutdown period, 
competition from across the line 
and losses in production from fire 
weather which may occur added to 
the strike loss makes the outlook 
for production bad. 


Northern California 
Mills Crippled by Strike 

SAN FRANCISCO Northern 
California’s sprawling lumber in- 
dustry is in a near—but not com- 
plete—state of paralysis as a re- 
sult of the West Coast strike. 

There is little reported change, 
either in spreading walkouts or in 
settlement offers. Employers are in 
disagreement with the two big 
unions, the CIO International 
Woodworkers and the AFL Lumber 
and Sawmill Workers. The unions 
seek a 12% cents hourly pay in- 
crease and the big employers insist 
no increase is justified. 

Fir operations were most ser- 
iously crippled. Many northern 
California and Nevada pine op- 
erations are down. 

In Eureka two mills signed with 
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the AFL union, bringing the total 
of mills under contract in that 
area to 11 with 21 mills still being 
picketed. 

In Sacramento five Arcata lum- 
ber companies filed suit in Federal 
Court seeking to halt a strike that 
has closed their operations. The 
AFL union was ordered to show 
cause why the walkout should not 
be ended. 

Union spokesmen estimate the 
total number of men on strike at 
103,000 while employers set the 
total at about 55,000. 

The strike has already begun to 
affect other industries. The South- 
ern Pacific railroad was forced to 
lay off 200 men in its Eugene, Ore., 
division and reported lumber ship- 
ments fell 50% after the strike 
began. 

Supervisory personnel and a few 
employes of the Feather River Pine 
Mill at Feather Falls in northern 
California ignored a picket line 
and opened the mill’s shipping de- 
partment. When they attempted to 
obtain additional flatears to load 
cut lumber, however, railroad 
crews of the Western Pacific re- 
fused to cross the picket lines. 

The company insists it will re- 
open its mill on July 6 with or 
without union help and the com- 
pany has been advertising for 160 
men regardless of union affiliation 
to open the mill. 


Market at Standstill 
In the Tacoma Region 


TACOMA—Advent of the long 
anticipated mill and woods strike 
found little activity in the industry 
throughout this area and the out- 
look generally is for more of the 
same for the next few weeks. Both 
management and labor have indi- 
cated that they do not expect any 
peace negotiations to get under 
way before the normal July 4 holi- 
day shutdown period is over. And 
so far, there has been nothing offi- 
cial to give basis for a supposition 
that there may be any parleys then. 

Water borne lumber movement 
from here is at a virtual standstill. 
Three ships currently are in the 
harbor loading lumber cargoes 
from the Port of Tacoma dock. 


Lumber Prices Soar 
In Kansas City Area 


KANSAS CITY The lumber 
business in the southwest zoomed 
to its best levels in more than a 
year as demand picked up sharply 
following the strike on the west 
coast. The southwestern market 
had begun to show a seasonal gain 
and strength in prices were being 


manifest late in May, partly, of 
course, in anticipation of a pos- 
sible shutdown of west coast fir 
operations. Building is going along 
at a fast clip and lumber yards 
again are buying liberally. 

A flood of inquiries were re- 
ceived by mills in the last week and 
prices were jacked up $3 to $4 a 
thousand over a wide list of items. 
The first increases came from the 
east side of the Mississippi and 
then spread to those on the west 
side of the river. For instance, one 
of the largest operators in the dis- 
trict placed lumber into the St. 
Louis area this week at prices $5 a 
thousand higher than on June 1. 

In the case of kiln-dried lumber, 
the price range of 8-inch stock was 
$75 to $80 early in June, but three 
weeks later there was no $75 lum- 
ber around and prices were start- 
ing at $80 and many were receiv- 
ing $82. On 1x6 No. 2 boards the 
low end of the price range has 
increased from $73 to $76 and $78. 

Dimension inventory is not large 
and this reflects a general con- 
dition that has existed for some 
time. Mills in the southwest have 
not made too much dimension be- 
cause of the competitive situation 
in fir. Consequently the present 
rush for dimension find mills in a 
short supply to fill the demand. 
Reports from mills indicate that 
they will not step up their capac- 
ity, that the work-week will not be 
increased as there is doubt as to 
the duration of the west coast 
shutdowns. Mills don’t want to 
increase costs. 


Fir Prices Jump 
in Baltimore Area 


BALTIMORE—Further changes 
are noted in this month’s delivered 
prices of lumber, another and 
sharp rise in fir being the main 
one. June saw the west coast lum- 
ber being dropped here for $110.50 
per M, up $9 from a month ago for 
specified lengths. This due solely 
to a jump at the producing mills. 

One informant here said he knew 
fir might go higher, in view of cur- 
tailed production, greatly in- 
creased demand very recently, the 
usual mill vacations, and also the 
strike on the west coast. 

On nearby lumber, the general 
market in southern pine has 
changed little since the last report 
which showed a down trend. 

On the better grade, Georgia 
long leaf pine, in the small sizes, 
commands a rather steady price 
range. For example, 6 x 8’ material 
is delivered here for around $119; 
the 6 x 10’ for $134; and the 6 x 12’ 
for $154. 


July 12, 1954 AMERICAN LUMBERMAN © 





TO HELP YOU 


er 
or 
Se ee 
ta > 
2 
> a 
“ j 
‘ 
Cae 
ae 
Z 4 
a4 
~~ 
e 
4 
< 
s 


We're helping the Painter Sell MORE 


You could sell a lot more paint if your painting contractor 
customers were better salesmen of paint jobs. 
To help the contractor sell his services more effectively, 

we’ve collected the sales experiences of scores of top pro- 
fessional painters. And we’re passing on 
these selling aids in two forms. 
FIRST . . . an illustrated booklet, ‘101 
Sure-Fire Ways To Sell More Paint Jobs.” 
A brief and breezy, cartoon-style, easy- 
to-read handbook that includes tips on 
locating prospects, presenting the story, 
and closing orders. This valuable 24-page sECOND .. . a fifteen-minute sound-and-color slide-film 
selling guide is being made available for ayaijable for group showings. A “natural” for your 
your distribution to painters. Check with painter meetings! 
your paint supplier or use coupon below. 


oe 


bg ae a ef 4 Archer-Daniels-Midland Co. 
; ¢ : ' 691 Roanoke Bidg. 
ARCHER ; <2 Minneapolis, Minn. 


: C) Please send free copy of the booklet, "101 Sure-Fire Ways 
LINSEED OIL — ah Am 


To Sell More Paint Jobs.” Additional copies at cost. 
_. is polymerized io give you a tougher, more Nucreatyc Tit ic in 101 Soe tre Woy Te Sel hore Pot Sta 
durable paint film, Paints reduced with ' 
Archer Pol-mer-ik brush out easier . . . level 
better, because the oil molecules are re-shufflec 
and interlocked by Pol-mer-ik’s special h 








ARCHER-DANIELS-MIPLAND CO., 600 Roanoke 


a 


BuILDING PropucTs MERCHANDISER (To obtain more data on advertised products see page 136) 





Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a a and average of mill prices at press time and should not be con- 


sider 


as current on the day the magazine is received. The prices should be 


useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine 


DOUGILAS FIR 


Vertical Grain Flooring 


B&Btr. 
160.00 


Fiat Grain Fleoring 


Cc D 
155.00 90.00 


Drop Siding 
1x6 (Pat. 
ix6 (Pat. #11 
Celling 
118.00 
110.00 
Beards and Shiplap and 2” (Green) 
1x6 1x8 1x10 
l 63.00 64.00 62.00 
y 58.00 68.00 58.00 
No. 3 49.00 49.00 49.00 


70.00 


1x12 

68.00 

63.00 

54.00 
No, 1 Dimension 

12 14’ 16 18’ 20’ 

90.00 90.00 92.00 89.00 89.00 

2x 6 89.00 92 90.00 89.00 86.00 

ox 8 91.00 90.00 88.00 89.00 89.00 

2x10 89.00 91 89.00 89.00 89.00 

2x12 89.00 87 87.00 89.00 88.00 


2x 4 


No. 2 Dimension 
2 85.00 85.00 
84.00 87.00 
$4.00 83.00 
84.00 84.00 
84.00 82.00 


87.00 
58.00 
82.00 
82.00 
84.00 


87.00 
86.00 85.00 
82.00 85.00 
82.00 82.00 
84.00 84.00 


87.00 


No, 3 Dimension K/L Only 
; 65.00 


x 
x 
x 
x 


60.00 

50.00 

Z : ° ees 50.00 
(Add 10-12 for dry lumber.) 


RED CEDAR SHINGLES 


Royals 
No. 1 24° 
No 24” 
No. 3 24” 


13.75-14.00 
7.00- 7.50 
4.00 


Perfections 
No. 1 18” 
No, 2 18” 
No. 3 18” 
AXXXX 
No, 1 16” 
No, 2 16” 
No. 3 16” 


11.50-12.00 
6.50- 7.00 
3.75- 4.00 


9.50-10.00 
6.50- 6.75 
4.50- 4.76 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 5’ to 10’ are: 
Heveled Siding, % Inch 
Clear Bn 'y — 
80.00 7 5. 00 50.00 
80.00 77.00 50.00 
105.00 100.00 85.00 
135.00 130.00 90.00 


Clear Bungalow Siding, % Inch 


8S inch . 160.00 125.00 
10 ineh 175.00 150-160 
12 inch .. - 185.00 175.00 150.00 
Finish, B and Btr, $2 or 48, 
® to 10 or Rough 
lx 8 
1x10 
1x12 


%x4 inch 
™%x5 inch 
%x6 inch 
%x8 inch 


Celling of Flooring, B and Btr, 
® to 10 or Longer 
B&Btr c D 
1x3 135.00 125.00 100.00 
135.00 125.00 100.00 
Discount on mouldings, 6’ to 20° odd 
lengths 
Series 8,000 
Listing under 4.00—list plus 35% 
Listing 4.00 and over—list plus 35% 


Clear Lattice, 5/10 x oediontsd te 18 
100 lin, ft 1 
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WESTERN PINES 


Ponderosa Pine 


ws RW 

Selects 

82 or 48 
C&Btr. RL 


Shop, 828 


“feo. 00 «=. 265.00 


Commons, 82 or 48 
B&Btr. 
1x8 RL ...,.122.00 
1x12 RL ....122.00 
Idaho White Pine 
Selects 52 or 48 
1x4 1x6 1x8 
C&Btr. RL 270.00 270.00 270.00 
D RL .....230.00 230.00 230.00 
Commons, $2 or 48 
No. 1 
S ze - 157.00 
186.00 
Sugar Pine Selects $2 or 48 
4RW 6/4RW 
, 280.00 
275.00 
245.00 


No. 2 
145.00 
161.00 


No. 1 No. 2 
52.00 122.00 
152.00 122.00 


nd 
4RW 6/4 RW 8/4RW 


270.00 


No. 2 
110.00 
110.06 


1x10 
275.00 
245.00 


No. 3 
100.00 
100.00 


6/4 RW 


285.00 
280.00 
245.00 


No. 3 
80.00 
80.00 





OAK FLOORING 


Clear Pin #§x2% x1 ys Yex2 
White 180.00 156.00 170.00 
Red 186.00 166.00 170.00 

Sel, Plain 
White 
Red 

#1 Com, 
White 
Red 

#2 ag * 
Pin. 

A tied 

15” Shorts 

#1 Com, 

& Btr. 

#2 Com, 


165.00 


160.00 
170.00 


160.00 


150.00 


140.00 
155.00 


140.00 
hite 
110.00 75.00 


- 115.00 
+ 80.00 





SOUTHERN PINE 
Vertical Grain Floering 


lx4 Heart 


Flat Grain Flooring 
$38 Sap 


Reon, Siding 
1x6 ( ot #106) 
1x6 ( #116) 


Boards & ‘Shtptep . 
No. 1 .00 


No. 2 .. att 90 Me 00 
No. 3 ...58.00 63.00 

Neo. 1 Dimension 

12° ro 

2x 4 87.00 88.00 y 
2x 6 87.00 89.00 87.0 96.00 
2x 8 90.00 90.00 100.00 
2x10 97.00 98.00 110.00 
2x12 107.00 107,00 117.60 


No. 2 Dimension 
2x 4 80.00 81.00 
2x 6 73.00 73.00 
2x 8 70.00 71.00 
2x10 86.00 83.00 
2x12 78.00 78.00 


No. 3 Dimension B/L Only 


REDWOOD 


Bevel Siding 


%x 4 V.G. Clear All Heart 
%x 6 V.G. Clear All Heart 
%x 8 V.G. Clear All Heart 
%x 6 V.G. Clear All Heart 
%x 8 V.G. Clear All Heart 
% x10 V.G. Clear 
%x 6 V.G. Clear All Heart 
%x 8 V.G. Clear All Heart. 
% x10 V.G. Clear All Heart 
% x12 V.G, Clear All Heart. 
Note: A grade Y.G. 
$5.00 less for %, % 
sizes. 


ae \211. 00 
Redwood Siding 
and ™% in above 


Anzae Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade. 


Finish 


ix 4 Clear Heart S48.. 
lx 6 Clear Heart S48... 
ix 8 Clear Heart S48... 
1x10 Clear Heart 848 
1x12 Clear Heart S48... 


- -165.00 
- 185.00 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&Btr. Cc 
, 140.00 


Flat Grain Flooring 


120.00 
150.00 


Drop Siding 


1x6 (Pat. # 


135.00 
1x6 (Pat. < 


135.00 
Ceiling 
0. 00 


Boards and Shiplap and 
Dry) 


1x8 
No. i 76.00 
No. ; 69.00 
No. 


14’ 
83.00 
83.00 
83.00 
83.00 
83.00 


83.00 
83.00 
83.00 


» 2 Dimension 

2x 4 738.00 73.00 
2x 6 74.00 78.00 
2x 8 76.00 76.00 
2x10 74.00 76.00 
2x12 74.00 74.00 


No. 3 Dimension R/L 
2x 4 


2x 6 
2x 8 
2x10 


2x12 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 1x8 1x10 1x12 


100.00 105.00 103.00 105.00 
69.00 71.00 70.00 71.00 


No, 2&Btr 
No. 3&Btr 


No. 1 Dimension (air dried) 
12’ 14’ 16’ 
75.00 a 75.00 

75.00 75.00 

75.00 i 75.00 

75.00 i 75.00 

76.00 5. 75.00 


No. 2 Dimension 


2x 4 70.00 70.00 70.00 
2x 6 70.50 70.50 70.00 
2x 8 69.50 69.50 69.50 
2x10 72.50 72.50 70.00 
2x12 68.50 69.50 70.00 
Mills are now grading boards } 


and 3 common. Mills do not grade out 
No. 3 dimension as in fir. 
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Heres Why KENTILE, INC. FLOORS ARE 


FIRST CHOICE FOR “DO-IT-YOURSELF” FAMILIES 


BUILDING Propucts MERCHANDISER 


They know Kentile, Inc. 
floors because each one 
is backed by more Full Color 
Advertising than any other 
floor of its type 


The millions and millions of interested home- 
makers everywhere who read America’s favor- 
ite magazines know all about the top-quality 
... the long wear and easy-to-clean beauty ... 
the fun, ease and economy of Self Installation. 
And, they know that the local Kentile, Inc. 
Dealer is the best place to spend their flooring 
dollars, That’s why it will pay you to be sure 
you're that dealer . . . cashing in on the tremen- 
dous demand built by Kentile, Inc. advertising, 
quality and value. 


2 


It’s so easy to design a 
Kentile, Inc. Floor 


This handy KenStyler takes just a few inches of 
your counterspace ...lets every prospect see just 
how the Kentile, Inc. Floor chosen will look at 
home. And, it costs just $10.00 complete with 
full color selection of sample tiles, self-installation 
directions and colorfully-illustrated literature. 


Kentile, Inc. Floors are famous 
for quality and dependability 


Every resilient tile floor that carries the Kentile, 
Inc. name is the best that can be made... tested 
and retested at every stage of manufacture. This 
means that the products you sell will be sure to 
give complete satisfaction . . . bring customers and 
their friends back time and time again. 


Have a big profit business 


... Your Kentile, Inc. Flooring Department 
will be the busiest section of your 

store... creating traffic and demand 

for the other items you carry, Get full 
details from your Kentile, Inc. Wholesaler 
or Sales Representative. Or, write 

the nearest office listed below. 


THE KENTILE, INC, LINE IS YOUR PROFIT LINE 


KENTILE INC. 


*Reg. U. S. Pat. Off. 


KENTILE « KENCORK * 
KENFLEX * 


KENRUBBER + 
KENFLOR 
KENTILE, INC., 56 SECOND AVE., 8’ KLYN 15..N. ¥.> 980 FIFTH AVE..W.¥.5 


70S ARCHITECTS BLOG., 17TH & SANSOM GTS., PHILA, 3, PA 
BLOG., CLEVELAND 14, OHIO + 


* 1211 NBC 
800 PEACHTREE GT.. WN. E ATLANTA 5, 
GA * 2020 WALNUT &T KANGAS CITY 6. MO 
CHICAGO 32, ILL 


* 4632 60. KOLIN AVE 


* 48501 GANTA FE AVE., LOG ANGELES 656. CALIF, 


(To obtain more data on advertised products see page 136) 





YOUR PROFIT-MAKING FORUM $ 


Sure-fire profits 


The smartest way to get people to choose your yard 

for high-profit jobs is to get your store in the news, 
and to keep them running in for smaller improve- 
ments. Here’s a sure-fire plan to make a big news 
splash, attract hundreds of people for miles around 
and bring them in all summer. 
_ Team up with local florists and put on an outdoor 
living room show. For example, plan some displays 
showing the fascinating ways masonry supplies, 
gates, fencing and trellises can be made the focal 
point of gardens. 

New ideas for barbecue pits, charming garden 
workshops and rustic tool sheds, miniature lily ponds 
and gay plastic wading pools for the youngsters also 
make excellent displays. 

For added excitement, also include some examples 
of lovely wall gardens and rock gardens. And some 
interesting examples of brick and stone terraces. At- 
tractive lawn furniture for picnicking and sunning 
is another good bet. 


...record attendance 


Here’s how you can get maximum free publicity 
for your show and attract record-breaking crowds. 
If there is a woman’s club in your town, arrange to 
stage your display in their auditorium. During the 
summer, such auditoriums are usually vacant, can 
easily be used for display purposes for a whole week 
at a time. 

Plan to charge a modest admission fee to your show 
for the benefit of the woman’s club, or better yet, to 
be divided among several popular local charities. In 
this way, you can build tremendous good will and be 
sure of record-breaking crowds. 

The girls will love it, will work like beavers to pub- 
licize your show well in advance and get the whole 
town to turn out, in order to insure maximum pro- 
ceeds for their pet charities. 


..- big spenders 


Why buys the most? The fair sex! And when do 
they spend the most? Surveys show that women do 
more buying between the ages of 18 to 35 than at any 
other time. For several reasons. First, because this 
is the time they start having homes of their own, and 
start having children. 

Second, most young homemakers have to start 
buying everything from scratch. Third, younger 
women are a lot more impressionable and open to new 
ideas, new products, new gadgets. Fourth, their buy- 
ing habits and budgets are apt to be a lot more flex- 
ible than in later years. 

The best way to get them to come to you for new 
homes, remodeling and decorating is to launch an all- 
out campaign to get them to come in constantly for 
minor household needs. And the time to go after 
them is before they get the department store habit. 

The big thing to realize is that young women be- 
tween the ages of 18 and 35 have no idea a lumber 
yard is the place to come for all kinds of household 
needs. Think first of the local department store, 
hardware shop and supermarket for wall cleaners, 
floor wax, paint, screens, fans, unpainted furniture, 
gardening supplies and dozens of other items you sell. 


.--go after them now 
Here are two of the easiest ways to win these 


By Norm Advertising, Inc. 
New York, N. Y. 
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spending customers to your store. First, run some 
special newspaper ads aimed directly toward these 
inexperienced young shoppers, educational ads that 
talk their language. Feature the kind of products they 
are constantly shopping for. 


Here’s a good example: 


“How Long Have You Been Married?” 
“If you have a young and growing household, 
here’s how you can save money and hours of shop- 
ping time! Whether you need extra shelves, closet 
accessories, a can of paint, screens or wall cleaner, 
we can help you with these and dozens of other 
household needs. Over 400 household products to 
choose from, in one convenient store. 
Easy Parking — Quick Service 
Shop Here Today!” 

Notice how quickly this ad reaches out and selects 
the women with new and growing households, greater 
needs. And how well it gets across the idea that you 
are a regular center for household products, not just 
the source of an occasional item. Also, note the slo- 
gan, “Shop Here Today!” To win more and more 
week-in, week-out customers, keep using this slogan 
in all your ads, day after day. 

In addition to special ads, try this device. Once a 
month, get out convenient shopping lists, planned 
especially for younger married women. And arrange 
them like low-cost grocery handbills, with headings 
like these: home cleaning products, closet acces- 
sories, bathroom and shower accessories, kitchen 
needs, home repair products. 

Other headings of special interest to this group 
include decorating needs, gardening needs, paint and 
fix-up products, children’s needs, and unpainted fur- 
niture. Also summer comfort products and picnic 
needs. 


...get maximum returns 


Every month, vary your headings, and underneath 
each one, list your best buys, starting with pick-up 
items under 25¢ and going on to more expensive items 
costing up to $12 or $15. Then send these shopping 
lists to your best prospect list of younger married 
women with growing families and constantly growing 
household needs. In this way you can easily familiar- 
ize them with the wide range of every-day products 
you have to offer and get them into the habit of shop- 
ping regularly at your store. 

Here’s an easy way to build up a good prospect list 
of younger married women. Check your local news- 
papers every day for the names of women who are 
active in PTA groups, the junior woman’s club, 
“Younger Married” church groups, Sunday school 
groups, the junior league, Red Cross and similar 
organizations. 

You’ll find most of them have growing families and 
hundreds of needs you can fill. You will also find that 
most women who have the time to take an active part 
in these groups also have higher incomes, which 
means more dollars for you. The big thing is to wake 
them up to the fact that you can supply them with 
hundreds of products they shop for repeatedly, from 
shelf paper and window cleaners to deck chairs and 
paint. 

Once you get them in the habit of turning to you 
first for smaller purchases, you'll have the inside 
track when it comes to selling them a new home or 
major modernization jobs! 
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ARKANSAS SOFT PINE 
Satin-like Interior Trim 
Inside Door Frames ¢ Paneling 
Finish © Sheathing © Shiplap 
Mouldings ¢ Boards 
Dimension 


OAK SPECIALTIES 


Stair Treads © Thresholds 
Risers ¢ Glued-up Panels 


Loy. Ge ikele) i). ic] 

Unit Wood Blocks* © Straight- 
line Strip* ¢ Random Width 
Oak Plank ¢ Each Prefinished 
ér Unfinished 
*Also in Beech and Pecan 


SUILDING PropUCcTS MERCHANDISER 





Home-building is really on 
the up and up. All signs 
point to another million 


starts this year. 


Bradley can help you 

meet this mounting 

market with prompt shipment 

of MIXED CARS, loaded 

with everything you need in lumber 
from joists to mouldings — each item 


of Bradley's famous top quality. 


Better still, this fast service in wide assortment 
(see list) expedites your turn-over with least 


inventory outlay and overhead. 


Call our nearest representative or address: 


(To obtain more data on advertised products see page 136) 


ARKANSAS 
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MENGEL 


DOORS 


IN GLAMOROUS NEW 


(To obtain more data on advertised products see page 136) 


BUILT BY THE 
MANUFACTURERS 

OF FAMOUS 
MENGEL Furniture 


Gold Coast Cherry is an unusually 


beautiful, easy-finishing tropical wood, pro- 
duced in Mengel’s own timber concessions 
on the Gold Coast of Africa, 


Gold Coast Cherry requires no stain, no 
filler! A two or three-coat finish of satin 
lacquer, alone, gives you almost unbelievable 
results! Best of all, Mengel economies — 
from forest to finished product — give you 
these luxurious furniture-quality doors at 
the price of Unselected Birch! 


Write for a sample of Gold Coast Cherry, 
now! It’s extraordinary — it’s for you! 


COMPARE THEIR BEAUTY— 
COMPARE THEIR EASE OF FINISH— 
COMPARE THEIR PRICES! 


Door Department © THE MENGEL CO. © Lowisville 1, Ky. 
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Plywood Cabinet Door Panel 


A new plywood cabinet door 
panel surfaced on both sides with 
a smooth resin-fiber overlay pro- 
viding a perfect base for a long- 
lasting high gloss enamel finish 
has been announced by West 
Coast Plywood Co. Called Welch- 
board, it is manufactured with 
100% waterproof glue. The new 
two-side means that the special 
overlay panel can now be used for 
door stock in kitchen cabinets, 
built-in storage units, wardrobes 
and other applications where both 
sides are on view. The new panel 
has solid inner plys throughout 
and it is faced on both sides with 
a layer of finely ground, clean 
wood fiber mixed with waterproof 
resin and permanently fused to the 
fir plywood core under heat and 
pressure. The resin fiber mix is 
1/16” thick, completely blanking 
out the wood grain with an attrac- 
tive, hard, ultra-smooth surface 
engineered to provide an ideal hold 
on paint. Write West Coast Ply- 
wood Co., Dept. AL, Aberdeen, 
Wash. 


For more data circle No. 1 on coupon, p. 136 
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Tote-Jug for Glue 


A new, handy package for Wil- 
hold glue is the half-gallon tote 
jug—a wide mouth glass jug witha 
bail handle. This new size is for the 
user who needs more than a quart 
to guarantee a sufficient supply for 


BurLp1InGc Propucts MERCHANDISER 


a large job, or series of jobs, but 
who doesn’t like the weight and 
bulkiness of a full gallon. With its 
easy-to-carry bail, the tote jug is 
ideal for contractors or installers 
working from a panel truck. The 
wide mouth permits use of a 
spreading stick or brush without 
having to put the glue into another 
dispensing container. Its wide 
mouth also permits easy refilling 
from a barrel or five gallon con- 
tainer. It answers the craftman’s 
demand for an intermediate-size 
package that fits the purchase to 
the purse and is easy to carry. 
Write Acorn Adhesives Co., Dept. 
AL, 678 Clover St., Los Angeles 31, 
Calif., or 5733 W. Lake St., Chicago 
44, Ill. 


For more data circle No. 2 on coupon, p. 136 
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Ornamental Gate Hinge 

Arrowsmith Tool and Die Corp. 
announces a heavy wrought steel 
ornamental gate hinge. There are 
three types of hinges, tee-type for 
narrow posts, strap-type for wide 
posts and masonry for use on con- 
crete block or brick walls. Having 
8” straps, these hinges are also 
adaptable for use on garage doors, 
dutch doors, in dens, etc. Finished 
in either antique black or cadmium 
plate, they are attractively pack- 
aged one pair to a box with neces- 
sary lag bolts. Write Arrowsmith 
Tool and Die Corp., Dept. AL, 9700 
Bellanca Ave., Los Angeles 45, 
Calif. 


For more data circle No. 3 on coupon, p. 136 


New Tile Colors, Gauges 


Sienna §S-447, a crisp yellow 
shade with brown and white mar- 
bleization, has been added to the 
KenRubber tile color range of 
Kentile, Inc. The rich color is 
deeply gleaming and luxurious. It 
will be available in three thick- 
nesses, standard guage, 1%” and 
3/16”, fitting it for use as a smart 
floor or wall covering alone or in 
combination with other colors. In 
addition, and to harmonize with 


the new Sienna, a new feature 
strip, Yellow S-448, has been added 
to the line, in standard gauge, 4%" 
and 3/16” thicknesses. Also for the 
first time the popular Connemara 
No. 427, a deep green marbleized 
in white, and Black No. 420 feature 
strip are available now in standard 
gauge, as well as %” and 3/16” 
thicknesses. Write Kentile, Inc., 
Dept. AL, 58 Second Ave., Brooklyn 
15, N. Y. 


For more data circle No. 4 on coupon, p. 136 


Versatile Garage Plan 


This Strand garage plan of the 
month for August is a 14-car 
garage with a T-shaped roof that 
gives the long, low lines found in 
most ranch homes. Construction is 
frame and brick veneer with a 9’- 
wide overhead steel door that can 
be painted to match, or contrast, 
with the wood siding or trim. The 
roof has an overhang for added 
protection, and this is supported by 
handsome wood trellises. The win- 
dow box and shutters are addi- 
tional beauty features. Overall size 
of the garage is 24’ by 14’, with 
ampie space for a workbench in- 
side. Free two-page plan of the 
month sheets, available on request, 
include rendering of the garage, 
floor plan and complete list of 
materials needed for construction. 
Write Strand Garage Door Div., 
Detroit Steel Products Co., Dept. 
AL, 3103 Griffin St., Detroit 11, 
Mich. 


For more data circle No. 5 on coupon, p. 136 


Ventilated Clothes Chute 


The new rust-proof aluminum 
Hamp-Aire clothes chute provides 
ventilation through a series of 
vents on two sides. Hinged door 
serves as shelf at convenient 
height from floor. Easily attached 
to basement ceiling, it is 2’ x 2’ x 5’. 
It is available assembled, or 
knocked-down for vasy home as- 
sembly, $12.95 f.o.b. Minneapolis 
(shipping weight seven pounds) 
from The Hamp-Aire Co., Dept. AL, 
816 West 57th St., Minneapolis 19, 
Minn. 

For more data circle No. 6 on coupon, p. 136 


(continued on next page) 


113 








NEW PRODUCTS 
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Overlapping Door Hinges 

Two new pivot hinges (Nos. 333 
and 334) for cabinet doors that 
completely overlap the frame have 
been announced by The Stanley 
Works. With the No. 333 no verti- 
cal mullion or partition is required. 
For the No. 334 no horizontal stile 
is necessary. When doors are 
closed only a small portion of the 
wafer-like pivot shows. The flush 
mounting of doors, made possible 
by the use of these hinges, gives 
cabinets a smooth-faced appear- 
ance—permits cutting an entire 
cabinet front from a single sheet 
of plywood. Panels are separated 
only by width of saw cut. Both 
hinges are made of steel and 
are obtainable in the following 
finishes: bright zinc, bright brass, 
satin bronze and prime coat for 
painting. One pair of hinges are 
packaged in an envelope complete 
with screws and easy-to-follow in- 
stallation details. Twelve envelopes 
in a box. A working model (WM 
333-334) featuring application of 
both hinges is available to dealers. 
Dealer pays for hinges only. Write 
the Stanley Works, Dept. AL, New 
Britain, Conn. 


For more data circle No. 


7 om coupon, p. 156 


One-Coat Roofing Process 
A one-coat roof resurfacing and 


repair process is announced by 
The Monroe Company, Inc. Basis 
of the method is utilization of No- 
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Rot, a reinforcing fabric, in con- 
junction with Monroe Rufferseal 
siliconed roof coating. No-Rot is 
composed of fireproof fiberglass 
threads woven together to form a 
strong mesh-like screen. It can be 
laid right on the old roof. It is then 
coated with Rufferseal which flows 
through to bind firmly to the sur- 
face below as well as to place a pro- 
tective coat over it. Thus, both 
binding and top coating is accom- 
plished in one application, reduc- 
ing labor costs. Substantially less 
roof coating is alo required. No- 
Rot is said to be impervious to rot 
and decay and immune to damp- 
ness. It is also reputed to possess 
great tensile strength and to be 
light in weight. This later feature 
makes possible its manufacture in 
giant size 300-ft., 45-inch wide 
rolls. These weigh only 17 lbs. and 
cover 114% squares—with fewer 
laps and less handling. No-Rot is 
also available in 4-6-12-36-inch 
widths. Write The Monroe Co., 
Inc., Dept. AL, 10703 Quebec Ave., 
Cleveland 6, Ohio. 


For more data circle No. 8 on coupon, p. 136 


New Level Unit 


The new Leveleasy compactly 
combines a fluid reservoir, tube 
reel, and a 50-ft. clear plastic tube 
in handy 6-5/8"x3-3/4" aluminum 
container. The 50-ft. tube permits 
extending a level line for 100 feet. 
Accurate, dependable and easy to 
operate, its low-cost is explained 
by its simple design according to 
the manufacturer, Hydrolevel. 
This simplicity of design makes it 
a mechanic’s tool. It has no delicate 
parts to get out of order and can 
be kept close to the job without 
fear of damage. It is ideally practi- 
cal as a secondary level on multiple 
jobs or for the small builder who 
needs such a hydrostatic level 
only occasionally. It offers a 
speedy and accurate method of 
setting batters and grade stakes, 
insures level tile, terrazzo and 
concrete floors, and is a real time 
saver in masonry work as well as 
form erection or setting screeds. 
Flooring and ceiling jobs are 
simple. The new unit aiso repre- 
sents a quick and simple method of 
contour leveling on the farm or 
in general landscape work. One 
man can operate it. Write Hydra- 
level Dept. AL, 53 De Sota, Ocean 
Springs, Miss. 


For more data circle No. 9 on coupon, p. 136 


Porcelain Finish Bar-B-Q's 


A baked-in porcelain finish has 
been incorporated into the new 
Bar-B-Q Kettles, made by Weber 
Brothers Metal Works. The porce- 
lain finish, on both the inner and 
outer surfaces of the kettle and 
cover is as easy to clean as the 
tops of kitchen stoves and sinks 
and is claimed to prevent rusting 
and chipping. In addition, new 
wheels available on model BK-500 
make the kettle easier to move, 
even while cooking. Cooking is 
tastier with and simpler for the 
average person, due to the built- 
in dampers in both the cover and 
kettle. These dampers not only 
control the flame and temperature, 
but also prevent flare-ups which 
char food and create fire hazards. 
An electric self-rotating spit is 
available. Write Weber Brothers 
Metal Works, Dept AL, 108 N. 
Jefferson St., Chicago, Ill. 


For more data circle No. 10 on coupon, p. 136 


Bathroom Ceiling Heater 


Pryne and Co., has announced 
the Pryne ceiling heater. Employ- 
ing radiation from heat lamps, the 
heater directs infra-red heat rays 
from ceiling to floor—at the flick 
of a switch. It is recommended for 
bathrooms, especially where wall 
space is limited. Easy to install be- 
is a recessed fixture installed be- 
tween ceiling joists. It is pre-wired 
to a built-in pull box, and does not 
require a special circuit. Available 
in one-lamp and three-lamp units 
with either chrome or painted 
finish. Cost of operation is nomi- 
nai. It has no reflector to polish, is 
quiet, kas no fan or motor ¢o serv- 
ice, is U. L. approved and is easily 
cleaned by wiping the surface. It 
accommodates R-40 infra-red 
lamps. Write Pryne and Company, 
Dept. AL, 14 North Towne Ave., 
Pomona, Calif. 

For more data circle No. 11 on coupon, p. 136 


(continued on page 116) 


July 12, 1954 AMERICAN LUMBERMAN & 








RVLITE . VIMLITE: 





Lat oon BAPALIPG inp 


THIS $15.00 ALL-STEEL FLOOR FIXTURE AT Bs wren, 
LESS THAN 1/2 THE PRICE... WITH ANY cnuroet mace aes, AMAT 
$49.00 PURCHASE! . 
Specially designed for the smaller 
stores or where space is scarce. 
Never before, a fixture offer like this! A 
$15.00 value floor fixture with special 
holding device and measuring rule... 
yours for only $6.00 with any $49.00 
purchase of R-V-LITE, VIMLITE or 
V-LITE materials! Stocks and displays 
5 full rolls of R-V-LITE or other roll 
goods. Handsome . . . sturdy .. . all- 
metal, with baked enamel finish. Stands 
7” high, won’t tip. Requires only 22” 
x 38” of floor space. 
Stake your claim to R-V-LITE, VIM- 
LITE and V-LITE sales with this great 
new 49er OFFER! A fully-stocked 49er 
fixture produces “pay dirt”... fast-turn- 
over for dozens of uses around every 
home, farm and shop. 








DEALER PRICE PER ROLL 
50-foot 100-foot 150-foot 5 00 
R-V-LITE 15°? vacur 
100-€ GREEN COTTON REINFORCED $ 8.00 
200-P SARAN PLASTIC REINFORCED 10.34 é Ss 00 
700-W ALUMINUM WIRE REINFORCED 11.67 
400-T WAX IMPREGNATED FABRIC 6.00 : 
50-C WHITE COTTON REINFORCED : only 
V-LITE 
15-¥ 4-MIL GLEAR VINYL PLASTIC se ee 8 
VIMLITE R-V-IITE VIMLITE OR V-LITE 


300-CW 10-MESH ELECTRO GALVANIZED 
WIRE 


800-CW 14-MESH ELECThO GALVANIZED 
WIRE 
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PULLMAN. Zzeime 
DO-IT-YOURSELF 


REPLACEMENT 


SASH BALANCES 


Guaranteed ! 


Easy to } Install! 


MARKET-TESTED! 


Do-it-yourself kit makes it easy for 
anyone to replace worn or broken 
sash cords in minutes. You don’t 
have to remove the window. Noth- 
ing to do but take out the old 
pulley and replace it with Lifetime 
Balance. Householders, landlords, 
handyman-carpenters buying by 
hundreds in test stores. Display 
unit sells for you. Your jobber has 
it, or for full details, write: 


MANUFACTURING CORPORATION 
$25 MOLLENBECK STREET 


ROCHESTER 21. NEW YOVWK 
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Foolproof ! 
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(begins on page 113) 





Basket-Weave Fencing 


An attractive new type of fenc- 
ing using heavy, prewoven hard- 
wood veneer is announced by the 
Orchard Park Veneer & Container 
Corp. The Wood-woven fencing is 
for patios, terraces, gardens, swim- 
ming pools and other uses, for 
small homes as well as large 
estates. The basket weave pattern 
combines smart ornamentation 
with privacy, together with safety 
for small children and pets. It 
conforms readily to various con- 
tours. The wood is treated for 
protection against dry rot, and is 
furnished in natural wood. Can 
be readily stained or painted in 
colors to conform with the in- 
dividual setting. Panels can be 
easily removed for winter storage 
if desired. This fencing is made up 
in standard 8-10 foot panels, 48,” 
60” aid 72” high. Grooved posts 
are furnished in lengths to permit 
driving 33” into the ground. Panels 
are also furnished for swinging 
gates. Gates are furnished com- 
plete with hardware. Write Or- 
chard Park Veneer & Container 
Corporation, Dept. AL, Orchard 
Park, N. Y. 


For more data circle No, 12 on coupon, p. 136 


New Jet Ray Heater 


Because the new Berns Air King 
jet ray expels hot air that is trap- 
ped in the heater when the element 
is turned off, the thermostat reads 
the actual room temperature — not 
the heater temperature — for 
faster, more accurate response to 
room air changes. The heater uses 
Ferrod heating to deliver heat you 
can feel in 20 seconds and a pres- 
sure blower blade to provide 
greater air delivery and quiet op- 
eration. Other features are: Igloo 
housing, exclusive design keeps 
housing cool to the touch no matter 


how long heater has been in opera- 
tion; Tip-over safety, both heating 
element and fan shut off automati- 
cally should the heater ever be 
tipped over; Rubber-tipped base, 
designed to prevent tipping, can’t 
mar any surface; Lightweight — 
portable, Weighs only 12 lbs. — 
anyone can carry it; Indicator 
light, red light glows whenever 
heating element is in operation; 
and Dual light, 950 watts (3,240 
b.t.u.) for rapid room heating. Re- 
tail price, $33.95. Write Berns Mfg. 
Corp., Dept. AL, 3050 N. Rockwell 
St., Chicago 18, Ill. 


For more data circle No. 13 on coupon, p. 136 


New Metal Foil Tape 


An aluminum foil pressure-sen- 
sitive tape for industrial sealing, 
splicing, electroplating, conduction 
and heat reflection jobs is an- 
nounced by Minnesota Mining and 
Manufacturing Co. The new tape— 
Scotch brand aluminum foil tape 
No. 425—is made with a dead-soft 
aluminum foil backing coated with 
a high-tack thermosetting tape ad- 
hesive. Total thickness is 5.25 mils. 
After several tests, users report 
that the tape’s largest single po- 
tential appears to be in sealing 
butt splices of foil-backed insula- 
tion batts. The new tape is being 
made available in 1, to 24-inch 
widths on 60 yard rolls. Write 
Minnesota Mining and Manu- 
facturing Co., Dept. AL, 900 Fau- 
quier St., St. Paul 6, Minn. 


For more data circle No. 14 on coupon, p. 136 


Threaded Aluminum Rods 


Now Hande-bolt continuously 
threaded rods are available in Rey- 
nolds Do-It-Yourself aluminum as 
well as rust-proofed steel, accord- 
ing to Perfection Model Products. 
Hande-Bolts are readily made into 
straight bolts, eye bolts, U-bolts, 
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the answer for “do-it-yourself” 


Summer Comfort 
DEMANDS 


High Profit! Fast Seller! 


Every homeowner wants and needs 
“Summer Comfort”. Now every 
homeowner can afford one-two or 
more fans! 

How? They’re low in cost compared 
to other makes! Why do they cost 
so little? Because your customer 
assembles the S. J. Stewart Fan 
himself . it’s as easy as framing 
a picture... that’s right! Stewart 
“packaged” Fans are high quality 
fans. Only the finest materials are 
used. Composition blades are guar- 
anteed not to warp. bend or rust 
(also washable). Every moving 
part is manufactured to perfection, 
insuring smooth-silent operation at 
all times! Absolutely no vibration. 


Write, wire or phone now... 
today! for complete details 


Easy to handle package takes fittle 
Storage space 3° x 18” x 38’. Shipping 
weight, 35 Ibs. 


Anyone can assemble the Stewart Fan. 
Every detail is complete in the included- 
easy to read instructions. 


Everything in a package with instructions 
S. J. STEWART (ELECTRIC) 


527 St. Joseph St. 
Phones: Ra. 4308-4309 
New Orleans 12, La. 
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toggle bolts, stay bolts, etc., for 
application in architectural work, 
boat and furniture repair, ladder 
reinforcement, fixture installation, 
sign hanging, model building, fac- 
tory and home maintenance. The 
four diameters of the aluminum 
bolts are 4%”, 5/16", 34” and 144"— 
in standard lengths of two and 
three feet. A new combination dis- 
play is offered free to dealers with 
each initial order for a standard 
assortment of Hande-Bolts' or 
Hande-Bars. Write Perfection 
Model Products, Dept. AL, 4145 W. 
Kinzie St., Chicago 24, Ill. 


For more data circle No. 15 on coupon, p. 136 


Tubular Steel Legs 

Handee Legs are adjustable, 
portable saw horse type supports, 
made of tubular steel with rubber 
tipped legs. They adjust to 24”, 27” 
and 291%” high—are 30” wide. 
They can be used any time support 
is needed in the home: for dining 
and game tables, scaffold support 
for do it yourself projects, saw 
horse, etc. They fold flat for stor- 
age, have rust proofed type plating. 
Approximate retail is $4.95 for a 
pair of two legs. Write Plaut and 
Lederman, Dept. AL, 1172-1173 
Merchandise Mart, Chicago 54, Ill. 


For more data circle No, 16 on coupon, p. 146 


Soldering Gun, Power Sander 
Two new products for the handy- 
man and professional trade have 
been released by Wen Products, 
Inc. The Super-Power electric 
sander features a new high-speed 
vibrator motor, smooth, straight 
line action, a full 13%,” sanding 
area and light weight—only 2! 
pounds. It comes individually 
packed in a metal carrying box 
with an assortment of sandpaper 
and polishing cloths; retails at 
$16.95. The new Quick-Hot solder- 
ing gun is said to become working 
hot in 21% seconds. This pistol-grip 
gun weighs only 11% pounds and 
features steel-nose lifetime tips 
which are easily removed by 
lossening set screws. Overall 
length without tip, 5”. The elec- 
tronic gun operates at 120 v. a. c.- 
60 cycle, Retail price, $7.95. Write 
Wen Products, Inc., Dept. AL, 5804 
Northwest Highway, Chicago 31, 
Ill. 
For more data cirele No, 17 on coupon, p. 136 
(continued on next page) 
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OUR LEGS 


QUALITY 
CONSTRUCTION 
PRICE 

DELIVERY 


BELSON GENUINE 
WROUGHT IRON LEGS 


NO VISIBLE 4 SCREWS PER LEG 
WELDING 
Ya" x 1" 

CORNER PLATE 
ALL SURFACES 
SHOT BLASTED 
FREE OF SCALE, 
FLUX, RUST, ETC. 


— 


\," DIAMETER 


15° SLANT 
i 


PERFECT RADIUS SMOOTH, MATTE 


pe “eae 


PRICES PER SET OF 4 


Including all necessary screws 


Bureaus, Coffee Cocktail TV, Lamp Dining 
USES Chests Tables Tables Tables Tables 


SIZE 6" 12" 16" 22" 28" 


STYLE 
Hairpin $4.95 $5.95 $6.75 $7.95 $9.95 


Diagonal 3.95 4.75 5.75 
































ROOM DIVIDERS 
Stock No. Height Depth Suggested Retail 








RD 60 60" 12" $16.95 Pr 
RD 33 33" 12" 4.9% ea. 
RD 27 27" 12" 
RD 60A 60" 12" 

BOOKCASES 


10" 9.95 pr. 


F 


BC 27 








4.50 ea 





7.95 @a 











12.95 Br. 


: 


ag BC 38 
Send for complete cataiog. 


BELSON »= 


NORTH AURORA 4, ILLINOIS 
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Plastic Laminate Surfacing 

Lamin-Art plastic decorative 
material is for kitchen drain decks, 
cabinet tops, and bathroom vanity 
surfaces. Although widely used in 
economical tract houses, this mela- 
mine plastic laminate also has been 
selected when unusual colors and 
patterns were desired for many of 
America’s finest custom homes. 
Homemakers especially appreciate 
that only a damp cloth is needed to 
restore a spic and span look. Its 
physical characteristics assure 
long life in rugged every day use, 
for they provide resistance to 
cigarette burns, boiling water, 
heat, fruit acids, alcohol, akaliis, 
and marring. Lamin-Art is stocked 
in sizes that will accommodate all 
normal requirements. Regular 
panels are available in various di- 
mensions from 30”x96" to 48”x120”. 
These come in standard 1/16” 
thickness. Other sizes are available 
to meet custom needs. Write 
Wilson & Goppe Plastics, Inc., 
Dept. AL, Whittier, Calif. 


For more data circle No. 18 on coupon, p. 136 


Interior Wall Panel 

A choice of three decorator col- 
ors and a distinctive textured sur- 
face are some of the features sur- 
Nu-Wood Panel-Tex, new interior 
wall panel announced this month 
by the Wood Conversion Co. The 
colors are cactus green, almond 
brown and lustre gray. Surface of 
the panel is a woven texture—eye 
appealing and rugged wearing. A 
latex base coating makes it extra 
resistant to scuffing. It is available 
in 8-10 foot lengths; in 8”, 10” and 
12” widths. Its wide flange joint 
makes design combinations possi- 
ble with Nu-Wood wide flange tile. 
There are four application choices: 
staples, nails, Adhestik and the 
Nu-Wood clip system. Write, Wood 
Conversion Co., Dept. AL, First 
National Bank Building, St. Paul 
1, Minn. 


For more data circle No. 19 on coupon, p. 136 
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New Plastic-Tile Colors 

New home decoration trends re- 
sulted in the introduction of a new 
line of colors by Tilemaster Corp. 
The new colors are sunset, bisque, 
charcoal, charcoal marble, cork 
and cork marble. They were pro- 
duced after a study by leading 
style and color authorities. The 
aim was to complement today’s 
interest in modern metal furniture, 
black wrought iron, copper, mar- 
ble, bamboo, rattan cane and earth 
tones, The tiles blend with any 
color scheme, whether it is as 
dramatic as stark white and jet 
black, or of a muted pastel theme. 
Enterprising decorators can have 
charcoal and white walls with an 
exotic checker-board effect in plas- 
tic tile, or for rooms featuring 
copper, the cork marble tile offers 
a novel accent. With these new 
colors, Tilemaster’s complete se- 
lection includes thirty-seven dif- 
ferent colors in solid, pearlescent 
and marbelized tones. Write Tile- 
master Corp., Dept AL, 1415 West 
Diversey Parkway, Chicago, III. 


For more data circle No. 20 on coupon, p. 136 
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Sliding Door Hardware 

A complete series of locks and 
combination pulls for sliding pock- 
et doors has been added to the 
Weslock line of builders hardware. 
The new items are available in the 
following four models: No. 527 
Passage set—for doors where no 
locking is required; No. 577 Pri- 
vacy lock—for bedroom and bath 
with turnbutton one side with 
emergency release; No. 578 Pri- 
vacy lock—for patio and exterior 
doors with turnbutton one side and 
inside safety plate (no emergency 
release); No. 579 Privacy lock— 
for connecting rooms, with turn- 
button both sides. Latch bolts on 
privacy locks are of tempered steel 
and are retractable, leaving no pro- 
truding bolt when door is in. un- 
locked position. All locks are com- 
pletely reversible, fitting right and 
left handed doors from 154” to 134” 
thick. Write Western Lock Manu- 
facturing Co., Dept. AL, 211 North 
Madison Ave., Los Angeles 4, Calif. 
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Aluminum Ranch Window 

Ualco has developed an alumi- 
num ranch window to meet the re- 
quirements of residential home 
and commercial building. It is a 
new low-cost aluminum window 
with operating units of awning- 
type ventilators; hinged at the top 
and opening out from the bottom 
to provide maximum ventilation, 
plus the advantage of controlled 
ventilation during rainy weather. 
Ualeco Ranch window will accommo- 
date standard Thermopane for 
both fixed and ventilator lights. 
Hardware is of the finest, includ- 
ing cam-acting locking handle. 
Aluminum Screens clip easily and 
quickly to the interior of the win- 
dow, and have vertical sliding 
wickets for access to operating 
handles. Write Southern Sash Sales 
& Supply Co., Dept. AL, 818 Twen- 
tieth St., Sheffield, Ala. 


For more data circle No, 22 on coupon, p. 136 


oe 


Sliding Door Cabinet 

The Grote Manufacturing Co., 
announces the addition of a new 
stiding door cabinet, model No. S- 
600, to their line of quality bath- 
room cabinets. It is particularly 
suitable for installation in modern 
ranch style homes—for new con- 
struction or remodeling. It fea- 
tures a new design with twice the 
shelf space and twice the mirror 
surface of ordinary cabinets. The 
two plate glass mirrors slide 
quietly on smooth operating glides 
and are completely edged with 
stainless steel rims. The cabinet 
is the recessed type and is finished 
in gleaming white baked-on 
enamel. The shelves are heavy 
plate glass with bulb edges for 
safety. Write Grote Manufacturing 
Co., Dept AL, Bellevue, Ky. 
For more data circle No. 23 on coupon, p. 136 
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every home and industrial use 


* * i 
There's a Pittsburgh brush for bristle available today 2 


The phrase ‘“‘Pure Bristle’ stamped on a paint brush doesn’t mean a whole 
lot nowadays. It doesn’t tell a thing, for example, about the source of the 


bristle—and we don’t have to tell you how the source affects quality! 


ile Sia What can you go on? The Pittsburgh name... the Red Stripe label! You 
Varnish Brushes can be sure that when you sell Pittsburgh's pure bristle brushes, you're 
selling the best bristle obtainable today! Pittsburgh's contacts are world-wide, 
and our buyers are constantly searching for the best bristle possible. Al- 
though bristle on today’s market is not always good enough for our Gold 
Stripe label (Gold Stripes in short lengths are still available), Pittsburgh 
Feay teantien ya buys the best of it and makes it into Red Stripe brushes 


Make sure your customers understand this—post this ad near your brush 

Rihiahiaien department. And watch sales respond to the magic of the Pittsburgh name! 
Brushes For the address of the Pittsburgh supplier nearest you, write: PITTSBURGH 
PLATE GLass Company, Brush Division, Dept. C-7, 3221 Frederick Ave., 


Baltimore 29, Maryland. 
PITTSBURGH 


et = 


BRUSHES PAINTS ° GLASS ° CHEMICALS ° PLASTICS ° FIBER GLASS 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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Pre-Pasted Wallpaper Tools 


A new metal water box and spe- 
cial tools for hanging pre-pasted 


wallpapers has been introduced by 
the Warner Manufacturing Co. A 
metal water-tight tray; knife 
guide; razor knife; seam roller and 
special instruction sheet make up 
the set. A self-service display car- 
ton is supplied with an assortment 
of six each of these articles. The 
metal water tray features a swivel 
bracket which feeds the paper 
while it’s under water thus pre- 
venting dry spots. The razor knife 
and knife guide are used together 
for trimming the paper after it’s 
applied to the wall. They make for 
an easy, neat, straight trimming 
job. These special articles will help 
the amateur do a better, faster job 





Photos show part of the 
fleet of LIFTRUK in Drei- 
fus Lumber Co., Port 
of Newark, N. J., one 
of the busiest whole- 
sale yards in the coun- 
try. Here LIFTRUKS are 
used exclusively for all 
stacking and truck load- 
ing drafts of lumber up 
to 5,000 feet, giving 
constant, uninterrupted 
service. 


LnETRUIK is Tough and Husky 


— it's no ‘dream car’ 


If your Fork Lift Truck must work ’round the clock, every 
working day, unloading, stacking, outloading . . . carrying 
heavy loads, giving capacity lifting power under world’s worst 


ground conditions . . 


Duty LIFTRUK. 


If you want accessibility to all parts . . 


needless frills . 


. then you want the Silent Hoist Heavy 


. unencumbered by 


. a Fork Truck in which engineering skill 


makes maintenance unlikely over long periods — then you 


need Silent Hoist LIFTRUK. 


5, 7¥2, 10 and 15 Tons Capacity 


Here at SILENT HOIST we have a reputation for rugged qual- 
ity unadorned by “show”. Every improvement is functional, to 
make tough jobs easy, and to give longer, trouble-free service. 
Repeat orders are the best evidence of excellent performance. 


Send for Bulletin No. 77. 
Learn why Silent Holst LIFTRUK Is recognized as tops in the Heavy Duty field. 


SILENT HOIST & CRANE CO. 


Pioneers of Heavy Duty Materials Handling Equipment 


860 63rd- Street, Brooklyn 20, N. Y. 
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of hanging pre-pasted papers. 
Write Warner Manufacturing Co., 
Dept. AL, 801 16th Ave. S. E., 
Minneapolis, Minn. 


For more data circle No. 24 on coupon, p. 136 


(continued on page 122) 


WHAT'S YOUR ANSWER? 


Service to subscribers is the princi- 
pal reason for the existence of every 
well-managed trade journal. Since the 
days of President Ulysses S. Grant, 
the American Lumberman has faith- 
fully performed its duty of reader ser- 
vice —and this tradition continues, 
now utilizing modern methods. 


If you have a question on any phase 
of the operation of your retail building 
materials business, our research and 
service facilities always are available 
to help. In addition, a number of our 
regular departments will aid you at 
any time, 


These departments include: Report 
from Washington; Your Financial 
Counselor; Your Profit-Making Forum; 
ADservice; Market Reports; New 
Products; Sales Aids; and New Equip- 
ment. Also, your questions on any 
editorial features or advertised prod- 
ucts will be answered promptly. Write 
the American Lumberman, 139 North 
Clark Street, Chicago 2, Il. 


1. After starting from scratch, 
what was the annual volume of 
Pay-N-Taket Lumber Co. in four 
years? 


2. Who makes Presdwood? 


3. Who has replaced the building 
trades craftsman as the nation’s 
top buyer of hand tools? 


1. What is Quik Spray? 


5. Did a new store alone double 
cash sales for the Rutland Lum- 
ber Co.? 


6. What is Nu-Wood Panel-Tex? 


7.What are the two types of awn- 
ing windows? 


8. In a two-page ad, what firm 
offers you dealerships and manu- 
facturing franchises for a new 
jalousie glass window? 


9. What is the name of the wall 
fabricatirg jig invented by Alex 
LeVay, Acacia Lumber Co.? 


10. Flush doors made of Gold 
Coast cherry are offered by what 
firm? 


Answers on page 124 
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TOOL UP 


(begins on page 58) 





beau, store manager. “Tool sales 
have about doubled since we put 
in the display and we always keep 
it lighted while the store is open.” 

If adequate space isn’t available 
for a large display, a large well- 
lighted sample board will do the 
trick in promoting hand tools. At 
the Builders Supply and Lumber 
Co., Tucson, Ariz., carpenter tools 
are permanently mounted on a 
large cove-lighted display board. 
The customer merely points to 
what tools he wants and the sales- 
man quickly gathers them from 
stock. 

The psychological effect of mass 
display will also increase the sales 
of spades, forks, shovels, picks 
and other garden tools. Using a 
mass display of these items, the 
Swenson Lumber Co., Laramie, 
Wyo., trebled its sales of these 


tools. 
Silent Salesmen 


Tool bars help display hand tools 
in a limited space. These bars can 
be built by the dealer or are avail- 
able from store fixture people. 
They attract the casual store visi- 
tor with their distinctive design, 
color and mass display of small 
tools. One manufacturer’s tool bar 
displays and sells 107 different 
items in a little less than nine 
square feet of floor space. 

Commenting on the tool bar in 
his store, Lucian Truskoski, For- 
estville Lumber Co., Plainville, 
Conn., said: “My customers are 
naturally tool conscious and the 
bar almost always stops them. 
When they stop and look they usu- 
ally pick up a tool—and once they 
do, they usually buy.” 

Luke has had this tool bar for 
10 months and during this time 
has reordered several fast-moving 
items several times. 

Impulse sales of small hand tools 
rose sharply when Gregory C. 
Cross, Leonardtown (Md.) Lumber 
Co., put a self-merchandising dis- 
play of tools on the billing counter. 
Within 60 days his original stock 
was almost gone. The display in- 
cludes pipe wrenches, open-end 
wrenches, pinchers, pliers, adjust- 
able wrenches and assorted screw- 
drivers. 


Promotion Ideas 


Salesman should advise tool buy- 
ers about their use and care. 
Though manufacturers have de- 
signed tools to simplify do-it-your- 
self projects, many home handy- 
men are not aware of the full 
capabilities of some tools. Im- 
proper use of tools will usually 


BurLtp1nc Propucts MERCHANDISER 


result in a poor job and disap- 
pointment 

It’s also important to advise 
the customer about the care of 
hand tools, and this advice will 
often lead to profitable extra sales 
of oil stones, file cards, files, saw 
sets and other accessories neces- 
sary to keep tools in good working 
condition. 


Free Sharpening 


As a promotion stunt, D. M. Rose 
& Co., Knoxville, Tenn., advertised 
in the local paper that all wood- 
working tools brought into the 
store during a limited time would 
be sharpened free. Store traffic in- 
creased—and so did the sales of 


KNOTTY 
PINE 
PANELING 


immensely popular 


hand tools, hardware and build- 
ing materials. 

There are many other promo- 
tional ideas worked out by dealers 
to make the handyman tool con- 
scious. One dealer uses a shadow 
box in the window to spotlight 
the tool of the month. This sets 
the handyman to thinking about 
adding it to his collection and gives 
some continuity to the store’s hand 
tool promotion. 

When a do-it-yourself home- 
owner is buying material for a 
project it’s a simple matter to dis- 
cuss tools with him and ask if 
there are any tools he may re- 
quire. Often he'll be grateful for 
the suggestion, which will make 
the job easier and more enjoyable. 


PONDEROSA 


PANELING 


QUALITY and BEAUTY to be PROUD of 


@ SATIN SMOOTH 


@ FROM OUR EASTERN OREGON PINE MILL 


PONDEROSA PINE ~ DOUGLAS FIR 


+ SPRUCE 


+ YELLOW PINE 


" 


- CYPRESS 


a 
A 
as - IATION 
eMEMBERS; WESTERN ZINE ASSOC 
=, WEST COAST LUMBERMAN'S ASSOCIATION 
~ 
~ 


~ 


J. HERBERT BATE CO., INC. 
30 Church St., New York 8, N. Y., WOrth 4-6363 
1215 Public Service Bidg., Portiand, Oregon 
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Flush Sliding Door Pulls 


Flush mounted sliding door pulls 
are currently offered by The H. B. 
Ives Co. Made in a choice of 
wrought brass or bronze in all 
standard finishes, the new pulls 
are round in shape and feature 
recessed walls which improves 
finger purchase. The bottom of the 
recess or back of the pull is 
slightly convex for added grace 
and to increase the reflective qual- 
ities of the pull’s finish. Available 
in two sizes—114" and 24%” dia- 
meter—the new pulls are said to 
cuuform to all architectural and 
decorating styles. The larger 21%” 
size offers additional, usefulness 
since it is the same as the bore nor- 
mally required for many cylindri- 
cal locks. Write H. B. Ives Co., 
Dept. AL, Artison St., New Haven, 
Conn. 


For more data circle No. 25 on coupon, p. 136 


Moh Spon 


is a product you can ride to new sales records. 
The B-H Magie Blanket is insulation at its 
best that has won wide acceptance with 


Polyvinyl White Glue 
Webb Products Co., will send a 
money-saving, easy-installation features. And regular 30¢ size of their Duratite 
to help you sell, we are advertising in “HOME _eevlpnss + eon pene: pes: lie ae 
. ravens ‘a ‘ new vynite unbreakable applicator 
MAINTENANCE and “GOOD HOUSEKEEP.- free to any dealer requesting it on 
ING” as well as providing powerful sales his business letterhead. Ideal for 
helps — “How To Install” booklet, counter | Shop, home, or office, the 1% 
ounce tube applicator puts just the 
right amount of glue in the right 
place fast and easy. It can’t break. 
It wor’t spill. Every drop can be 
squeezed out. It utilizes the new 
formula No. 3026 polyvinyl resin. 
It is full strength, fast setting and 
forms an invisible bond in wood, 
paper, metal, fabric, etc. Tensile 
strengths up to 3,500 pounds per 
(continued on page 124) 


and window displays, samples and sales liter- 
ature. 


‘©\ Good Housekeeping 
Nd \ 


0" 45 soyranstd Wine 
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iNt-Well 


SELLING is a PLEASURE to noth You and Your cients 





oo 


Mabide lab SABINETS - 


Ls 
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Today’s trend is toward adequate, convenient, economical storage... both 

in the kitchen and throughout the home. Bilt-Well Wood Cabinets are the ° 

perfect answer! Fashioned from clear, kiln dried Ponderosa Pine, Bilt-Well cael 
Cabinets are modernly styled with rounded edges to harmonize with latest 

home furnishings. Any handy man can assemble and decorate Bilt-Well 


Cabinets, for their satin-smooth surfaces are ideal for popular stains, 


varnishes and enamels. Here’s the answer to the rapidly expanding “‘do-it- U NIT woop CABINETS 


yourself”’ market! Ask today about the profit-building potential of Bilt-Well for Kitchens and Multiple Use 
Cabinets—then treat your customers to the finest! 


CARR, ADAMS & COLLIER COMPANY Dubnque, lowa : \ 


i / 
(Estalished 1866) <a 


We are manufacturers of the complete line of Bilt-Well Woodwork ; Complete Unit Windows, Case. 
menis, Awning Windows, Kitchen Cabinets, Multiple-use Cabinets, Overhead Garage Doors, Combi. 
nation Doors, Storm & Screen Units, Basement Windows, Shutters, Exterior and Interior Doors, 
Entrances, Gable Sash, Louvers, Corner China Cabinets, Mantels, Telephone Cabinets and Stair Parts. 
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a“ 
BIGGER 
SALES! 


REDI-ROLLS! 


Big Town—Little Town —any Town— 
Richkraft Redi-Rolls make everyone a 
customer, Here, at last, is building paper 
at pennies per roll instead of dollars! 
An attractive merchandising carton 

uts these small 36-100 sq. ft. rolls of 
Richkrafe Papers right out on the floor 
where your customers can see them — 
4 grades to choose from. 


Here is a “carry out” size roll that will 
appeal to every farmer, gardener, and 
do-it-yourselfer. Has 1001 uses around 
the home or farm—noct just building or 
remodeling applications. For the first 
time, Richkrafe makes building paper 
a household item — not just a building 
aper. Get in on this huge spring mar- 
fee See your Richkraft distributor —or 
write us for his name. 
Send back the coupon and let us give you 
complete details on the Redi-Roll plan. 
We will help you start it and we make 
it easy to keep your supplies up-to-date. 





A few of the uses natiae* 
Redi-Rolls can be so 

@ Temporary floor runners to pro 
tect rugs ond carpets 

@ Wrapping trees and shrubs 

@ Throw-owoy drop doths 

@ Do it yourself building wf 
e Covering gorden equipmen 


@ Mulching 
@ Insulation 








@ Wrapping and storage 











wet 


Chicago 10, Illinois | 
Gentlemen: 

Please send me complete details on Redi-Roll plana 
NAME__ 


THE RICHKRAFT Co. 
510 N. Dearborn Street 


ADDRESS__ 
TOWN__ 





___ZONE__STATE_'__ | 








124 (To obtain more data on advertised products see page 136) 





NEW PRODUCTS 


(begins on page 113) 





Square inch have been obtained on 
rock maple joints. The glue is not 
affected by freezing, and has less 
danger of chalking out when used 
below 60°. Write Webb Products 
Co., Dept. AL, San Bernadino, 
Calif., or Norcross, Ga. 


For more data circle No. 26 on coupon, p. 136 


Aluminum Awning Window 


Ludman Corp. has introduced a 
new Auto-Lok aluminum awning 
window with torque bar operation. 
The new window’s torque bar mere- 
ly brings in the bottom night vent 
and does not exert any pressure 
on the hinge points of any other 
vents, which are locked automatic- 
ally. To eliminate welding, pinning 
or other devices that may break, 
the model-B torque bar assembly 
is radially splined. The torque bar 
is completely concealed in the sill. 
To provide a smoother more beau- 
tiful interior finish, all anchor 
housings have been eliminated on 
the jambs. Write Ludman Corp., 
Dept. AL, North Miami, Fla. 


For more data circle No. 27 on coupon, p. 136 








Combination Cornice, Ventilator 


A new Lo-Man-Co combination 
cornice and foundation ventilator 
unit is available. All-aluminum in 
construction, this new ventilator is 
attractive in appearance and dur- 
able. Two models are available, 
8” x 16” and 4” x 16". Both models 
come completely equipped with 


% x 8 mesh aluminum insect 
screens installed, which conform 
with the FHA requirements. Alu- 
minum construction eliminates 
maintenance and replacement 
problems. Installation in either 
cornice or foundation is fast and 
easy since the ventilator unit is 
merely placed in the cornice open- 
ing or between the floor joists over 
the foundation, and nailed into 
place. Write to Louver Mfg. & Sup- 
ply Co., Dept. AL, 5807 West 36th 
St., Minneapolis 16, Minn. 


For more data circle No. 28 on coupon, p. 136 
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WHAT'S YOUR ANSWER? 


Solution to the 
questions on 120 


1. $500,000. This timely article 
on how cash-and-carry yards op- 
erate starts on page 52. Other 
stories in this series start on pages 
48 and 50. 


2. Masonite Corp., whose ad is 


on page 4. 


3. The home handyman. This 
provocative story on selling hand 
tools begins on page 58. 


4. Lacquers and enamels in pres- 
surized spray cans for homeown- 
ers, etc. Sheffield Bronze Paint 
Corporation’s ad is on page 23. 


5. No. According to the owner, 
the new store helped but it also 
required a combination of sales 
training, advertising, promotion 
and package selling. The article 
begins on page 66. 


6. A new insulation board made 
by Wood Conversion Co. Adver- 
tisement is on pages 35-36. 


7. The original awning window 
and the multiple-use awning win- 
dow. Full facts on merchandising 
these popular units are in the ar- 
ticle on page 74. 


8. Ventilite Corp., makers of 
Ventlock glass jalousies, whose ad 
appears on pages 72-73. 


9. The Module Erector. This 
story about a new house construc- 
tion technique to help fight prefabs 
starts on page 8&2. 


10. The Mengel Co. ad appears 
on page 112. 
What's YOUR Score? 


9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 
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Lock Dispenser Unit 


A free display which is self dis- 
pensing and adaptable for wall or 
counter use is featured in a new 
padlock merchandising program 
launched by Slaymaker Lock Co. 
For $9.70 dealers get 24 cast-brass 
locks with special rust-resisting 
chrome plated shackles, which usu- 
ally sell for a total of $17.72. The 
new assortment gives retailers 
profit because four super disc tum- 
bler locks selling for 79c each, are 
supplied free with each unit. The 
display which has built-in units 
for open stock, comes with both 
wall fixtures and counter dowels. 
Write Slaymaker Lock Co., Dept. 
AL, Lancaster, Penna. 


For more data circle No. 30 on coupon, p. 136 


Perforated Board Fixtures 


A line of over 125 do-it-yourself 
perforated board fixtures is being 
manufactured by Turnbuckles, Inc. 
The line will supplement the turn- 
buckles, eyebolts and bright wire 
goods. A new merchandising and 
stocking display unit makes it pos- 
sible for the retailer to merchan- 
dise with a minimum of space and 
investment. It is built of steel lith- 
ographed in two colors and takes 
only 24”x20” of floor space. It pro- 
vides a fixture display, self-service 
fixture bins and storage. The K-1 
merchandiser is included at no cost 
in a package deal which includes a 
balanced stock of the nine most 
popular fixtures, four convenient 
sizes of board and four kits of as- 
sorted fixtures. Literature is in- 
cluded. Write Turnbuckles, Inc., 
Dept. AL, Michigan City, Ind. 


For more data circle No. 31 on coupon, p. 136 
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$i-Vel Spring 


Ordinary uncoated spring 


ZEGERS 


COMBINATION 
‘METAL WEATHERSTRIP 
SASH BALANCE 


ZEGERS INCORPORATED | 


SI-VEL 


(PATENT APPLIED FoR) 


SPRINGS 


Here’s a new exclusive feature 
for Zegers Dura-seal 
Combination Metal Weather- 
strip & Sash Balance! 
Counterbalancing springs are 
Si-Vel processed and coated 
to eliminate all noises. 

A velvet-like finish, actually 
baked on the galvanized steel 
springs, assures absolutely 
silent opening and closing of 
wood windows, It’s the most 
important window equipment 
development since the one- 
piece jamb member .. . 
another Zegers “‘first’’! 

Get complete information on 
this remarkable innovation 
now! Builders, see your 
Lumber Dealer;—Lumber 
Dealers, see your Sash and 
Door Jobber or Millwork 
Manufacturer, 


(To obtain more data on advertised products see page 136) 
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Built-in Cabinet Unit 

An easy-to-assemble cabinet dis- 
play for built-in gas cooking equip- 
ment is announced by Chambers. 
Of natural knotty pine with 
wrought iron hardware, the dis- 
play base is especially effective 
when combined with the firm’s an- 
tique copper built-ins. Designed to 
accommodate Chambers In-a-Wall 
oven and In-a-Top broiler-burner 
unit, the display measures 251,” 
deep, 28” high and 66” wide. The 
unit is available with a choice of 
simulated doors or with doors 
which open into a large cabinet 
space for literature and utensil 
storage. The base cabinet is adapt- 
able for local home furnishings 
shows, fairs, and public exhibits. 
Write Chambers Co., Dept. AL, 
2464 N. Meridian St., Indianapolis, 
Indiana. 


For more data circle No, 32 on coupon, p. 136 
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Laminate Counter Display 


Pioneer Plastics Corp. has devel- 
oped a colorful counter display. 
Available free, the compact 11” x 
12” point-of-purchase display has 


been spot-checked with success. 


126 


Designed to prove that “It’s easy 
to do it yourself with Pionite,” the 
bright cardboard piece includes a 
frontal rack with a generous selec- 
tion of samples in woods, pearls, 
linens, plaids, fabric-textures and 
other patterns. The rack is so con- 
trived that the samples may not be 
removed. There is also a literature 
pocket offering a brochure telling 
how easily and economically the 
stain, heat and wear-resistant 
Pionite may be applied. Write Pio- 
neer Plastics Corp., Dept. AL, Sa- 
lem, Mass. 


For more data circle No. 33 on coupon, p. 136 


New Floor Maintainers 


A new line of heavy-duty Clarke 
floor maintainers is announced by 
Clarke Sanding Machine Co. The 
line includes four new machines. 
Brush diameters are 13”, 15”, 17” 
and 23”. Model designations are 
P-13, P-15, P-17 and P-23. Each 
machine has a fully rated contin- 
uous duty motor — P-18 is 1/3 
horsepower, P-15 is 1% h. p., P-17 
is % h. p. and P-23 is 1 h. p. The 
machines are attractively stream- 
lined and have completely polished 
finish. Accessories which provide 
facilities for wet scrubbing, dry 
scrubbing, waxing, polishing, steel 
wooling, shampooing, disc sanding 
and grinding, are interchangeable 
and easy to use. Equipped with a 
fully automatic dual switch, which 
has high overload capacity, the ma- 
chines are controlled with either 
or both hands—when pressure is 
released, machine stops. A fully 
adjustable handle locks securely in 
any position in 90° are with a 
hancy new lever device. The han- 
dle features rubber hand grips, 
cable hook and heavy sleeve strain 
reliever for non-marking rubber 
cable. The handle can be locked 
in vertical position for storage in 
close quarters. Write Clarke Sand- 
ing Machine Co., Dept AL, Muske- 
gon, Mich. 


For more data circle No. 34 on coupon, p. 136 


Portable Siding Unit 

A money-saving feature of Ma- 
sonite siding — the specially-de- 
signed shadowline strip — is point- 
ed out to Louis Rubenstein, Chi- 
cago lumber dealer, by Robert 
Mack, a salesman for Masonite 
Corp. The portable display graph- 
ically shows an overlap of only 
one-half inch, made possible by 
the design of the lumber strip. 
With a lattice strip, the overlap 
would be 11%”, so the builder, by 
using the special design, saves 
1/12th of the board. Write Mason- 
ite Corp., Dept. AL, 111 W. Wash- 
ington St., Chicago 2, Ill. 


For more data circle No. 35 on coupon, p. 136 


File with Extra Drawer 


The file with the extra drawer is 
the feature of Remington Rand’s 
new line of Kompakt file cabinets. 
The line is availableinthree-drawer 
desk height, four-drawer counter 
height, five-drawer standard 51” 
height and new six-drawer height, 
designed to accommodate an extra 
drawer in the same vertical space 
as standard files. By using the new 
six-drawer unit in place of existing 
four-drawer files, present filing 
area can be reduced one-third. In 
211 four drawer files, 19,834 filing 
inches are available in an area of 
1,810 square feet. One-hundred 
and fifty-six six-drawer Kompakt 
Files using only 1,120 square feet 
have 24,570 filing inches. The file 
with 4,736 more filing inches, cuts 
the floor space by 690 square feet, 
a saving, at the accepted rate of 
$3 per square foot, of $2,070 a year. 
Write Remington Rand Inc., Dept. 
AL, 315 Fourth Avenue, New York 
10, New York. 

For more data circle No. 36 on coupon, p. 136 
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HINGES 


Now available with 
bronze oilite bear- 
ings. Plated or 
stainless steel or 
solid brass. 


STORM DOOR CLOSER 
and PROTECTOR » 


ale 


*, 





e = ie t a - ae 
Sy 
#80 the only self-lubricated, 10 year 
gvoronteed closer. #90 available 
without chain. 


ONE-BORE LATCH 
Idealox and PA 
Idealatches s\ 
4 
= 
With or without key 8,000,000 in use 


locking. Just drill today. Just drill 
three %" holes one 1” hole 


Write today for prices and catalog sheets. 
IDEAL BRASS WORKS, INC. 


250 E. 5th St St. Paul 1, Minn 











From the 

snow covered — 
peaks of the 
Rockies... 


rn comes the finest 
ENGELMANN SPRUCE 
and LODGEPOLE PINE grown 


If you have a job that requires the Best Boards 
in Construction, contact us for Prices and 


Availability. 


Member of Western Pine Association 


MONARCH LUMBER CO., Inc. 


Gbace ate), mage) he)-7 yele) 


BUILDING PropucTs MERCHANDISER 





(To obtain 





CONVEY IT... 


FOR FASTER LOWER COST HANDLING 


Move flooring, laths, shingles, any building ma- 
terial with a smooth riding surface, to and from 
saws, lathes, in and out of storage and shipping — 
fast, and at lowest cost, with Standard Conveyors. 
Get complete information — write for Bulletin 
No. AL-74., 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 
Sales and Service in 
Principal Cities 


RAVITY & POWER 
CONVEYORS 











of BUILDERS 
HOME OWNERS 
INDUSTRY 


a Coa Bae =x za 


BEECH rt. 
PECAN | mu INTs 


Hardwood 
Hooring 


You can count on preference for "Mt. Vernon" 
Brand because you can count on quality lumber 
carefully kilr’ dried, and well manufactured and 
graded into flawless flooring. Feature it and win 
new and repeat business now. 


ALSO BAND SAWN HARDWOODS. Write or cali— 


MOBILE RIVER SAW MILL CO., 


Mt. Vernon, Alabama 


more data on advertised products see page 136) 
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THIS 
HUGE 
DRY 
SHED 


is one of five at C. D. Johnson's Toledo 
mill. Here one and a half million feet 
of quality kiln-dried lumber await rail 
shipment to every part of the country. 
Careful storage and loading in covered 
sheds assure that your shipments from 
C. D. Johnson always arrive in prime 
condition. Contact C. D. Johnson first 
for mixed car shipments of quality 
kiln-dried lumber. 


Cc. D. JOHNSON 
LUMBER 
COMPANY 


Manufacturer: 

WEST COAST LUMBER 
Mills: TOLEDO, OREGON 
Shipments: 

RAIL AND WATER 

Sales Offices 
AMERICAN BANK BUILDING 
PORTLAND 5, OREGON 


oe po ey 


TRADEMARK OF QUALITY LUMBER 


7 
iy SOiviston orf 
CD cronaua—Pacerte PLYWOOD COMPANY 


(To obtain more data on advertised products see page 136) 








| SALES AIDS 


(begins on page 126) 





¥ 


“pic, |) 


Floor Sander Poster 


An appealing three-color poster 
for helping the dealer increase his 
floor sander rental profits is an- 
nounced by the American Floor 
Surfacing Machine Co. The poster 
flashes the message “American 
floor sander magic quickly makes 
old, woérn, scratched, marred, un- 
even floors satin-smooth again.” It 
urges the customer to sand his own 
floors and stresses the ease of use 
and professional results. The at- 
tention of the woman is gained by 
the use of modern colors, readable 
typography, plus an illustration of 
a mother and a child on a gleaming 
floor. This 14 x 18” poster, printed 
on enamel stock, complete with a 
15” easel, has also been designed 
to be of practical use through re- 
duced size to every dealer. It also 
helps the dealer by stressing three 
items: floor sander, seal and wax. 
It is part of the free kit available 
with American homeowner type 
floor sanders for rental use. Extra 
posters, mounted on easels, can be 
had for 45¢ each, or unmounted for 
30c each. Write American Floor 
Surfacing Machine Co., Dept. AL, 
518 S. St. Clair St., Toledo 3, Ohio. 


For more data circle No. 37 on coupon, p. 136 


Drawer Guide Unit 


A roller drawer guide display 
has been announced by Leigh 
Building Products Div., Air Con- 
trol Products, Inc. The compact 
sales-aid is for counter display or 
salesmen’s calls. It combines the 
attention-getting value of an ac- 
tion display with a selling message. 
The display is supplied completely 
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SCREEN 
Rollers 


Convex Face 


Standard 2” dia. x 
1/16” face 
Primarily used in putting the screen- 
ing into the frame slot. Can be 
supplied with 3/32" rounded edge. 


Concave Face 


Standard 2” dia. 


For inserting spline into frame after 
screening has been positioned. 
Standard stock sizes are .093 
-125 and .170 width of face. 


Flanged 


Standard stock size is 2’ and 
1-5/8" diameters by 9/16" width 
of face. 


Special sizes on all above tools can be 
made to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, WEW HAVEN, CONN., U.S. A. 








STICK WITH THE 
LINOLEUM PASTE THAT MEANS 


EXTRA PROFITS 


TIGER-GRIP 
LINOLEUM PASTE 


Mere spread per 

gallon (20 yards or 

more) .. . smooth- 

er body... easy to 

spread ...no dis- 

agreeable odor . .. no presetting neces- 
sary ... never gummy or tacky. 


LINOLEUM TROWEL 


Spring steel, correctly 
serrated for proper 
spreading. Aluminum 
shank, turn-proof han- 
die. Durable, light- 
weight. 


CONSUMERS 
WATERPROOF CEMENT 
Ideal companion for 
Tiger-Grip. Where damp- 
ness exists —sink tops, 
baths, lavoratories, for 
closing seams, etc. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


N HADLEY ST 57 tOUIS 6 MO 


3UILDING Propucts MERCHANDISER 














assembled and smartly finished 
with Burgundy red drawer and 
black base. Overall dimensions are 
211,” long by 8” wide by 41.” high. 
Each display is packed in an in- 
dividual shipping carton, shipping 
weight is 5% Ibs. Write Leigh 
3uilding Products Div., Dept. AL, 
Air Control Products, Inc., Coopers- 
ville, Mich. 


For more data cirele No. 38 on coupon, p. 136 


Bells, Buzzer Display 

The Edwards Co., has developed a 
display of bells, buzzers, push but- 
tons and transformers. This dis- 
play is made of heavy-duty card- 
board, lithographed in three colors 
and varnished to prevent soiling. 
The 10” wide by 15” high display 
is shipped complete, with merchan- 
dise mounted and is provided with 
an easel back for counter use or, 
it can be hung on the wall. Write 
Edwards Co., Dept. AL, Norwalk, 
Conn. 


For more data circle No. 39 on coupon, p. 136 


Masking Tape Merchandiser 

A triangular display box used by 
Behr-Manning Corp. to hold 12 
rolls of 14%" x 800” masking tape 
puts across at a glance a complete 
sales story for do-it-yourself cus- 
tomers. The triangular shape of 
the cardboard merchandiser puts 
three front sides in full view of the 
customer. Large, easy-to-grasp 
drawings instructing on the four 
basic tape applications — painting 
striping, sealing and mending — 
make effective, sales-creating use 
of this space. A minimum of coun- 
ter space is required. The tape is 
stacked in two six-roll layers. 
Color of the display is blue and 
yellow. Write Behr-Manning Corp., 
Dept. AL, Troy, N. Y. 


For more data circle No. 40 on coupon, p. 136 























oti 


CENTER MOUNTING 
Is an exclusive feature of Ken- 
natrack sliding door hardware. 
Combined with even distribu- 
tion of door weight over 8 
nylon wheels, center mounting 
assures effortless operation 
and minimizes likelihood of 
warpage. 


Kennatrac 


SLIDING DOOR 
HARDWARE 





Secret of quick, 
trouble-free slid- 
ing door installa- 
tions is selecting the 
right type of hard- 
ware. SEND FOR 
FREE COPY of 
the KENNATRACK “Buyer's 
Guide,’’ A book that takes the 
guesswork out of sliding door in- 
stallations! Roatateeck Corpor- 
ation, Elkhart, Indiana. 


(To obtain more data on advertised products see page 136) 129 





Hand-truck Safety Device 


Swinguard is the name of a new 
device designed as a safeguard 
against accidents which may result 
from hand trucks slipping from the 
grasp of an operator. Made of 
heavy braced steel, it may be used 
with any standard two wheeled 
hand truck. It is joined to the 
truck halfway up the back by 
heavy duty clamps. Principle of 
operation is to force the hand truck 


forward and away from the opera- 
tor if his grasp slips. On a heavily 
loaded truck, the weight of the load 
acts as a pushing force thrusting 
forward instead of back towards 
the operator’s legs. The free swing- 
ing attachment is so designed that 
it acts as a skid on the forward 
motion and keeps the hand truck 
on a slight angle. Write Twin-Tilt 
Truck Company, Dept. AL, Cincin- 
nati, Ohio. 


For more data circle No. 41 on coupon, p. 136 


Two-Man Fire Truck 


A compact, highly-maneuver- 
able, one or two-man fire truck is 
announced by the Kalamazoo Man- 
ufacturing Co. This rugged truck 
is said to eliminate a dangerous 
weakness in current plant and 
warehouse fire preventive systems. 
The three-wheel fire fighter fea- 
tures maneuverability through 
narrow aisles and standard doors, 


and its speed of 15 miles an hour, 
means that you can get “to” any 
fire. The equipment carrying ca- 
pacity of the fire fighter and its 
simplicity of operation make it pos- 
sible to extinguish fires at their 
sources—before they become ma- 
jor disasters. The fire fighter ex- 
tinguishes pit fires, oil fires, high 
octane fires, etc., with speed and 
efficiency. Trucks can be equipped 
to carry complete high pressure 
fog systems, 210 gallons of water, 
100 ft. of booster hose, rotary 
pump, foam concentrate and any 
extinguishers desired such as CO-2 
dry chemicals, etc., as well as fire 
axes, crow bars, first aid kits and 
ladders. Write Kalamazoo Manu- 
facturing Co., Dept AL, Kalama- 
zoo, Mich. 


For more data circle No. 42 on coupon, p. 136 














WHITE FIR 


Trade Mark 








PONDEROSA PINE 


INCENSE CEDAR 
\ High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 








__ CALIFORNIA 











Telephone GL 6.1729 


A PLEASURE TO 


130 


(To obtain more data on advertised products see page 


2 


Eliminates ROPES, 
PULLEYS, WEIGHTS, 
and SPRING BOLTS 


NO 


OPERATE A TANNEWITZ HIGH SPEED BAND SAW 


NAILS 
SCREWS 
RATTLES 
Replaces Worn-out SASH CORD 
SPECIAL HARD 
SPRING BRONZE 
See your JOBBER o! 
LEIDGEN SPECIALTY CO. 


MILLION 
IN USE 


winoow 


CONTROL 
| SPRINGS 


30c per pair 




















Oconomowoc, Wis. 
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noe 2nd & 3rd Grade 
Maple Flooring 


Sells on Value! 





“Save money” is a universal sales 
appeal. And you can save your 
customers up to 50% with “Excel. 





lent 2nd” and “Thrifty 3rd” Dia- 
mond Hard grades. Ideal for lower 
cost homes, summer cottages, in 
closets, kitchens, bedrooms. 

Phone 3633 or 6400 today 


J. W. Wells Lumber Co. 


Menominee, 


Pa 


“Gymnasium Grade” 
flooring 
is 50% or better Ist 
grade blended with 
2nd grade. Performs 
and looks as good 
as Ist grade, but 
costs much less! In- 
quire today, 


Mithigan 


2 











CONIFER 
LUMBER SALES 


Distributors of West Coast 
Coniferous Tree Products 


P.O. BOX 385, TOWN & COUNTRY STATION 
SACRAMENTO, CALIFORNIA 
TWX $C270 PHONE IVanhoe 9-7655 - 





ICHOLL 


iS 
LS 


Clo a ts 


IN 


Nicholls TROWELS, FLOATS 
DARBIES and HAWKS have been designed t 
perfectly ‘fit"’ e job, Many enrs of re 

" that make Nicholl 


fo 2? auel 


5Tyeaus 


Contact your jobber or write 


NICHOLLS MANUFACTURING CO, 


OTTUMWA. IOWA 


CEMENT TOOLS, 


earch 


0 


3 


- 


® for Asbestos Siding 
© for Lep or Bevel Siding 
® for Wood Shingle Siding 


Save applicating time and money, 
add to appearance and durability! 
Kokomo Korners simplify fitting, 
eliminate split siding and planing 
or cutting at corners. All corners are made of 
aluminum. A complete line of corners for asbes- 
tos siding to match every manufacturer's line. 
For complete details and free samples write— 


BUGHER MANUFACTURING CO 





1912- 


FLAVELLE CEDAR LIMITED 


MANUFACTURERS OF 


B. C. RED CEDAR SIDING, SHINGLES, LATH 


for over 40 year 


1954 


PORT MOODY, 6 ¢ CANADA 





GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


cenine WHITE PINE sreos 


Genuine STROBUS) 
Also some Norway and Spruce 
AIR-SEASONED — WATER-CURED 
Rough or Dressed 
Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 
Member N.A.W.L. 1954 














classified 
advertising... 


. . is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you'll find column after column 
offering real business opportunities. . 


. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! BHvery other 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 
issue. 














BuILDING Propucts MERCHANDISER 








Ts: 


<< eee 


~ Specialists in Ook Fleer - 
ing. General wholesal- “~ 
are of ofl lumber Pome. °- 


= 
Contact vs on your _— 





- 


H.E. WEBSTER LUMBERCO., ,.. 


il. 





ansa 




















(To obtain more data on advertised products see page 136) 





NEW \.. LITERATURE 


“Let's Sand To Get Results—Not 
To Make Sawdust” is the title of a 
booklet published by Synchro Corp. 
The booklet, free upon request, de- 
scribes proper sanding techniques, 
abrasives to be used and wood finish- 
ing. It also shows many other ways to 
use sanders on all materials. The data 
and techniques in this booklet have 
been compiled by leading authorities 
and tested and approved through ex- 
perience. Synchro Corp., Dept. AL, 
Oxford, Mich. 


For more data circle No. 45 on coupen, p. 156 


A catalog sheet describing its com- 
plete outdoor living grill is available 
from the Buffalo Metal Container Corp. 
The sheet also tells how a concrete 
block fireplace may be constructed to 
fit the unit. Buffalo Metal Container 
Corp., Dept. AL, 35 Roetzer St., Buf- 
fa.o 11, N. Y. 


For more data circle No. 44 on coupon, p. 136 


Hob-E-Balsa, balsa wood from Ee 
uador for hobbyists, is described in a 
four-page pamphlet. The wood comes 
packaged in small bundles ranging 
from 6 to 10 board feet. Dealers may 
sell the bundles to the do-it-yourself 
market for sports equipment, house 
models, art items, models, toys and 
many other uses. Balsa Ecuador Lum- 
ber Corp., Dept. AL, 500 Fifth Ave., 
N. Y. 36, N, Y. 

For more data circle No. 45 on coupon, p. 156 

An instruction sheet which gives the 
simple rules for a home owner to fol- 
low in finishing Ripplewood textured 
wood wall paneling has been prepared 
by Georgia-Pacific Plywood Co. Al- 
though Ripplewood can be used as it 
comes from the factory, since it al- 
ready is finished with a resin sealer, it 
also can be finished with color com- 
binations to suit any interior decora- 
tion design, whether traditional or 
modern. Write Georgia-Pacific Ply- 
wood Co., Dept. AL, Olympia, Wash. 


For more data cirele No. 46 on coupon, p. 136 


An informative brochure in color de- 
voted to the new Berry Do-It-Yourself 
garage door contains instructions for 
installation, specifications, blow-ups of 
working parts and stationary hard- 
ware features. Write Steel Door Corp., 
Dept. AL, 359 S. Jessie St., Pontiac, 
Mich. 


For more data cirele No. 47 on coupon, p. 136 


Majestic Building Products, Inc., has 
just released a 12-page brochure de- 
scribing their line of incinerators, dis- 
posal containers and outdoor cooking 
units. In addition, the two-color bro- 
chure gives details about its indoor 
fireplace units, grates and dampers. 
The Majestic Co., Inc., Dept. AL, Hun- 
tington, Ind. 


For more duta circle No. 48 on coupon, p. 136 


National Window Corp. has available 
a four-page, three-color catalog sheet 
on its aluminum awning windows, The 
windows feature a center operator with 
a stainless steel worm gear and safety 
Ventlock. Windows are shipped assem- 
bled ready for installation. National 
Window Corp., Dept. AL, Box 632, 
Jackson, Miss. 


For more data circle No. 49 on coupon, p. 196 


132 


“Miracle In Plywood,” published by 
the Douglas Fir Plywood Association, 
in eartoon fashion colorfully tells of 
the development of plywood from 1500 
B, C, through present day manufactur- 
ing processes. The booklet is offered 
as an opportunity piece by which lum- 
ber dealers can introduce customers to 
the plywood story. On the back page 
there is ample room to imprint a firm 
name. Single copies may be obtained 
without charge. In quantity, the car- 
toon booklet is $1.60 per 100 from 
Douglas Fir Plywood Association, 
Dept. AL, Tacoma 2, Wash. 


For more data circle No. 50 on coupon, p. 136 


“Plexolite, a story of success and 
unlimited future,” is a large 16-page 
brochure describing the story of Plexo- 
lite research, engineering and some of 
the uses of this versatile glass fiber 
reinforced panel. Besides its history, 
the Plexolite book also describes the 
company’s plans for the future. Plexo- 
lite Corp. of California, Dept. AL, 2051 
E. Maple Ave., El Segundo, Calif. 


For more data circle No. 51 on coupon, p. 136 


Iron Work, illustrated 56-page cat- 
alog, shows 245 photographs of cast 
iron lacework from New Orleans’ 
Vieux Carre designs and the latest 
creations in pilasters, balustrades, 
friezes and other details of authentic 
originals. The 1954 catalog also in- 
cludes photographs of a wide range of 
modern installations, descriptions, 
weights, measurements, architectural 
suggestions and other highly useful 
reference material. Lorio Iron Works, 
Dept. AL, 738 S. Gayoso St., New Or- 
leans 19, La. 


For more data circle No. 52 on coupon, p. 136 


A book entitled “Your Business Rec- 


ords” by J. K. Lasser, author of “Your 
Income Tax,” is being offered to deal- 
ers by the Standard Register Co. The 
new book helps dealers guard against 
tax suits, fraud, cash loss and embez- 
zlement. It tells you, step-by-step how 
to set up an easy, low-cost record- 
keeping system; tells how to keep all 
records you need for efficient manage- 
ment. Write The Standard Register 
Co., Dept. AL, 103 Campbell St., Day- 
ton 1, Ohio. 


For more data circle No. 53 on coupon, p. 136 


Fireproof insulated roof decks are 
described in three new technical fold- 
ers issued by the Vermiculite Institute, 
Chicago. “Poured-in-place Vermiculite 
Concrete Over Vented Steel Roof 
Decks” describes a recent development 
that permits considerable flexibility in 
joist spacing and slab thickness. “Ver- 
miculite Concrete Roof Decks Over 
Paper-Backed Wire Lath” is the title 
of two folders covering steel or con- 
crete joist construction where the joist 
spacing does not exceed 32” on centers. 
One folder is an alternate, designed 
for regions where temperatures are 50 
deg. F. or above during the pouring 
and curing period. Vermiculite Insti- 
tute, Dept. AL, 208 S. La Salle St., 
Chicago 4, Ill. 


For more data circle No. 54 on coupon, p. 136 


Lightweight magnesium wedges for 
use with chain and bow saws are de- 
scribed in a four-page bulletin which 
shows the complete line of Magna- 
Wedges. The bulletin lists weights and 
sizes of the wedges and shows their 
best uses for economical chain and bow 
saw operation. The wedges, weighing 
less than one-quarter the weight of 
steel ones, will not nick, break or dam- 
age saw teeth. Warren Tool Corp., 
Dept. AL, Warren, Ohio. 


For more data circle No. 55 on coupon, p. 136 


“How To Use Novoply” is a booklet 
published by the United States Ply- 
wood Corp. containing many items of 
interest to the home craftsman. As an 
introduction, the booklet reviews the 
characteristics of Novoply, its screw 
and nail holding qualities, weight, 
strength, combustibility, insulation 
and acoustical properties. There are 
chapters on room paneling, sliding 
door and kitchen cabinets, building 
partitions and furniture making. Fin- 
ishing Novoply and some tips on 
craftsmanship and application are 
treated in other chapters. United 
States Plywood Corp., Dept. AL, 55 W. 
44th St., N. Y. 36, N. Y. 


For more data circle No. 56 on coupon, p. 136 


New Ideas on panel-wall window ar- 
rangements are covered in a 20-page 
catalog published by the William 
Bayley Co. The book describes the spe- 
cifications for Bayley aluminum pro- 
jected windows and projected ribbon 
windows. Profusely illustrated with 
drawings, charts and photographs the 
book covers installation details for 
various multiple-unit openings in 
brick, tile, concrete or steel construc- 
tion. William Bayley Co., Dept. AL, 
1200 Warder St., Springfield 99, Ohio. 


For more data circle No. 57 on coupon, p. 136 


Index and selection chart for various 
types of Gulf Steel and Wire Co. 
chains. Booklet contains definitions of 
terms end general information about 
specifications and weights of sling, log 
boom and rafting and loading chains. 
Profusely illustrated, the booklet con- 
tains charts, illustrations and compar- 
ative data on wire sizes and chain num- 
bers. Gulf Steel and Wire Co., Dept. 
AL, Bayamon, Puerto Rico, 


For more data circle No. 58 on coupen, p. 136 


Magic Mirror door detective and 
Melotone door chimes are described in 
a new folder. Magic Mirror door de- 
tective permits the homeowner to see 
who’s at the door without opening it 
and remain invisible to the person out- 
side. Melotone door chimes are non- 
electric and need no batteries or wires. 
Magic Mirror Associates, Inc., Dept. 
AL, 444 W. 33rd St., N. Y. 1, N. Y. 


For more data circle No. 59 on coupon, p. 136 


“Coloru” is the title of a brochure 
telling about the colorundum process 
of adding colors to concrete floors, 
sidewalks and patios. Colorundum, 
available in 11 colors, is a dry powder 
composed of highly concentrated col- 
oring mediums which are non-metallic 
and non-corrosive hardners and cemen- 
titious binders. It is rustproof and 
chemical resistant. To apply, it is 
sprinkled on fresh concrete and trow- 
eled in. A. C. Horn Co., Inc., Dept. 
AL, 10th and 44th Ave., Long Island 
City, N. Y. 


For more data circle No. 60 on coupon, p. 136 
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“ADservice mats just what 





dealers need”’ 





says sales manager of famous 
firm recently named Retailer- 
of-the-Year by the Brand 


Names Foundation 


“American Lumberman ADservice mats are easy to use,” 


. - . 4 Ray F, Stryker, sales manager, Johnson Cashway 
writes Mr. Stryker, “because of the large variety of illus- Lumber Co., Omaha, uses ADservice mats to illus- 
trations in both large and small sizes, and the helpful trate the firm’s newspaper ads and direet mail 


‘ folders. 
copy and layout suggestions. 


“Your mats reproduce exceptionally sharp and clean. 
This service is both practical and economical—just what 
dealers need.” 





Dealers in every one of the 48 States and Canada are 
using ADservice mats—saving time, money, and improv- “A — | LA ag 
° 7 me ree oe me ne serene 
ing the appearance and effectiveness of their ads. es 





p—— 
B98 Helen O4 Vow: Praperty 


Look ot These Low Prices! 
Woes taveiotion. Og Bag - 











F R E E Send coupon be- 


low for your free copy of ADservice 
mat book showing 254 illustrations, Ra. 
plus valuable ideas, copy and layout ees lan 
suggestions. E Comme 


Steen oh 
oo 


uo 9 
Dougies Fir Plywood 
, 2 


(please print or type) 





AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 


Rush my free copy of the 48-page ADservice book. 
NAME 
COMPANY . 


ADDRESS .. 


_~ae ee eennannneeneneeeeeeaeeee : 
" 





.. ZONE.... STATE 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $2.00 





Rates: 


1 Time — 10¢ per word for each insertion. 
Minimum charge of 50c per line. 


word fer each insertion. 
charge of 45¢ per line. 


6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 


26 Times — 7c word for each insertion. 
jum charge of 35c per line. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of 
lication. Advertisements are set in un 

le. No cuts or special borders 

ease indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 


3 Times — 8c 


For advertisements bearing box number count 
five extra words. There are approximately 
five words to a line and when less are speci- 
fied or used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN, INC. 
199 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





WANTED: M gq for Independent Retail 
Lumber Yard in Southern Minnesota. Interested 
in young man for permanent position. Leaving 
manager will assist until ready to assume com. 
plete charge. Company housing. Excellent sal. 
4 F Needed soon. Confidential. Address Box 
V-20 American Lumberman, Inc. 





Experienced Lumberman. Prefer man now liv- 
=e one working Chicago North Side and sub- 
urbs. aay? | open. Arthur T. Laird Lumber 
spmpany. 8512 3. Vincennes Ave., Chicago 20, 


ASSISTANT MANAGER WANTED 


25 to 40. For growing lumber yard in large 
city in Eastern South Dakota. Sepectensed 4 
estimating and able to help handle purchases. 
In reply give qualifications and salary expect- 
ee. ddress Box V-35 American Lumberman, 
ne. 





WANTED 


Good & er for 8 Right-hand Hardwood 

Band Mill Steam Set Works. Push Feed, Push 

Nigger. Give experience and references. Write 
ox V-28 American Lumberman, Inc. 


Experienced Lumberman. Prefer man now liv- 
ing and working in Gary, Hammond and 
Northern Indiana territory. Daas open. Arthur 
T. Laird Lumber Company, 8512 S. Vincennes 
Ave., Chicago 20, Ill. 





SALES MANAGER WANTED 

Proved Build Specialty product now being 
marketed in states needs sales manager 
who can take it national in 1954. You must be 
my selling ag supply jobbers and 
ave good knowledge retail dealers. Your 
product has tr accep’ance 
Coapesniave advertising program for alers, 
regional Cae g popes for x 
you qua and aspire to greater ea . 
contact us immediately. Box V-36 American 
Lumberman, Inc. 





UNUSUAL OPPORTUNITIES offered experi- 
enced and ful lumb anted four 
men of highest quality and competence for key 
jobs at good and with opportunities for 
advancement in Midwest retail yard com- 
pany. Jobs include Merchandising premeuer 
and Managers of large retail yards. Write fully 
re eugerionece to Box V-37 American Lumber- 
man, Inc. 
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SITUATIONS WANTED 


MILLWORK—DETAILING 
A firm of millmen with years of experience 
ailing service. Guar- 
= 4 — ~ 1 Cost. Excellent 
service. Address Box R-59, American Lumber- 
man, Inc. 








Lumberman desires change of tion. Have 
4\/, years wholesale and retail lumber experi- 
ence which includes training in West Coast 
lumber and plywood mill operation. B. 5S. 
Forestry, veteran, 31 years old. Now a ay 
Address Box V-41 American Lumberman, Inc. 


= SEWORS ours 6 a - 

ears ence; detailed and stoc’ - 
area, Production man. A-! Reference. Address 
Box V-42 American Lumberman, Inc. 


HARDWOOD LUMBER INSPECTOR fully ex- 
perienced desires position as yard foreman or 
inspector. NHLA rules. Relocate anywhere. 
References. Address Box V-43 American Lum- 
berman, Inc. 


Experienced building material salesman hav- 
ing proven record in retail and wholesale 
trades desires national line or lines to repre- 
sent in midwestern states: Southern Minnesota, 
Iowa, South Dakota and Nebraska. Give full 
details in first letter. Address Box V-44 Ameri- 
can Lumberman, Inc. 





SALES REPRESENTATIVES 
WANTED 





FLUSH DOOR Manufacturer desires f 





SALES REPRESENTATIVES 
WANTED 





CANADIAN REPRESENTATIVES 
WANTED 


One of America's largest fact of 
aluminum combination windows and doors de- 
sires to expand into the Canadian market. 
Products are merchandised through building 
material and hardware dealers, capitalize on 
the current Do-It-Yourself boom and are 
backed by large-scale national advertising 








Desire Canadian manufacturers representa- 
tives who are carrying allied lines. Protected 
territories available. Write giving full infor- 
mation in first letter. All replies held confiden- 
| ay Address Box V-40 American Lumberman, 
inc. 





WANTED — RAILS 


RAILS WANTED 
Any weight—any tonnage 
W. H. DYER CO., INC. 
2111-A Railway Exch. Bldg., St. Louls 1, Mo. 


STEEL RAILS 
16%, WH. WH. WH. We. 40st and Heavier 


S18 Dryden St., Charleston, West Virginia 


RAILS, New and Relaying 
M. K. FRANK 
480 Lexington Ave., New York, N. Y. 


BUSINESS WANTED 

















turer's representatives in the following general 
areas: Western New York and Pennsylvania, 
Maryland, West Virginia and Virginia, Ken- 
tucky, Tennessee, Missouri, Kansas, Arkansas, 
Texas, Oklahoma, Mountain States. 


Desire men calling on the jobber trade and 


ualified to sell doors. Address in confidence 
ox V-31 American Lumberman, Inc. 


MANUFACTURER'S REPRESENTATIVES 


WANTED by leading Manufacturer of Nation- 
| Advertised Sash Balance Combination Unit 


complete line of Woateetlp ucts. 
Must have following among and ork 
Manufacturers, Bugding Material Supply Deal- 
ers and Tract B > 


MASTER METAL STRIP SERVICE, INC., 1720 N. 
Kilbourn Ave., Chicago 39. Illinois. 





Wanted active wholesalors and commission 

1 . to sell Ponderosa Pine, 

Engelmann Spruce, Fir «6 

Larch, also Western te Spruce from Can- 

ada. Large production. We are manufacturers 

and distributors. Want exclusive ge 

some territories. Responsible fast — 

Write fully. Address Box T-51 American Lum- 
berman, Inc. 





Distributors wanted by manufacturer of the 
fastest selling brand of painted red cedar side- 
wall shakes. In all the newest pastel colors as 
well as standards. Exclusive tion avail- 
able in the following states: Minnesota, Wis- 
consin, . Indiana, lowa, Nebraska, Mis- 
souri, Arkansas, Texas, Louisiana, Kentucky, 
T Alab Kansas. Address Box 
V-30 American Lumberman, Inc. 








METAL MOULDING SALESMAN 

Full time or side line. To call on linoleum — 
hardware — furniture stores — cabinet shops 
— manufacturers and wholesale distribut 
Representing Manutacturer of complete quality 
line of aluminum and stainless steel mould- 
ings. Exclusive territories open. National 
Aluminum Company, 1132 Alum Creek Drive, 
Columbus 9, Ohio. 








SALESMEN—now calling on lumber and build- 
ing material dealers to sell new overhead 
arage door. Exclusive territories now — 

Mi i ox 


° an Write 
V-38 American Lumberman, Inc. 





Manufacturer’s Representatives—Eas 
Rustic Prefabricated Fencing. To Lumber Yards 
and Nurseries. repeat business. Pro- 
tected territories. Address Box V-39 American 
Lumberman, Inc. 


to sell 


YARDS WANTED 
YARDS FOR SALE 


Have you a lumber yard for sale? Or, are you 
idering the p e of a yard? We have 
a number of responsible persons interested in 
buying and also several yards for sale. All 
replies treated in strict confidence. 
Alden F. Hunter, 106 West River St., Dixon, Ill. 
Phone 3-8221 








Two men. early forties, seek to purchase small, 
active retail lumber yard. Prefer location in 
Pennsylvania or New Jersey. Would consider 
managing yard with purchase privilege upon 
retirement of present owner. We have a solid 
background in all phases of retail operation; 
estimating. construction, sales, credits, ac- 
counting and control. Can assume ownership 
January 2, 1955. If you are interested. please 
contact us through box number V-49, American 
Lumberman, Inc. 


WANTED , : 
Lumber and Building Supply business in grow- 
ixg community with opportunity to expand. 
Address Box V-45 A i Lum Inc. 








BUSINESS OPPORTUNITIES 





FOR SALE 


Exclusive right-of-way over a very large area 
which is the only logical and practical way 
to remove a vast amount of timber consisting 
of fine Pine and Fir timber in Northern Califor- 
nia. Approximately one and one-half billion 
feet. Off the highway trucks can be used all 
the way to R. R. and or Mill site. Address Box 
T-28, American Lumberman, Inc. 


Wanted: Reliable party who is familiar with 
red cedar, to take charge of large acreage and 
manufacture into finished Osean 
dress ‘’Pratts’’ Homasassa, Florida. 


July 12, 1954 AmeRicAN LUMBERMAN & 








BUSINESS OPPORTUNITIES 





SOUTHERN CALIFORNIA 
Do You Want to Buy or Sell 
A Lumber Yard? 
A Hardware Store? 
A Building Supply Store? 
Do You Need Management Assistance 
or Counselling? 
If so, then write us. 

We Are SPECIALISTS in Seling 
Managing, Liquidating & Counselling. 
REALTY DIVISION 
HAYWARD LUMBER & INVESTMENT 
COMPANY 


Licensed Real Estate and Business 
Opportunity Broker 


See Our Rating with Dun & Bradstreet! 
410 San Fernando Road 
Los Angeles 31, California 
Since 1910 in California 





LUMBER & DIMENSION 
FOR SALE 





Kiln Dried Douglas Fir Industrial Ci 
Standard sizes through 1€ /4 
Alse 
Extension Ladder Le 
Mouldings t Door Stock 
Millwork Blanks Step-Ladder Stock 


Inquiries answered promptly:. 


Al Clements Lumber Co. 
P. ©. Box 908 
Eugene, Oregon 
Phone 5-3317 


TWX EG049 


QUICK — TO DEALERS 
CL or LCL shipments 


a we. a 
Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet af hardwocds and 
softwoods in stock 


THE BUCHANAN lL) ER COMPANY 
Cumberland, land 





PROMPT SHIPMENT 





ALUMINUM CORNERS FOR BEVEL SIDING 
x6 7c resale 
8c resale 
8c resale 
8c resale 
9c resale 
9c resale 
Sc resale 
%x12 Ile resale 


ALUMINUM CORNERS FOR DOLLY VARDEN 
x 5l/, for %yx6 . 7c resale 

hx Th, for 4 x8 8c resale 
8c resale 

8c resale 

9c resale 


x 7i/, for 44, x 8 
x 7, for \* x8 
x gl .; 1” x 10 
BASE—250/Carton 
po ORDERS FREIGHT PREPAID 
(Selling only to dealers) 
HOSKING PAPER & SUPPLY 
P.O. Drawer 43 Wilmette, Ill. 





BUSINESSES FOR SALE 





BUSINESSES FOR SALE __ 





For Sale: Lumber and ponding supply busi- 
ness in Western New York ell located on 
main highway with railroad siding, new 30x50 
office and showroom. enpment and present 
facilities are more . a aapate for further 
exp has had steady growth 
and possibilities are unlimited. Address V-34 
American Lumberman, Inc. 





Hardware & Lumber Supply in Southern Cali- 
fornia. Corner location. Real estate and busi- 
ness complete. Late | $10,000 per month— 
$43,500 plus inventory. Terms. 
Pledger Real Estate 
16321 S. Western Avenue 
Gardena, California 


For Sale: Retail Coal, lumber and building 

material business. Western New York. Com- 

plete with land and equipment. Inventory 

optional. Established over 60 years. Illness 

necessitates sale. Further details by ¥*, oint- 

a Contact P. L. Neff, Geneseo, N. ~Veene 
or . 


RETAIL LUMBER YARD 


in sunny Phoenix, Ariz. Clean, well- 
balanced inventory at market value 
(approx. $30,000). Trucks, equipment 
and fixtures $6,000. Excellent location. 
Will sell or lease property. Address 
Box V-46 American Lumberman, Inc. 


LUMBER YARD 
The most outstanding wholesale concentration 
yard in the Southwest is for sale due to own- 
er’s retirement. Can be readily converted to 
retail operation. An unusual opportunity. Ad- 


dress inquires to Box S-68, American Lumber- 


man, Inc. 





For Sale: A lumber yard and building material 
business located in southern Indiana. Good 
opportunity to make money—a growing com- 
munity. Owner retiring. 7 a. Box V-33 
American Lumberman, Inc. 





COAL & BUILDING MATERIAL YARD 
MUST BE SOLD 


1952-53 Volume Approximately 400,000 per year. 
FIRST OFFERING 
Good Northern Il. City — will sell building, 


land, equipment and inventszy or will sell in- 


ventory and equipment and lease land and 
buildings. 


LIQUIDATION PRICE NO INFLATION 


Owners dissolving association. 


Can be fi- 
nanced. 


Address Box V-48, American Lumberman, Inc. 





For Sale—By Owner 
Retail lumber yard located in Southeastern 
Ohio. Good buildings and equipment. Railroad 
siding. Inventory $50,000. Showing good profit. 
An unusual opportunity. Only interested buy- 


ers reply. Address Box V-47, American Lum- 
be.man, Inc. 





Small count Magy d yard for sale; located at 





FOR SALE 
Good teen dry a cas located in ) Coe Belt. 
Good clean 8 under goed . Own- 
wishes to retire. Address T-33 Tenesionn 


FOR SALE: Retail 1 lumber sont in county seat, 
rich farming area. Town often ranks < in 
State per capita sales. Planty of room. Best lo- 
cation in town. er has other interests. Wil- 
liams Lumber Co., Kennett, Mo. 


BuiLpinc Propucts MercHANDISER 


ois, three miles west of Walnut, 


Iil., on state route 92. Rich farming Ts 

Buildings are practically new: over 600° Nort 

western re trackage. Operated as a con- 

tracting Fy ofitable business to date this 
h go 


year, od volume booked ahead. At 
prcanat. three crews workmen, totalling 12 men. 
eal Estate $14,000. 


ALDEN F. HUNTER. REALTOR 
809 Richard St. 
Henry, Illinois, Phone-32 





MISCELLANEOUS 
FOR SALE 





CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





ADVERTISING YARDSTICKS 


Basswood, 2-color. Same price as 1-color. 
Also Paint Paddles. | 





R. J. DUMONT CO. 
156 So. Melrose Ave., Elgin, Il. 





HOPKINS BAG TRUCKS 
Handles 6 to 10 sack Cement. Without pallets. 
Guaranteed. Write Hopkins Lumber Company. 
Memphis, Missouri. 





USED MACHINERY FOR SALE 





INTERNATIONAL LOG LOADING TRACTOR 


Internatienst _ Gower pan = Ripe Mode! T-9, Ly 
Aus estern revo ig g crane, 
hydraulically controlled. Gov't. purchased, 
excellent qondiien. Price $2750.00. 

oO. C. Evans — Mt. ssneninat Ky. 


LIQUIDATION SALE 


Electric Motors and Switches, all sizes. Pulleys, 
Sprockets, Gears, Shafting all sizes. Sawmill 
Chain, Mill Suppli etc. Wheland Carriage, 
complete with air set, air nigger, air kickers, 
air compressor and tank. Band Mill, Resaw, 
Trimmer, Edgers, Sawmill Transfer. Machine 
and Blacksmith Shop Equipment. Unit crane 
(diesel) with log grapple. 


Lake Linden Lumber Cc. 
Lake Linden, Michigan 





One—Complete Flooring Unit. Woods 501-M 
Machine, Yates No. 177 tenes. One Pair Yates 
E-1 End Matchers, One Leitelt Lumber Lift, 
One Yates G-50 Ripsaw. All motors are 440-3-60 
cycles. Miller Brothers Company, Box 540, 
Johnson City, Tennessee. 





DIESEL FORK LIFT ON PNEUMATIC TIRES 
Powered by 6 cylinder Hercules Diesel — 
Dual wheels under forks, good tires and all 
wheels drive. Tilting oecoeiionty controlled 
loading mechanism and hydraulic steering. 
Lifts approximately 10 feet. ig ey operat- 
ing = * aes Govt puschasee. © 00. 

Evans Tractor & Equipment Co., Mt. 
ae A, Kentucky. 


FORK LIFT TRUCKS 


4 Boa Wes Fos by | ag 
a 

raecinh, tt 

Factory aS 


Power steering 
Power brakes 


1—Ross Fork Lift Truck 
Capacity 18,000 Ibs. 
Lift 17\/, ft. 

Model {5 LH 

Power x 

Power brakes 


The above trucks are like new, and guaran- 
teed. Will accept trades. Terms if necessary. 


whayanp EQUIPMENT CO., INC. 
291 Cambridge Street 

) 34 

Massachusetts. 

Telephone ST-2-0826 


Distributors: GERLINGER FORK LIFT TRUCKS 





We are changing to a 72" carrier and lift 
truck package and offer for sale 3 one year 
od Ross straddle carriers Series 70 model 
6663 — 60° capacity. Prices quo'ad upon re- 
quest. 

These machines are like new and we also 
have plenty of 4°'x4’’x60"' bolsters with bolted 
legs to go with the machines at $1.50 each. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago 14, Illinois 


"ELECTRICAL MACHINERY 
Motors and Generators, A.C. and D.C. for 
sale at attractive prices. Large stock of New 
ene Rebuilt moran (i. te at all a teatedes. 
service 
. "M. AUM & CO., Fort Wayne, Ind. 


135 





| i ti n Offer d DOORS, overhead irage: Information; MIXERS. concrete, truck: Catalog; Jae- 
n orma ° e Graham Industri« Ince. See advy't p. ger Machine Co. See adv't p. 20 
” 


In Advertisements FLOORING, prefinished Sales aids; 
i. L 


Bruce Co, See adv't p. 8 

Do you wish detailed infermation on a specific FORK LIFT TRUCI Zulletin: Silent 

product or service? Check through this easy-to- Hols t & Cr ee "Se . Sa’ o 1 20 " 
use Index of literature and data offered in this ' ; 

issue's advertisements: GLASS window jooklet; Libbey- 

Owens-lord Glas Co, Bee adv't p. 26 


NAILS, roofing 300klet, samples; The 
Deniston Co. See adv’t p. 79 

NAILS, weatherstrip: Samples; John 
Hassall, Inc. See adv’t p. 137 

PIPE, root proof: Information; Orange 
burg Mfg. Co., Inc. See adv't p. 105 

PLYWOOD, hardwood veneer: Sample; 
U S. Plywood Corp.-U S.-Mengel 
Ply woods, Inc. See adv't pps. 41-42 


, : GLASS BLOCK Information; Owens- 

DVERTIBING AID: Bample informa Illinois, See adv’t pps. 84-85 

tior Home Maintenance & Improve P : . Psviect . 
ent magazine. See adv’t p. 44 GLASS SUBSTITUTE Display unit; 


: OSTS »ssure-creosoted: st, in- 
Arvey Corporation, See adv’t p. 115 POSTS, pressure-creosoted: Bookle “ 


formation; U. S. Steel Corp. See adv’'t 
GRILLES, screen door: Display carton; pps. 53-54. 

Macklanburg-Duncan Co. See adv’t gagy BALANCE-WEATHERSTRIP 
iTS, kitchen: Display, catalog pps. 14-15 Folder; Milwaukee Strip Service, Inc 
Adams & Collier Co. See adv't HARDBOARD al wood Descriptive See adv't p. 64. 
literature; Aetn Plywood & Veneer 
Co. See adv't p l 


ILDING PAPER: Information; Rich 
kraft Co, Bee adv't p. 124 


SCREENS, aluminum: Samples, catalog; 


Warren Supply. See adv’t p. 102. 
Hinge Mfe. Co. See adv't HARDW ARE aluminum-awning win- SHINGLES. asbestos ee 
dow Information Air-Vue Indus- . Manvilth’ See adv't p. 32 ; 
tries, Ine See adv't p. 21 it , é . O26. 
FORMS Information Sy . STAIRWAYS attic: Catalog: Bessie: 
. : ‘ ; HARDWARHBE, hinges: Catalog sheets; “a gee yey! “" ‘ss , 
Camp & Mts. Ce. tee’ : : , a $i saring Stairway See : 
imy Kx ee idy Ideal Brass Wor Inc. See adv’t p. wy 9g aring Stairway Co. ee adv't 


: TILE, floor: Sales Literature; B 
Goodrich Co. See adv’t p. 103. 


idvertising Book: ¢. Ha 


(“ON ,YORS sullet Sti ‘ ‘o . ‘ 
ws Ma >. ms oe ged 1° indard Con HARDWARE, ornamental hinges: In- 
, . I . formation; Arrowsmith Tool & Die 
CORN CRIBBING Promotion plan Corp. See adv't p. 11 TILE, floor: Display unit; Kentile, In« 
s yr ; : . . See « ;’ 0s 
tidy; Keystone Steel & Wire Co. Sex HARDWARE, rolling door: Informa- Soo adv t Dp. 10 
tdv't p. 33 tion; American Screen Products Co TOOLS, power planer: Descriptive bul- 
CORNERS, building: Catalog ,r See adv't p. 69 mes Buss Machine Works. See adv't 
Kees Mfg. Co. See adv't p. 99 HARDWARE, sash: Display unit; Sar ss 
gent & Co. See adv't p. 91 WINDOWS, aluminum awning, jalousie 
. » . or; R. eonar » See adv’ 
HARDWARE, sliding door took; Ken- ret Nahe R. B. Leonard, Inc ee advy't 
natrack Corp. See adv’t p. 129. > oF 
WINDOWS, jalousie, aluminum: Infor- 
7 ore . : ; é : Ve ite Corp. See : ‘ ps 
rhe Stanley Works. See adv't p. 104 mation; Ventilite orp ee adv't pp 
DISPLAY FIXTURES: Catalog; Ref 7 am $, : eat 
tor Hardware Corp. See adv't p. 77 - : cals SEO, oun aennet ery WINDOWS. steel, double-hung Book 
iterature, displays; Baldwin-Hill Co Truscon Steel Div. See adv't p. 6 
DOORS, folding: Information; New ©; See adv't p. 122 mas 7 , nts - 
tle Products, Ine. See adv't p. 101 INSULATION BOARD: Sales aids: Wood WINDOWS, wood: Catalog; Brown 
Graves Co. See adv't p. 65 


CORNIERS siding Samples; Bugher 
Mig. (o. See adv't p. 13 


o 


COUNTER TOPS Information West > > " 
inghouse Micarta. See adv’t p. 2 HARDWARE, sliding door Catalog; 


DOOR lus! Folder ‘ i \ ; Conversion Co. See adv’t pps. 80-81. 
pe ene us *"orde ! ‘ric; i¢ , . ro ‘ ‘ 
ing &@ Mfg. Co. See adv't p. 61. LINSEED OIL: Booklet, film; Archer- WINDOWS, wood: Descriptive litera 
Daniels-Midland Co, See adv't p, 107 ture; Malta Mfg. Co, See adv’t p. 86 
LUMBER, douglas fir Booklet: West- WINDOWS, wood awning: Information; 
ern Pine Assn. See adv't p. 69. Ludman Corporation. See adv’t pps 
DOK flush Descriptive literature LUMBER, west coast hemlock: Descrip- 30-31 
Mohawk Flush Door Inc. See adv't tive literature Weyerhaeuser Sales WROUGHT IRON LEGS: Catalogs; Bel 
p. 77 Co. See adv't p. 3 son Mfg. Co. See adv't p. 117 


DOORS, flush: Sample of wood; The 
Mengel Co. See ady't p. 112 





“WHAT‘’S NEW!” 


7 


19 20 23 22 23 24 25 26 


“What's New’ Items 


37 3% 39 40 43 42 43 «44 


55 56 57 5B 59 60 61 62 


AE AG AJ AK AL 
° BE BF BG ‘BJ BK BL 
Advertised Products cE CF CG cs CK Ch 
DE DOF DG DJ OK OL 
cE EF EG €) E&K EL 
FE FF FG fF) FK ORAL 
GE GF GG GH Gj GK GIL 
HE HF HG HJ HK HL 
zr GM HK 
KE KF KG KH KJ KK KL KN KO 


(Pleese Print) 





Cc 
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ADVERTIS ’ (ED) Leidgen Specialty C 
ERS INDEX (€E) Leonard, Inc., R. B 

(EG) Libbey-Owens-lord Glas 
(EH) Long-Bell Lbr. Co., Th 


(EJ) Ludman Corporatio: 


Annular-threaded 


(AA) Acme Appliance Mfg. Co 
(AB) Aetna Plywood & Veneer ( 
(AC} Ahonen Lbr. Co 


metal weather 
. 

(AD) Air-Vue Industries. Inc <i (EK) Macklanburg-Duncan strip nails ... 

(AE) American Screen Products C (EL) Malta Mfg. Co., The 


(AF) American Welding & Mfg. Co j (EN) ——— ae Fa ‘ FOR GREATER 
A dersen Gobaa a ee Sub. of Mas ; ; 
oo ne " : Cory ration 96 97 (EO) Masonite Corporation 
ws aah 07 (EP) Mauk Lumber Co., The C. A HOLDING POWER 
(AK) keren mith rT ra . ; (EP) Mauk Seattle Libr. Co 4 ; 
(At) vai i te 1 Tool & Die Corp (EO) McCloud Lbr. Co 
(AN) As sh 1 oat eres (ER) Mengel Co., The 
nee a lywood Mills, In (FA) Michigan Pole & Tie Co 
(F8) Midget Louver Co., The 
(FC) Milwaukee Strip Service, Inc 

A sale ) ill ce 99 
a ; : I . . (FD) Mobile River Saw Mill Co., Ine 
(AQ) ‘ ‘_ nay - anmeet ‘ (FE) Mohawk Flush Doors, In« 

Pe 1SK Mfg oO 7 : 
(AR) —_— Disappeari: Stall (FF) Monarch LI Co., Inc 

‘o., The 

(BA) B&B Madisen Lbr. (Co (CC) National Brass Co (De 
(88) B as Lbr. Co., Wn Lock Co.) 
(8C) Bradley Lumber Co (FG) National Mfg. Co 

B 

B 


(BD) wn-Graves Co - (FH) New Castle Products 
(BE) Bruce Co. E. L ' (FK) Nicholls Mfg. Co 
(BF) Bugher Manufacturing ) 

(86) Bunyan Lbr. Co. Paul 2 (FL) Orangeburg Mfg. Co 


(BH su Machine or 2 Owens-Illinois, 
' re ee 9s) Glass Block Div USERS REPORT, Apr. 4— 
“Fast replacing the old fash- 


(BJ) ioned unthreaded naill” 


{ 
(BK) < 
(BL) < 
(BN) Celotex Corp., The 
(BO) Christiansen Co.. C M 
( 
( 


‘adillac-Soo Lbr. Co 


‘anadian Forest Product 


| 


(FO) Pacifie Lbr. Co., The 
(FP) Padgett-Smith Flooring Co 


(FQ) Perma Products Co., The 25 Established 1850 : 
(FR) Pittsburgh Plate Glass Co wee resistance. Early delivery in 


(Brush Div.) : packages and in bulk. Write 
ark Equipment Co 3 (GA) Pullman Mfg. Corp for prices and samples. 


‘onifer Lbr. Sal« 


— 


irr, Adams & Collier Co Plated for maximum rust 


(BP) ‘] 
(BQ) 
(BR) onsumers Glue C 


: , i a (GB) Red Cedar Shingle Bureau af JOHN HASSALL | INC. 
A opeiranh ; ('¢ 
a , — (GC) Reflector Hardware Corp I : 


tich if ‘o., The y P. 
(SS) Richkrate Ce.,,7! sfetttell| Westbory.” Lone Islond, WN. Y. 
(CB) ‘o.. T (GE) RB ; 


Deniston Co The ; Roddis Plywood Corp 
(CC) Dexter Lock Co.. Sub. of (GF) Royal Sales & Mfg. Co 
National Brass Co 
(CD) Dodge Div. of Chrysler Co 


(CE) Donley Brothers Co., The 92 (GH) Schneider Bros. Lbr. Co 
(CF) Dor-Set Corp., The (GJ) Schubert Co., H. A r 
(CG) Douglas Fir Plywoo ' ds (GK) Seattle Door Co., Tnx HOW TO ESTIMATE FOR 
(GL) Sheffield Bronze Paint Corp 2% THE BUILDING TRADES, a 

' ; ; (GN) Silent Hoist & Crane Co 2 most complete and practic 
(CH) Fenestra Building Products (GO) Standard Conveyor Co book on the estimating of ma- 
es (Detroit Steel Products Co f (GP) Stanley Wain The ‘ terials and labor for residences 
=. ‘“lavelle Cedar Limited (60) saadeiad Mlectrs. ~— me and small buildings. It covers 
(CL) | pea <: ivy (GR) ridin. a Gite & Mfg cr i all formal estimating pressases 
- o ‘ollansbee Ste | Corp 3 ? . and includes a complete explana- 
(CN) Fox Lbr. Co., Abbott tion of all the things one needs 
(HA) Tannewitz Works 3 to know to do a thorough job. 
: Oe) Seen pee yood Corp _% Blueprint reading and mathe- 
cae “retty = a anc. ' 3 (HC) Trinity White Div., General matics used by estimators are 
) nohane Bros. & . o., 3 mi I ortland Cement . i) explained in full. It even teaches 
(CQ) Goodman Lbr. Co (HD) rrescom Steel Div., Republi h how to do the actual work of the 
Goodrich Co, Bi I coring ; various trades. More than 500 
(DA) Graham Industries. In. 4 questions with answers worked 
(D8) Grand Traverse Sales Co 9 iO US-Mongel Piywoods, In: out in detail and references to 
"a si (HE) U.S. Plywood Cor} actual plans are included. Among 
(HF) U.S. Steel Corp 3-5 subjects covered are: excava- 
(OC) Hager & Sons Hinge Mfg. C . 42 tions, masonry, carpentry, elec- 
(00) Hassall, Inc., John 37 : sie tricity, sheet metal, lath and 
(DE) Hines Lbr. Co., Edward (HO) Ventilite Corporatio: pty plaster, marble and tile, paint- 
(OF) Hoggson & Pettis Mfe. Co ing, hardware, linoleum, heating 
(0G) Holt Hardwood Co (HH) Warp Brothers and air conditioning, plumbing, 
(0H) Home Maintenance & Improve (HJ) arren Supply 2 glass, curtains and shades, The 
ment Magazine (HK) ebster Lbr. Co., H. E book of 633 pages contains 310 
(HL) ells Lbr. Co., J 3 illustrations, 45 tables, 8 full size 


(DJ) Ideal Brass Works. In 9 (HN) Wells Lor. Co., J. W blue prints of scale drawings. 
(DK) International Harvester Co " (HO) Testern Pine Assn 


(OL) Ives Company, H. B oid (HP) Testinghouse Micarta 2 Price, $5.75. 
(H9) eyerhaeuser Sales Co 

(000) Jaeger Machine Co. Th . aN inter “oe Corporation 

(00) Johns-Manville —oene-mmigan Page 


BO) Johns tan 32 GA) Wisconsin-Michigan .- a4 AMERICAN LUMBERMAN 
Johnson Lbr. Corp., C 12 : : 
(JC) Wood Conversion Co 139 WN. Clark St. 


(D9) Kees Mfe. Co., F. D as 
(DR) . ' 12 (JO) Yeck Manufacturing Co Chicago 2, WH. 


Kennatrack Corp 
(EB) Kentile, In 
(EC) Keystone Steel & Wire Cx 29 (JE) Zerers 





(GG) Sargent and Co 





Ine 125 
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Toi ry cin 8 6 rt af 


Says here a statistician found that eight out of 


ten women are knock kneed. And here all these 
years we've been thinking statisticians never had 
any fun! 
* * * 
Drunk: “Whatcha lookin’ for?” 
Cop: “We're looking for a drowned man.” 
Drunk: “Whatcha want one for?” 
. cm * 
To err is human and with a blond it’s divine 
** * 
Newly rich rancher: “If I pay cash for this car will you give 
me a discount?” 
Car dealer: “We certainly will, sir. We'll give you ten per 
cent discount for cash.” 
The rancher was no good at figures and he couldn't decide 
how much of a saving ten per cent would be so he told the 


dealer he'd go eat breakfast and consider the deal 

Walking into a cafe he sat down and started to figure 
his discount would be but it was hard going. When the waitress 
came up he decided to ask for help. He looked at the waitress 
and said, “If I were going to give you ten per cent of $5,000 
how much would you take off ?” 


Waitress: “Would my ear rings bother you, bub ?” 
> a * 


what 


Hlomestead Brand Shinales are Certigrade shinales 


of government tested valu The public buys by 
brand when the brand is quaranteed by a valid 
sponsor 

Homestead and Certigqrad- get the O. K. of 
Uncle Sam and the MAUK Lumber Co 

Meet the demand with a supply from the source 

Homestead Rrand Shingles from MAUK 


* . * 


Simple Celia says a girl with beautiful pins often sticks a guy 
a es 1 
She: “IT want to warn you that my 


husband 
he home in half an hour.” 


will 


He: “But I’ve done nothing that I shouldn't.” 
She: “Well, I just wanted to warn you so that in 
case you're going to you'd better hurry.’ 


“er ie 
\ director was interviewing the budding young 
the usual questions he gave her the eye and 
virgin?” 
Realizing that a job might depend on the 


After 


you a 


actress 


asked, “Are 


answer she hesitated 


just a bit and replied, “Yes—but I’m not a fanatic about it.” 
“So 
Floyd: “Does she stutter 
Lloyd: “DOES she? Once she started to tell a 


man about her past and before 


part of it!” 


she finished he was 


** * 

Do You Know What Department: 

Do you know what a yacht is? A floating debt 

Do you know what a yawn is? A hole made by a bore 
Do you know what a ven is? The urge to buy MAUK 


MAUK Seattle Lumber Co. 


Seattle 5, Washingten 


* ¢ 8 


The C. A. MAUK Lumber Co. 


Toledo, Ohio 
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GARRETT VEENSTRA at his office desk in Racine, Wis. 


Dealer Eyes FHA Critically 


Gentlemen: 


I read with interest your editorial, “Here’s How We Can 
Help Save FHA.” (May 31, 1954). By and large, the FHA 
has been of benefit to millions of people. It also has fur- 
nished a method of financing remodeling as well as new 
construction that is far superior to anything we had before 
FHA came on the scene. 

However, it didn’t take long before people, particularly 
those in the building business who were regularly in the 
market for financing, were subservient to the whims of cer- 
tain FHA officials. Many a set of plans lay for a good long 
time before they got up to estimating time, unless they 
came from the right people. Then they could be processed 
in a hurry. Inspectors on the job could also be very critical, 
or they could close their eyes, as they saw fit. 


Prefab Political Power 


Another thing, and this is more serious, is that in my 
opinion the prefab manufacturers get a lot more considera- 
tion than the common, everyday run of contractors who, 
on the whole, build a better home which costs more money 
to build, but who get a lower valuation placed on their prop- 
erty than the prefab manufacturers do. This certainly 
doesn’t smell right to the average contractor, regardless of 
what FHA says to the contrary. 

There are many homes going up at the present time that 
are prefabs and are being purchased by people for just one 
reason, and that is because the down payment is consider- 
ably smaller than what they could get a conventionally- 
built home for, even though the total price is the same and 
even if the prefab is overpriced in comparison with the 
conventionally-built home. We have several cases in the 
immediate vicinity of our yard where this is true. 

One more thing. An individual building his own home, 
even though he has the know-how, finds it impossible to get 
financed through FHA. And where will you find a better 
citizen than the man who will create wealth through his 
own labor. I doubt very seriously whether you'll have mort- 
gage foreclosures on that type of individual. Also, his mort- 
gage on the whole will be considerably less than the people 
buying prefabs with a very small down payment. 


Financing for Owner-Builder 


Congress has made money available for every other typ« 
of borrower, and they could well afford to insert in the FHA 
program some method of financing the individual who is 
building for himself. 

And then we come to Title I, which deals with repairs and 
modernization. FHA officials know full well who the high 
pressure, unscrupulous people are who have been holding up 
the public, and there’s no reason in the world that I can 
see why these people have been catered to and their loans 
accepted for insurance. 

Personally, I believe that there are enough large insur- 
ance companies in this country which would be willing and 
able to take over the functions of FHA, and which could do 
it a lot cheaper and put the whole thing on a business basis. 


Garrett Veenstra 
VEENSTRA LUMBER & SUPPLY COMPANY 
Racine, Wis. 


(To obtain more data on advertised products see page 136) 











BUII DE oe 
HARDWARI 


air 
' 19 Bere tet ati ti i] 











a: : - 
mS Te (Fl 8 fos amos ST Ut 


| ee BD ee «oe 
@. mili Tam ua 








warrant eo bb Biel: 


JILDER 


ee bs create er: 


feeling of a job 


well done 


Alter this fine hardware is once 
installed there is the assurance 
that further adjustments or re- 


placements are seldom necessary. 


Smooth, friction-free working 
coordination is the secret of the 
unusually long service life which 
distinguishes National Hardware 
from the commonplace. The basic 
designs of the hardware are smart 
and modern — befitting contem- 


porary building construction. 


Attractive, protective 
finishes add extra 
yeors of wear. 


Udlonl MANUFACTURING « COMPANY ee 





Warps Window Materials 


Increase Your Profits - Give Better Service 


Poultry House Windows 


————— 


| 


FLEx-O-GLASS 


N Crystal Clear 
Tough as Leather 


A New All-plastic Window Material that 
is flexible, durable and shatterproof 
Crystal Clear—Transmits Ultra-Violet Rays 
Weatherproof Holds in heat, keeps out 
cold. 

Easy To Sew—Seals with hot iron. Cut 
with shears and tack on for windows 
Year Around Seller—Hundreds of Uses. 
For windows of all kinds, garment bags, 
wall protectors, appliance covers, storm 
windows, etc. 


Retails @ 26¢ Lin. Ft. Desier’s 
Yds. Cost 
$52.00 
26.00 
18. 





Warp’s 


WINDOW-TEX 


Cloth Base Glass Substitute 


A Translucent Window Material 

Translucent, weatherproof comy osition 
bonded to 120 strong threads per sq. in 
Made by Warp’s Exclusive Process, same as 
formerly used on Flex-O-Glass. 
proof and unbreakable 


Bxtra Heavy—will last for years. 


Retails @ 18¢ Lin. Ft. Dealer’ 
Cat.Ne. Yds. Width Sq.Ft. Lbs. Coat” 
WT-100 100 yds. 36” 900 56 $36.00 
WT- 50 50 yds: 36” 450 
WT- 25 2h yds. 36” 225 is rt 


Is water- 





Porch Enclosures 
and Covering Screen Doors 


4 
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Wyr-O-GLASS 


Wire Base. Glass Substitute 


Extremely Tough and Very Transparent 


A WIRE BASE PLASTIC GLASS 
Tough Galvanized “% inch mesh Wire Base, 
drawn Tough and Thin to admit more light 
Every Joint and Wire imbedded in a cushion 
plastic for double reinforcing 
Plastic Glass applied to both sides, sealing 
wires inside Everything fused into one 
Solid Weatherproof Sheet. No cheap rosin 
or glue to decompose, and—no air pockets 
to trap moisture in Warp’s Wyr-O-Glass. 


Retail Price: 28” - 28¢; 36” - 36¢ Lin. Ft. 
ler’ Rol 


7—Dealer’s Cest Per 
Cat No. Width 25Yd. SO0Yd. 100 Yd, 
$17.50 $35.00 $70.00 


14.00 28.00 56.00 
Wet. 100 yds.: 28” -37lbs.; 36” - 44 Ibs. 





Warp’s 


SCREEN-GLASS 


14x14 MESH WIRE BASE 


Extremely Durable for Long Service 


























THE BEST If IS POSSIBLE TO MAKE 
Galvanized wire screen dloth imbedded 
exceptionally clear, waterproof 
which transmits and diffuses the sun's 
ultra-violet rays. Holds in heat. Shatter- 
proof, unbreakable and airtight. As flex- 
ible as window screen. Cut with shears 
and tack up. Ship wt. 3 oz. pes sq. ft. 


Retails @ 17¢ Sq. Ft. 


Cat. -————— Dealer’s Cost ———., 
Ne. Width 25 ft. Roll 50 ft. Roll 100 ft. Rell 
SG-48 48” $11.33 $22.67 
8G-36 36” 8.56 17.00 
8G-28 13” 6.61 13.22 


in 
plastic 





Hot Beds & Greenhouses 


Warp’s 


GLASS-O-NET 


Mesh Base Glass Substitute 


Used Where Transparency Is Important 


A* PLASTIC GLASS COVERED NETTING 
Made on \% inch mesh Waterproofed Cords. 
Extra strong: Dyed Light Fast Green 
Every cord imbedded in Cushion Plastic 
to eliminate air pockets 

Plastic glass applied over Cushion and 
Cords to seal everything together into one 
solid weatherproof sheet 

Very transparent, Transmits Ultra-Violet 
Rays. Can be washed with soap and water. 


Retails @ 24¢ Lin. Ft. Besters 
Cat.Ne. Yds. Width Sq.Ft. Lbs. Cost 
GON-100 100 yds. 36” 900 31 $48.00 
GON- 50 SC yds. 36” 450 18 24.00 
GON- 25 25 yds. 36” 225 10 12.00 





Warp’s 


PLASTIGLASS 


All Plastic Window Material 
Rugged, Neat and Attractive 


PLASTIC CORDS IN PLASTIC GL488 
Rugged transparent plastic strand base, 
that has exceptional strength. Every strand 
imbedded into. another cushion plastic for 
extra durability. Plastic glass then applied 
to seal everything into af all plastic, trans- 
parent weatherproof sheet. 

Lasts for years. 


Retails @ 31¢ Lin. Ft. 


Dealer's 
Cat.No. Yds. Width Sq.Ft. Lbs. Cost 
PG-100 100yds. 36” 900 $62.00 
PG- &@ 50 yds. 36% 450 15 31.00 
PG- 25 26 yds. 36” 225 5 16.60 


NATIONALLY ADVERTISED PRICES SUBJECT TO CHANGE 


CARRIED BY LEADING JOBBERS EVERYWHERE 


WARP BROS 


CHICAGO 5l 





